


QI 
NOW! 


Sensational 


omparison Tells the Story—All Windows in 
Shown Above Except the Center Window Are 
q with Warp’s Venetian Screen. NOTE HOW 
BLAZES THRU THE CENTER WINDOW 
AT UP ROOM AND FADE FURNISHINGS. 


| 


TOTTI 


St ACTUAL SIZE 3; 
=} 


¢ 


il 


18 louvers to inch 


MODERN 
SCREENING 
Keeps Rooms Much Cooler 


Lets in 20°% More Air 
Stops Sun’s Heat Outside 


Helps prevent Fading of House Furnishings 
Keeps Out Flies and Mosquitoes 
MADE TO LAST A LIFETIME 


VENETIAN SCREEN 
PRICES 


50% MARK-UP 


Antique Bronze 
Dealer's Cost 22¢ sq. ft. 
Retail i3e sq. ft. 


Extra Heavy Bronze 
Antiqued 

Dealer’ (ost 

Retail 

24”, 26”, 28” 


36” widths 


Just cut Venetian Screen to size 
shears and tack on ordinary frames. 


25, 50 and 100-ft. Rolls Once installed will last for years. 


Distributed by Reliable Hardware and Lumber Jobber: 
If your jobber cannot supply—write us for sample and ful 
information 





Yeu Sell Mone 


In More Ways 
When You Sell A WOOSTER 
Foss-set NYLON BRUSH 


HERE’S A HOT, , . THERE’S A WHALE OF A DIFFERENCE IN 


A WOOSTER FOSS-SET "NYLON BRUSH 


CUSTOMER-CINCHING SALES TIP! 


Urge your brush buyers to use a brand new Wooster Foss-Set 
nylon brush on the tough, rough-surface jobs for awhile. Then 
ask them to switch and use the brush on a fine job. Not only will 
they save on their brushes, but the rough surfaces will make the 
tough nylon filaments work even better on the finer jobs. And you (i) 
will have them back in your store for more ; 
* brushes, more paint, and more of 


. everything you sell. ORB. ay 
ae WoosTeRN:" BRUSHES "s 


RUS (4 
THE WOOSTER B nee Pee? 
ERS S! ~ 
aeRUSH MANUFACTUR NY 


1F IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 











Vas COMPACT DOOR 
CLOSER is 36% 
less bulky. 


streamlined i 


YALE COMPACT DOOR CLOSER 
has no hips. 





\7] more power 
YALE COMPACT DOOR 
CLOSER has more closing 
power, less opening 


YALE COMPACT 
DOOR CLOSER 
gives continuou 


; checking over 
resistance. 4 - om ‘ 180° arc. 


YALE COMPACT DOOR CLOSE 
beautiful by architects. « 


three speeds 
YALE COMPACT DOOR CLOSER 
has three closing actions 


—uniform checking, silent or 
“release” at the latch, moe 6 AA 


the name Yate helfrs make the sate 


5 Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second-class matter March 24, 1933 
at the Post Office at Philadelphia under the Act of March 5, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 161, No, 12, 
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etter Homes a, Gardens 100% Service 


Means 10 You 


features you re 



































American Centr 
Crowford Doors 


Here’s What B 
BH&G has fiction, N° side lines. Cover to cover, new appliances you re selling, new 
ads and all, it’s 100% service for better living- This putting across. BH&G families are more interested 
eans that the people who read BH&G don't do it in. their homes, paint more often, repair more 
ally. They're after something: ideas, know promptly, replace more often than even their neigh- 
ormation. They get 't- Then they come to YOU bors in the same block! See the June article on 
for dozens of things to help with the repalr jobs bathrooms: No Bigge™ but Much Better, and on new 
e’'ve shown them. They come pre-informed about built-ins to see how WE lead customers into your store. 
These brands are advertised in the JUNE issue of Better Homes g Gardens: 
APPLIANCES ARDWARE (Cont'd) MILLWORK & LUMBER PAINT & RELATED 
Amana Home Freezer Fenestra Steel Casements (Cont'd) provucts 
ex Wa Gabco ytomatic Window Curtis Albron 
Coolerator Refrigerator Screene Fenestra Stee! Casements Cuprinol 
Crosley Refrigerator Invizible Sash Balance Menge! Fiysh Doors Deloware Woll-Evet 
Filter Queer Vacuum Lowell Paint Spray Modernfold Doors Dutch Boy Blend 
Florence anges Lumite Scree? National ak Floors Eagl RTU White Lead 
Frigidaire Refrigerator Plastic Wood ROW Windows Flatlux 
c, Heme Freezer Smooth-On Cements Red Cedar Shingle Bureau Glidden 
G.E Electric Range Speed Load Calking Gun West Coast Woods Kyanize 
G.E Refrigerator Yale Trim Hardware Western Pines puro-TeX 
G. E. Lomre. Youngstow® Kitchens bY NuEnomel 
Gibson Refrigerator HEATING, MISCEL- Mullins ParaStoneTe* 
pone \ron LANEOUS Poratex 
orton Ironer Pittsburgh 
Hotpoint Disposal Aerope! Fons RADIOS Setfost 
Hotpoint Refrigerat Dust-StoP Filters admiral Wonsovet 
int'l. Harveste’ ome Freezer Fan-Pac Attic Fans Crosley 
KitchenAid Mixer Hancock Outdoor Fireplace saptorole 
K napp-Monarch Hot Plate Heatilator Fireplace Ss r 
Knapp-M narch iron LG Ventilation = Carlson PLUMBING 
Knapp-Monorch Liquidizet Price Ovtdoor Fireplace american-stondard 
mMayteg Washer Superior Fireplace Briggs 
Norge Home Freezer Ventilattic Fan ouTDOOR Crane 
Perfection Oil Range Ch S Culligon Soft Water 
Philco Freezer INSULATION ated Spreyinower Evons Hot Water 
Philco Refrigerator Corey Clemson Lawn mower Hot-Roc oter Tanks 
Proctor Ir Celotex ‘ Dayton Irrigation Lustertone Sink Tops 
Servel Refrigerator Chamberlain Dobbins Sprayer Orangebu' Fibre Conduit 
Simplex troner Flintkote Doo Klips Permutit Soft Water 
Sunbeom Jronmaster Iron Insul-cotton Gensco Sow Rheem + Water 
Swartzbaugh Rangette Kimsul Hastings Soil Soaker Ryud Hot Water 
Toastmaster Toaster Reynolds Hudson Sprayer Servisoft Soft Water 
Universal as Range Hedgemaster Smithwoy ot Water 
= yickfreeze Home KITCHEN UTENSILS Jacobsen Lawn mower Toastmaster Hot ae 
reezer Jari Tractor John ood Hot ater 
Voss Washer Briddell Knives March Irrigation 
Welbilt Gas Range Dow Sundoy Nite Chef MontaMowet —_ sent 
Westinghouse Woste-AweY Edlund Con Openet National Mower mISCELLANEOUS 
Foley Food Chopper Parker Low" Swe D M 
Kerr Jor per iow pagnesivm 
ELECTRICAL goops N Pennsylvania Lown Mowe Easi-Bild Patterns 
esco Pots & Pons Port ble Hed Faries M dicine C bi 
Bell Electric Outlets Presto Cooker or able Me getrimmer aries Me icine CO inets 
Bell Telephone System Pyrex Ovenware Reo Lawn Mower LOF ong : 
Burgess Batteries Sonette Garbage Con Sensation Lown Mower pny ome Incinerators 
Onan Power Plants West Bend Aluminum Spartan Sproyer riyt Greenhouse 
Swan Ru er Hose Portland ement 
Wooster Rubberme! Toro La Mower Pyrene Fire Extinguisher 
HARDWAR M wo & UM ER True-Temper Tools Rock of Ages Monuments 
HLL RK u 8 Weed-Wa Rusco Venetian Awnings 
al Kitchens Whirlwind Lawn Mower West Dodd Lightning 
Wiss Pruners Conductors 


CIRCULATION OVER 3,000,000 
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MASTER #24 BIKE LOCK ta 
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ores 


KS Pa) | Now Master sie 
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Watch your bike lock profits 
soar when this dynamic 
new Master Wall Display 
starts selling for you! The 
handsome swinging panel 
is quickly installed on any shelving. Attractively present- 
ing America’s top line of bike locks, it’s a compact, com- 
plete “bike lock department” that catches the eye of every 
rider...shows him instantly the type of lock he needs at 
the price he wants to pay! It’s yours at no extra cost with 
initial order for only 2 dozen Master bike locks—3 each 
of 8 fast sellers. Included are two brand-new numbers 
—No. 519 in laminated brass — No. 520 in laminated 
steel with extra wide case and shackle. Your jobber 
has it now...Master No. 24 Bike Lock Deal...ask for it! 


|_| 

























Ask eB ™ Make sales faster with 
Your “pai VECO meld cs 


Jobber > EVERY ONE AN OUTSTANDING VALUE 





_ ; — 


Master Jock Company, Milwaukee. Wis. © “27/4 ¢ <caa 


MILLERS FALLS 


Steel Letters and Figures 


You sell the finest quality stamp when you sell Millers Falls hand-cut 
steel letters and figures. Each character is cut with painstaking 
care from the very best grade of tool steel, specially hardened and 
tempered to assure clear, lasting impressions. Your customers can 
use Millers Falls hand-cut stamps on all hardened metals with the 
knowledge that each character will give long, faithful service. 
Millers Falls machine-made steel letters and figures are the eco- 
nomical solution where clear, long-lived impressions must be made 
in iron, various mild steels and non-ferrous metals, plastic fibre, 
: . , Character sizes from 1%” 
etc. A specially-improved machine process produces the charac- : : 
: ; to 14”, lettersand figures. 
ters from superior master dies. The result is a fine, durable stamp Hand-cut stamps and 
that gives maximum satisfaction for general all-round use. machine made packed 
Sell Millers Falls steel letters and figures to make the best impres- one set in an attractive 
stained wood box. 


sion. Sell them to make the best profit. See your jobber or write 
us for the best information on steel letters and figures. 


Millers Falls Company MILLERS FALLS 
Greenfield, Mass. 


ONE THING IN COMMON--QUALITY 


6 HARDWARE AGE 
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“I Like 
Supertreated Pol-mer-ik 


because it forms a 
tougher, more durable film!” 


@ that’s what Everett L. Epwarps of Jacksonville, Florida, thinks 
about Supertreated Pol-mer-ik. Like all master painters, he wants a 
tough, enduring paint film that applies evenly and easily . . . one 
that will stand up to wear and weather. He finds these qualities in 
Supertreated Pol-mer-ik. 

Supertreating is a special processing and blending that strengthens 
Pol-mer-ik’s molecular structure. It makes for finer application, bet- 
ter leveling and higher gloss—the prime requisites of better painting. 

Pol-mer-ik gives you these EXTRA VALUES AT NO EXTRA Cost. If 


you don’t know vour local Pol-mer-ik dealer, write for his name. 


- —Swpertreated 






100% PURE LINSEED OIL 


Raw and Boiled Available in Factory-sealed Cans 


5-gallon, 1-gallon, quarts and pints 


EXTRA VALUE AT NO EXTRA COST 


ae oe ee Cee a fe ee ET eee ee eT 7 
! 
Product of ARCHER-DANIELS-MIDLAND CO. | 
] 684 Roanoke Building, Minneapolis, Minnesota | 
| | 
| Send additional information on Supertreated Pol-mer-ik Linseed Oil | 
Name 7 
| Firm 
| | Production 
| Address | in 26 States 
| City = Zone State | ond Conede 
a etches sn: agli ec ak Naa J 
8 HARDWARE AGE 





A GR 





Pt 





JUNE 





a GREAT Seles Ulakvteg COMBINATION! 
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OUR FAMOUS ~Wu-(ALK 


SPEED TOAD 


With SPEED LOAD you offer your cus- 
¥4 ’ THl S tomers the world’s finest calking compound 
plus the most efficient and practical load on 
the market. Our new, improved load has a 
specially designed cap that makes it im- 


possible for the metal cap to pull loose from 
the fibre board tube. 


SPEED LOADS packed 10 loads to a carton. 
Full freight allowed on 8 cartons or more. 


Maren [PRODUCTS] 
Ki coemoret 
Ds net ANBURG’ 


STANDARD GUN STILL AVAILABLE stil Ay-Glaze = 2 hy . 


INSTEAD OF PUTTY... 


Nu-GLAZE does the —___=> 
job better for your 
customers . . . makes 











Our CG-3 Standard Calk- o Nope prett te 

. . 5 . ° . you. The perfect 

ing gun is still a big favorite with material for glazing Mates 

experienced calking appliers. wood or metal sash. = 

Sturdy, light weight. Easy trigger Furnished in \ pint, pint, quart, Sold only through hardware stores, 
action, yet powerful piston action. 5 lb. and 12% Ib. cans. Also in 25, building supply deolers and lumber 
Barrel 2” by 914”. 50, 100, and 880 Ib. drums. yards. 


. | ae " 
: HACKLANBURG- DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
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There’s A Big Sales Opportunity in commercial and industrial fans. 


More and more plants and shops are improving ventilation, hence the 
rising demand for both new and replacement installations. 


You Can’t Top Sturtevant for a fan with ready customer acceptance 
and outstanding performance. It combines the experience of two great 


leaders ... designed by Sturtevant, leader in ventilation; powered by — 


Westinghouse, leader in motor manufacturing. 


To Help You Maintain Volume Sales, Westinghouse-Sturtevant have 
field staffs of engineering, service, and merchandising specialists. This 
team will supply helpful assistance of any kind . . . technical, service, 
or selling. It cooperates constantly with your organization to help you 
win and boost fan sales. 


The Men Who Buy Fans, as well as the men who specify fans, are 
reached regularly by Westinghouse advertising. Further, distributors are 
offered everything in the way of local sales promotion helps . . . direct 
mail, an operating fan display, decals, cuts, mats, and advertisements. 


With the Sturtevant Fan you get the advantages of the Westinghouse 
motor-service plan, a plan unequalled in size and scope in the entire fan 
industry and one that enables you to give prompt motor repair and 
replacement service. 


If you want to cash in on the growing fan market, you'll want 
the details of the Sturtevant Fan Franchise. They’re really worth 
knowing. To get them, write Westinghouse Electric Corporation, 
Sturtevant Division, 70 Readville Ave., Hyde Park, Boston 36, 
Massachusetts. 
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on all Duo-Therm water heaters! 
eee ® 
tial 
Here's a gilt-edged, big-bertha of a sales point to satisfaction for you and your customers. Just lay 
add to all the others you have on Duo-Therm Water this liberal Warranty and 10-Year Protection Plan 
Heaters! on the line for your customers ... and watch ’em 
It can’t help but mean more sales for you, more _ lay cash on the line for Duo-Therm Water Heaters! 
The Plan — In A Nutshell 
Three kinds of protection meet all kinds of conditions! 
a. For the first five years after installation of 
heater, a tank leak due to tank failure entitles 
purchaser to a complete new heater at 
no charge.* 
b. During the first year after installation, any 
parts which prove defective will be repaired or 
replaced free of charge.* 
c. From the 6th through the 10th year after 
installation, a tank leak due to tank failure 
entitles purchaser to a complete new heater on 
a liberal exchange basis. 
* exclusive of any applicable federal, state or local taxes. 
, G Goina! lt All Adds Up To More Sales, More Satisfaction! 
Get The Details - and Get Going: When you add the punch of Duo-Therm’s Warranty 
Ask your Duo-Therm distributor for details of this and 10-year Protection Plan to your basic, feature- 
new Warranty and 10-Year Protection Plan. Read it packed Duo-Therm sales story, you’ve got the best 
for yourself and see how it gives you an even better deal in water heaters... for yourself, for your cus- 
sales story. tomers, for sales! Make the most of it, NOW! 
more than a million satisfied users Duo-] sal & of he always the leader 
Division of Motor Wheel Corp., Lansing 3, Michigan 
— 
AUTOMATIC GAS AND FUEL OIL WATER HEATERS FUEL O1L SPACE HEATERS A O10 FUEL O11 FURNACES 
ve ® 1948 
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, EVERY HOME NEEDS 


Yoxz-File... 


Over 250,000 
DOR-FILE Racks 
Have Been 
Purchased 








a“ > 
‘Guaranteed by ” 
Good Housekeeping 


" 
#0 
oF as wt 






lay 
lan 


SPICE RACKS — in kitchen cupboards, linen closets, 
rs! medicine cabinets. Keeps small articles handy and neat. 
Made of polished aluminum — 12'2-in. long, 2 2-in. high, 
1%’-in. deep. Retail price, 79c ea. (Fair Traded) 


ee ae 


IVORY 


























<a 
CLEANSER RACK — under sinks, in cupboards and 
v! cabinets, on the wall. Holds cleaning cloth, soap packages, 
y bleaches, etc. Polished aluminum — 10'%2-in. long, 4-in. 
i high, 5-in. deep. Retail Price, $1.49 ea. (Fair Traded) 
st ou 
: a 
Take advantage of Dor-File’s intro- . uae feet 
ductory offer. $7.75 assortment (retail gm Send your introductory offer. Enclosed 
ra value) for $5.00 (Postpaid). Six Dor-File : Non 
Spice Racks, two Dor-File Cleanser Racks. . Street = ieeiabiaiiiiaets 
City. zon St 
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DOMINION ELECTRIC CORPORATION 


~~ 





L 


S&S oe 4 
VJ CMIMIOH 


TRACG Mann 


APPLIANCES 


NO. 


\ 1214 DOMINION GRID-A-BOUT 
\ The thought of BRIDES 


\ 


brings to mind the importance 


{ of*careful selection. 


HER CHOICE” dhould have a lot to do 


ith “eaves CHOICE.” A thoughtful 


\ 
f traffic appliances 


\ 








that are heaty with SAKES APPEAL 
\\pnd light with service problems. 





i } 
DOMINION*APPLIANCES POP-UP TOASTER 


} en 


NO. III 


—for example! 


a 


Available through reputable distributors across the nation. 


Mansfield, Ohio 
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The Exquisite 
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RADE MARK 


Kenileorth 
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Strikingly Beautiful . . 
Amazingly Durable ... Lifetime Service 
; -Yet— Popularly Priced! 


Ss sno 


— 


@ 18-8 Solid Stainless Steel 


—D 


@ All Edges Finished 


SPN AY AY D 
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e Full Gleaming Polish 


Eight Beautifully 





iol Tea 


Spoon 





uisite 
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Service 


Priced ! 
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and Distinctively New 


PATTERN FLATWARE 


Now Available! 


8 Different 


Assortments 


also open stock 












Eight Pieces 


- Crosen Soup Speen 
. Salad Fork 

. Dinner Fork 

. Dinner Knife 

. Ice Tea Spoon 
Service Spoon 
Dessert Spoon 


oo 


Tea Spoon 


Desi. 
gned Pie ] 
ces Give You a Complet S. 
e Service! 
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EKCO 
PRODUCTS COMPANY (EKC0) 


RT 
H CICERO AVENUE °* 
Ss 


Sta-Bri 
ta-Brite Division °* 





DOGWOOD is BLOOMING... 


Visit Our Booths 
Nos. 207 - 209 
at the 
National Housewares 
and 
Appliance Show 
at 
Atlantic City 
May 30th to 
June 4th 















and SALES ar 





Dealers’ displays everywhere are blooming with 
Dogwood — National Can’s popular new housewares 
design. And dealers’ sales are soaring as this fresh, 
colorful design proves a substantial profit builder. 

With delicately tinted white blooms, highlighted 
by green leaves on a background of vivid red, National 
Can’s Dogwood design blends pleasantly into any 
kitchen color scheme. 


This new matched linelis available in Step-On Cans 


- Round and Oval Waste Baskets . . . 
Door Bread Boxes . . . Four-Piece Canister Sets . 
Hooded Dustpans . ... Match Safes. Each item carries 
three characteristics of National Can Housewares — 
beauty with sales-wimning eye appeal; utility with 
sound construction; and a price structure which per- 
mits worthwhile profits. 


One and Two 


For prices and other details of these fast-sell- 
ing houseware products, address Dept. HA-5. Housewares Division 


_ NATIONAL CAN _ 





© BO Be 6. 8h 34 
110 East 42nd Street, New York 17, i or 
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® Shelving 
® Lockers 
e Wood W 
® Economy 
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APPROVED BY 


QUALITY 


STEEL KITCHEN CABINETS 


@ As a LYON retailer, you can offer your customers virtually 

Socom Gitecndeadiinet custom-built kitchens from a package line.’’ Certainly every 
must meet quality stand- LYON item is of finest custom-built quality. 

ards — of construction, 

operation and finish — 


based on laboratory tests tage of our production capacity, we will have more of these 
that equal 20 years of use. 








When the supply of steel allows us to take full advan- 


highly profitable cabinets to offer retailers. Meanwhile . . : 


ME I ORONO AO RE A > yaa 


Some dealers have found it possible to furnish us 
with cabinet steel — 22 gauge cold-rolled. In such cases 


5 aa 


we will buy the steel from you and ship kitchen cabinets 
promptly — pound for pound~at regular published prices. 


a LYON METAL PRODUCTS, INC. 


New LYON lroning Table General Offices: 623 Monroe Ave., Aurora, Ill. 


Immediate Delivery Today we can 
make good deliveries on this fast-selling item. Branches and Dealers in All Principal Cities 
Light, strong, convenient to open and close 
—has steel understructure and wood top. Get 


your order in now. Dealer's net price—F.O.B. 
Factory $4.26 each. 











A PARTIAL LIST OF LYON PRODUCTS 





® Shelving @ Kitchen Cabinets © Filing Cabinets ¢ Storage Cabinets ¢ Conveyors © Tool Stands © Flat Drawer Files 

© Lockers © Display Equipment © Cabinet Benches © Bench Drawers © Shop Boxes @ Service Carts © Tool Trays ¢ Tool Boxes 

® Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches e Bar Racks © Hopper Bins ¢ Desks © Sorting Files 
® Economy Locker Racks © Welding Benches ¢ Drawing Tables © Drawer Units @ Bin Units © Parts Cases @ Stools @ Ironing Tables 
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Largest, most compelling advertisements in 38 years of 


Congoleum-Nairn advertising! — 






“AIRS FIRSTS | 
UMENMI | 






4 \NOTHER .e —Goxncow LL! 





NON 







ff core 
fon-cast well tt 


Double-spread bleed advertisements 
(we bought margins and all to do 
justice to this powerful advertising 
story) ... largest, most dominant full- 
color advertisements ever run by a 
floor-covering manufacturer . . . tell- 
ing your customers about famous firsts 
in the Congoleum-Nairn family of 
products. 






a great new 


These advertisements will capture 
the attention of every reader. . . 
budget-minded or “best-is-none-too- 
good” type . . . whether interested in 
floors or walls . . . because every ad 
presents not one but several of the 
famous Congoleum-Nairn floor and 
wall coverings. 



































CONGOLEL MA AIRY INC. === 











GREED IAL IONE AE I 80 

















high 


+ 162 Million Reader Impressions! S 





C ON f OW A L L is advertised nationally for the first time... Nairn 


Linoleum and Gold Seal Congoleum share top billing ... Life, June 21; 
Country Gentleman, July. 


© CONGOLEUM and CONGOWALL cso, soienos oni 


America’s largest magazine advertising 
audience —26 million readers per issue. 


AY ountr 
wW y Nairn Linoleum gets its share of the emphasis... Life, July 26; Country 
entleman Gentleman, September. 
oS eee Sars nee eae NAIRN LINOLEUM has the center of the stage supported by Gold 
rich farm market. / ‘ 
bom Seal Congoleum and Congowall... Life, August 30. 


Continuing 38 consecutive years of na- 
tional advertising—the first manufac- 
turer to nationally advertise smooth 
surface floor coverings now establishes 
another compelling advertising First. 


Still more double-spread bleed ads in Life and Country Gentleman during 
September, October and November for a total of 9 impressive spreads. 


Think of it, 18 powerful bleed pages featuring the famous family of 
Congoleum-Nairn products: Nairn Linoleum, Gold Seal Congoleum 
and Congowall 


NGOLEUM-NAIRN we. 


KEARNY, W.J. - MAKERS OF NAIRN LINOLEUM - NAIRN ASPHALT TILE - CONGOLEUM - CONGOWALL 


“Nairn,” “Congoleum” and “Congowall’’ are vegistered trademarks of Congoleum-Nairn Inc, 


FIRST WITH THE FINEST 
FLOOR AND WALL COVERINGS 





@ 1948 Congoleum-Nairn Inc 
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These great new hampers are selling like crazy! 
Stores are re-ordering in increasing quantities— 


—— sure sign they're getting sales fast. Big opportunity ahead: 
ine 21; 


There’s tremendous sales-push in the full-page Promote Pearl-Wick Hampers 
a ad in Life (just out)—plus the rest of Pearl-Wick’s for bridal showers and 
waiie . . ° 
ountry big national advertising. brides, all through June. 
There’s irresistible sales-appeal in the great story 7 , 
+ Gold of Duroweve—Pearl-W ick’s exclusively. 
4 PROFIT WITH US: 
during 
ads. 1. Be sure you’ve bought Pearl-Wick Hampers. 


adidd 
, 


thnk 
| 
4 


ley, 


ily of 
pleum 


H 


2. Let women know you have the hampers they 
want—advertise in your newspaper. 


ond 


(WMG 


Pearl-Wick Corp., Long Island City 2, New York 
Showrooms: New York, Chicago, Los Angeles, Houston 


Pearl-Wick” and “‘Duroweve” are names owned by Pearl-Wick Corp., Long Island City 2. N. ¥. 


PEARL-WICK seur-ventitatingc HAMPERS now or DUROWEVE 
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BRIDES MEAN BUSINESS ! 



















YREX WARE is a “natural’’ as the 
Price: wedding or shower gift tor 
brides. It’s lovely to look at. ..wondertul 
to use. ..a name that’s the standard of qual- 
ity in glass cooking utensils. Give high- 
unit-sale, profitable Pyrex items a prom- 
inent spot in your window and counter 
displays. Ask your Pyrex ware Distributor 
for the free PYREX ware newpaper mats. 
Use them to bring gift buyers into your 


store. And check up on stock today! 


CONSUMER PRODUCTS DIVISION 
CORNING GLASS WORKS, CORNING, N. Y. 







»- 


vor smant 4 
praex GIFTS | § 
(peacer's oie 





PYREX WARE 
NEWSPAPER 
MATS 


COUNTER 
CUT-OUT 








CHECK UP NOW ON YOUR STOCK OF 
NATIONALLY-ADVERTISED PYREX GIFT ITEMS 











Pyrex Flameware Double 
Boiler—1 4 qt. size. 46763 
—6 to a case—$3.95 each 
retail 


Pyrex Flameware Perco- 
lator—6 cup size—.*7826 
—6 to a case—$2.95 each 
retail 





Pyrex ‘'Blue Diamond” Set 
—12 pieces, Gift Packed 
#295—4 to a case—$2.95 





per set retail 








40% profit on all ten case 
orders. 
































“PYREX"’ isa Reg.T. M. of Corning Glass Wks. in the U. S. and in Canada of Corning Glass Wks. of Canada, Ltd. 
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a: with Clean, Fresh Appeal! 
..the New Snow- White 


for greater sales 


MODEL 509 


Retails at only 


$989 


all Swing-A-Way 
prices are fair-traded 








CAN OPENER 


We've added new lustre to the famous standard SWING-A-WAY 

Can Opener—to add to your profits. Gear drive and all the features 

that have made Model 507 a national favorite —plus these fresh 

sales appeals: 

@ Smooth enameled surface is easier to keep sparkling clean and 
wholesome looking 


@ Cool white finish matches perfectly with refrigerators, stoves and 
other modern kitchen appliances 


@ Contrasting white body, cadmium plating and red plastic handle 
creates strikingly handsome appearance in any kitchen 


@ Individually boxed, packed 12 to carton. Shipping weight 15% Ibs. 
ORDER FROM YOUR JOBBER TODAY FOR IMMEDIATE DELIVERY 


SEE OUR DEMONSTRATION BOGTR SE66-SE68 MATIOMAL HOUSEWARES EXHIBIT ATLANTIC CITY. 


STEEL PRODUCTS: MANUFACTURING C0. 


@100 BECK AVENBE ° SAINT LOUIS 18, MISSOURI 
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men who know choose COLUMBIAN ROPE 


WuertHer you are in marine service—towing, loading, or fishing; 
farming or ranching; construction or other field . . . you'll find the rope 
that does your job best carries the red-white-blue markers of Columbian 
—the Rope of the Nation. 

In selection and preparation of the fibers—manila, nylon, hemp, 
jute, or sisal; in waterproofing for durability and flexibility; and in 
producing with a lay that assures perfect balance . . . Columbian’s 
knowledge and experience result in the rope that is right for the purpose. 

Insist on Columbian . . . look for the red-white-blue surface markers 
(on sizes 3/4," and larger). 


COLUMBIAN ROPE 
400-70 Genesee St., Auburn, “The Cordage City”’, N. Y. 


ofze 
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Only O could do it! 





Only E0is sith it! - 





























Now you get ‘all the power and prestige of a name 
nationally famous for fine, dependable automo- 
tive equipment—to help you sell more power 
lawn mowers! It's your greatest opportunity for 
volume sales in this big, growing, profitable market. 


@ Reo gives you a new kind of lawn mowing machine 
that can’t be beat for efficiency, safety, economy, per- 
formance. Scientifically designed by experienced lawn 


mower engineers and precision built in the huge Reo R E 0 L 3 A D E R S H I P 
plant. 


@ Reo gives you more prospects with the biggest, most 


. 

agest, mo Builds More Power Lawn 
dramatic advertising and merchandising campaign in lawn 
mower history, featuring full-page color ads in the Saturday M ower sy Ps | | es fo r Yo u ! 
Evening Post and half-page color ads in Better Homes and 
Gardens. You can steer these prospects to your door with 
Reo’s tie-in campaign of window streamers, posters, mailing 
pieces, newspaper ads, radio announcements, store displays 
and attractive window decals. 


@ Reo mowers are sold only through leading jobbers, all of ‘ 
whom are ready to help increase your lawn mower sales. Their \ 
salesmen have the facts and figures on Reo power mower promo 
tion; they'll help you select the FREE Reo advertising 
material best suited for you and show you how to make 

it work. Ask your jobber’s salesman about Reo now 


REO will deliver 


T ‘ 
TARTING gIN 


in 48 


ADS TO 16. 








® Finger-tip, individual control of cutting unit and tractor 

® Closer, more intricate trimming around trees, shrubs, etc 

® Cutting unit adjustable in height. 

® ‘Knee-action” mounting on tractor permits 
ground-hugging action. 

® Automotive-type ball bearings with Neophrene Seals 

° 


5-blade reel and one piece cutting bar of 
induction heat-treated tool steel. 





® 24” Snow Plow Attachment for added sales all year around 


WRITE OR WIRE YOUR JOBBER 


FOR COMPLETE DETAILS 


REQ MOTORS. i“ MOWER DIVISION 


LANSING 20, MICHIGAN 




















NEW! 
DIFFERENT! 
BETTER! 
The ONLY RADIO BATTERY 


____ That Has The 
OLN Interlocked Flat Cell 

















Enlarged Cutaway Section Shows .. « 
EACH CELL INTERLOCKS WITH ITS NEIGHBOR— 





































































































FORMS THE PLAYING-HEART OF YOUR RADIO 
LOOK! | EXCLUSIVE! 
fe ——j 
; = = . 
Si 
f, Re 
aaa 
. . 
Ags , 
© = 
- ° ees $e ° 
202 o 4 <i.3 ae . C 
SS . 
1. Carbon Electrode ae 3. Separator 
2. Mix Cake 4. Zinc Electrode 
COPYRIGHT OLIN INDUSTRIES, Inc., 1946 
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Increase Your Radio Battery Sales This Summer 


with the Seasatcoual 

















Interlocked Flat Cell Battery 


The demand for portable radio batteries this be customers for this startling new electronic 
summer promises to be the greatest in radio development that gives more hours of listening 
history . . . estimated to be $52,000,000. pleasure ... yet costs no more. 


All over America, portable radio owners will 


Available in 2 Brands 


WINCHESTER 






oun oun 


























Make your store headquarters for the 
OLIN Interlocked Flat Cell Radio 
Battery. 









AVAILABLE IN = Fill in coupon below, for descriptive 
voreian sus i s", 1g Catalog and get the complete Product 
FOR PERSONAL * and Sales story. 
AND PORTABLE 
RADIOS - 
Olin Industries, Inc. 
° ° Electrical Division 
Don’t Disappoint Your Customers | New tiaven, Conn. ! 
] | Dept. D—- | 
They Il Want eee 1 Mail me at once Descriptive Catalog [] Bond-Olin or | 
THE ONLY RADI 0 BATTERY : C Winchester-Olin. (Check brand desired.) 
| 
——_ PN cn: danwesiewenredancs chioetnwarbentnenesy ! 
( 4 I 
That has the Ba ae interlocked I cckiiaceieceeenareqapedsinascsstecegesess 
Flat Cell PLAYING-HEART © MI oiesancscnceevdeinatunnnis’ STNTE............ : 
Tacit delitdipcta entered ital iciainadbdaaatateesiaaiiide - 
JUNE 3, 1948 er 
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We Have Proof! 
HERE’S WHAT WE DID! 
We didn’t do any guessing. 
We checked! We picked a typ- 







HERE’S HOW WE WORKED IT! 


ical smal] town—nothing spe- 
cial about it—a town full of 
customers just like the ones 
you sell every day. 


We didn’t do any special pro- 
motion. Just regular advertis- 
ing. We set up hard-selling 
Bridgeport Aer-a-sol Insecti- 
cide displays in stores and let 
this combination do the job. 


16 02. 
REFILLABLE 














HERE’S WHAT WE FOUND! “" 
WE FOUND THAT BRIDGE- ' i 
PORT AER-A-SOL INSECTI- HERE’S WHERE YOU COME IN! — 
CIDE GOT 97% OF ALL IN- You can get the same results : 
SECTICIDE SALES! Dealers these dealers got! OrderNOW! | 
in all kinds of stores had the Build displays. Then let our — 
same story to tell. advertising work for you. 
Every day that you delay your 
order means losses in easy-to- 
get profits for you! 
caret oe TUN OFS 
Praearciet by a 
Good Housekeeping ; 
22745 abvenrist wise ay 


BRIDGEPORT BRASS COMPANY -¢- BRIDGEPORT 2, CONNECTICUT 


80 YEARS OF QUALITY PRODUCTS 


JUNE | 
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Briddell’s Big three 
Open New Markets for You 


Hall Steak Knives 


are too much for any 


Carvel 
woman to 
resist 
the finest) steel set in) handsome 
ivory Lustrex handles with chrome- 
plated safety bolster and ferrule... 
they Il go with her finest silver and 
still provide sharp, efficient cutting 
of meat. Attractively packaged in 
sets of six or eight in jewel-like plas- 


lic cases. As a gift, or for her own 


table, they become a “must have.” 


... keen long-lasting blades of 








Kitchen Cleaverettes, with 
smart mirror finish, chrome-plated 
blade and colorful plastic handles 
They 


make butchering of fowl or fish an 


catch any shopper's” eye. 
easy job, tenderizing meat a cinch 


and mincing vegetables an casy 
task. These Cleaverettes 


come in attractive 





display cartons. 


DeLuxe Cleavers are the larger 
model of Cleaverettes . they do 
the same tasks and more. The man 
of the house will want one for pre 
paring those summer barbecues 
The same mirror-linish and fine steel 


here, \ 


fast-seller and profit-maker for you. 


blade are again featured 


the DeLuxe ( ‘leavet is display pack 


aged to insure its popular appeal. 
















ok Ul 







G&G “> 
* Guaranteed by ” 
Good Housekeeping 
Nd S 
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The Briddell Line is Your Line 
for consistent sales and profits. All blades 
are of the finest, hand-finished steel... 
and this quality of product is your in- 
surance of satisfied customers and repeat 
sales on other Briddell Cutlery. The 
Briddell line is backed by national 
advertising in Good Housekeeping 
and Better Homes 4 Gardens, dis- 
play material to aid your mer- 
mats 


chandising, newspaper 





CHAS. D. 





and numerous sales aids available for 
all authorized dealers. Write today for 
Briddell 


Sell Briddell. [Us the new, fast-growing 


complete information. Stock 


choice of the modern housewife. 


Briddell 


INCORPORATED 
CRISFIELD, MARYLAND 


Bene Dratity COC nM VY 








SANDS AND 
POLISHES 


4 alt 
SANDS Various grades of sandpaper 
DESKS easily interchangeable 


POLISHES 
PIANOS 


A beautiful gloss finish in seconds! 


See eee a a 


ee the, . 
PORTABLE 7 LECTR Ic SANDS Smooth finish for all parts 


BOATS ishes brightwork, too! 


rete) 


SANDER-POLISHER 


Simply attach a sand- For polishing; just slip 
paper disc—and the on the lamb’s wool 
Duo sands wood, metal buffer and the Duo 
and composition, quickly produc- gives a mirror-like sheen to all 
ing a smooth, uniform surface. types of surfaces. Sturdily built, 
Eliminates slow, tiresome hand the Duo is listed by Underwriters’ - 
sanding—weighs only 4 pounds. Laboratories, Inc. { vse 


- 
- 
- 


POLISHES A tough job mace 
y-1Uh ge}. and waxes a car ir 
—-ONLY $36°° LIST PRICE — 


he 


At only $36.50 everyone can afford this Clarke Portable Electric Sander- =" og 
Polisher. It sells fast because it’s the most outstanding tool on the e a 
market at such a price. Scores of industries need it and the homecraft Co 
market is tremendous. Sell ic-—rent it—it’s certain to bring in big profits. > 

Write for complete merchandising plan. * A 
& SUSPE. 
AIRCORD 

ROPE 


SANDS 
304 CLAY AVENUE + MUSKEGON, MICHIGAN CABINETS 








CASH IN ON TH 
LEADING NAME \IN /WIR 


STolales oXelol-1¢ 





in seconds! 








YOU'LL FIND READY ACCEPTANCE for Roebling Bronze Insect Screen 
Cloth . . . Roebling is the oldest, best known name in wire and wire products. 
What's more, Roebling Bronze Screen is a business getter and wins additional 
sales for it’s a real investment in lasting service. 


Your hardware jobber, close at hand and ready to make prompt deliveries, will 
fill your orders for Roebling Bronze Insect Screen Cloth. It is available in both 
Bright and in Antique finish . . . its hard drawn bronze wire exceptionally strong; 


stiff without brittleness; and providing maximum resistance to corrosion. 


Sell Roebling Bronze Insect Screen as the finest screen on the market today. And ask 
your jobber for information about other popular, profitable types of Roebling Insect 
Screen, Wire Lath, Panel Cloth, Standard Hardware Cloth and Heavy Commercial- 
ized Galvanized Steel Cloth. John A. Roebling’s Sons Company, Trenton 2, N. J. 





% WIRE ROPE AND STRAND *& FITTINGS * SLINGS + oe Ba: oe 
* SUSPENSION BRIDGES AND CABLES * AIRCORD, 


AIRCORD TERMINALS AND AIR CONTROLS *& AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 

* SKI LIFTS * HARD, ANNEALED OR TEMPERED 

HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, A CENTURY OF CONFIDENCE JR 

FLAT WIRE, COLD ROLLED STRIP AND rN) 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 

AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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Demonstrations and Captive Heat Displays are 


| ONE STORE sweeping the country from coast to coast. 


By beauty of design alone, this 17-piece “Triple Thick 
AFTER ANOTHER Bottom” line of Reynolds Lifetime Aluminum Cooking 
Utensils catches all eyes. But when you back it with the | 
“Hottest Display in Housewares”... plus reprints of four-color 
national advertising ... plus a live demonstraticn of just how 
Captive Heat makes cooking easier and better... then 
you have a traffic-stopper and sales-maker that will step ~~ 
up your whole department! 


Put this big show on in your store. Contact the nearest of \ H 
the Reynolds representatives listed below or write to 











\ 
STOPS TRAFFIC Reynolds Metals Company, Housewares Division 
ese 
2000 South Ninth St., Louisville 1, Ky. 
BOOSTS SALES! 
REYNOLDS  itetime ALUMINUM 
COOKING UTENSILS + TRIPLE THICK BOTTOM - GUARANTEED FOR LIFE 
Roy A. Knight Gene A. Becker Moxwell G. Kennedy Boyd B. Mahon, Jr. David K. Brown 5. S. Ballard a 0 
Charles Cron Reynolds Metals " Charles W. Strong, Jr. Reynolds Metals Co. Reynolds Metals Co. Reynolds Metals Co, au 
A. S. Hamilton, Jr. 1806 Mercantile Reynolds Metals Co. 2000 S. 9th Street Third & Grace Streets 345 9th Street , 1 
John Horn Bank Bldg. 1600 Arch Street Louisville, Kentucky Richmond, Virginia Son Francisco, Calif. F wl 
Reynolds Metals Co. Dallas, Texas Philadelphia, Pa. Magnolia 4000 Richmond 7-3411 ar 
19 E. 47th St Riverside 3429 Rittenhouse 4300 \ a 
New York, New York 7 
Eldorado 5-7700 \ cu 
Wm. E. Blair, Jr. Hunter B. Keck A. G. Cardineauv Henry W Remmers Som T. Howle John Carroll P 
Reynolds Metals Co. Revnolds Metals Co. Reynolds Metals Co. Reynolds Metals Co. Reynolds Metals Co, Reynolds Metals Co. \ in 
1209 Landreth Bidg. 97 W. Union Street 441 Parks Square Bidg. 1004 Wrigley Bldg. 1202 Watauga Street White Henry Stuart Bldg. » SE 
$1. Lovis, Missouri Pasadena, California Boston, Mass. Chicago, Ilinois Raleigh, North Carolina Seattle, Washington ry 
Chestnut 4861-2 Sycomore 27153 Liberty 0655 Whitehall 2200 Seneca 2777-8 \ : 
eT re 
ue ~~ 
REYNOLDS METALS COMPANY,HOUSEWARES DIVISION, LOUISVILLE 1, KENTUCKY Bie 


era 
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Sell the appliance that unties purse-strings! It’s 
big! It’s beautiful! It’s efficient! Holds 16 ham- 
burgers, 8 pancakes, 4 full-size toasted sandwiches. 
Cooking area equal to 3 ten-inch skillets. Converts 
in seconds to fully automatic waffle baker. Stage a 
demonstration and watch Arvin Lectric Cook build 
traffic and profits for you! 












GRILLS! FRIES! TOASTS! 
Bakes 4 big waffles at once! 


$279: 
® 


A REAL 
PROFIT MAKER 
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\ How to hike your hot- weather iron sales: 

\ . 

.  <S ARVIN LEND-IRON PLAN 

tu who tries it, buys It 
ee \ : THE HOTTEST IRON PROMOTION \N (EARS! 

\ Owners of worn-out old irons are regular generous discount; free 





quickly convinced—easily sold — 
when you persuade them to try 
an Arvin Lend-Iron at home. It’s 
a proved plan to bring you new 
customers for everything you sell. 

Complete Arvin Lend-Iron Kit 
includes one Arvin Lend-Iron at a 
special low price, with special car- 
rying carton; five Arvin Irons at 


Sw, 


—< LO GLO vw~ Lf” 


at ~~ aa ~atl weet eae 
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NOBLITT-SPARKS INDUSTRIES, 


promotional material with counter 
card, window streamer, 6-color iron 
display, hand-out folders and news- 
paper ad mat. 


Start this great plan making 
money for you now. Your Arvin 
Distributor has Arvin Lend-Iron 
Kits in stock. Order from him 
today! 


ta aa ag ti ~~ ape 





Inc., 


NATIONALLY ADVERTISED IN LEADING MAGAZINES 





Columbus, Indiana 




















it’s “Dollar-Value” now that counts... 
That’s why America’s foremost buyers 


recognize the superiority of Illinois! 


Engineered For Factory 
fr the job *For Field 


*For Farm 


ILLINOIS GLOVE Co. 


CHAMPAIGN ILLINOIS 











Hutal PRU 


QUICKEE 


1p) WATERLESS 
HAND 
CLEANER 











Quickee is the most profitable 
Waterless Hand Cleaner, because it’s 
America’s largest selling hand cleaner. 
Big repeat sales mean fast turnover— 
biggest profits. 


It pays to push QUICKEE 
because 


@ Full 33% Jobber Profit 
Fast Turnover 
















Consistent Advertising 


Product Superiority 

Cleans grimiest hands in 17 seconds flat. Con- 
tains Lanolin and natural vegetable oil. 
Laboratory control system assures uniformity. 


@ Merchandising 
Powerful selling material includes colorful 
counter displays, cuts, mats, circulars, cata- 
logue sheets, display streamers. 






in cans up to 35 lbs. 
in tubes at 35¢ 






America’s fastest selling hand cleaner 


TUDOR CHEMICAL SPECIALTIES, INC. - NEW YORK 53, W. Y. 
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MEET 


the profit twins 


—— 


"LAND CEMENT 


R j 
Pucts pivisions 


With a RUBBER BASE 
that bounces off wear 


Medusa Floor Coating is unsurpassed for 
painting concrete basement, show room, 
office and industrial floors. Your customers 
will like it—it goes on smoothly, evenly and 
leaves a colorful finish that’s really beautiful. 
It’s long-lasting, resists scuffling feet, proof 
against water, alkalies and cleaning com- 
pounds. It is economical in use, has excel- 
lent coverage; in fact, can’t be beaten as a 
coating for concrete floors. Fast turnover 
makes excellent profits with this item. To 
help you sell, Medusa Floor Coating is 
nationally advertised and, of course, we 
supply you with counter cards, folders and 
other forms of dealer helps. 


These two products are money makers. i 
Sell the top-notch quality cement paint | 
and floor coating. Be satisfied with | 
nothing less. Sell Medusa. Send the 
coupon for complete information. | 
| 
| 
| 
| 
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Successfully used for 
28 YEARS 


No dealer need hesitate to praise Medusa 







Portland Cement Paint to the skies. Properly 







applied, it decorates and weather-seals, 





exterior and interior concrete, stucco and 






masonry surfaces. It is the quality paint, 





made by a cement company, who originated 
White Portland Cement,—the base of all 


cement paints—41 years ago. Is it any wonder 








that Medusa Paint is labeled by dealers every- 






where as best? You can sell .it with confi- 






dence. Packed in metal to protect its quality. 





Eight colors, black and white with colors 






selling at the same price as black and 





white. Nationally advertised in Saturday 





Evening Post, Better Homes & Gardens, 






Small Homes Guide and many home and 






building publications. 









MEDUSA PRODUCTS DIVISION 


of MEDUSA PORTLAND CEMENT COMPANY 
1019-3 MIDLAND BUILDING ¢ CLEVELAND 15, OHIO 


Gentlemen: Please send me immediate information on Medusa 
Portland Cement Paint and Medusa Floor Coating. 


Name 
INE, k .csssssipsscccanasdaetacloesssteaaiois ee vate dasa dnc cocoa ouaiaiaiabaaaneaaes 
City ... NE. cuncliceubunasmens 


Also made by Medusa Products Division af Canada, Ltd., Paris, Ontario, 

























GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 









Fale V2 


r CUSTOMERS 





The Screwdrive 
with the easy 
opening screw 
| holding clip 


















| 
A 
COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS FOR 
ALL MASONRY 
TRADES 
* 
IMMEDIATE 
DELIVERY 
FG COUNTER DISPLAY 
Attractive Parker ‘‘Snap-In’ Counter 
ILLUSTRATED : Display. Holds one Screw Driver of 
CATALOG ie each size. Easy to set up and fill from 
MAILED ON | Rh, stock. Attracts customers. Deal consists 
REQUEST of 
‘ 5 each F-2!/2 8 each F-5 
8 each F-4 3 each F-7 
ATTRACTIVE 1 each “Snap-iIn’ Counter Display 
DEALER 
DISCOUNTS 0 ; 
NCE your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 














Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you've made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 


Fy! Parker |-G 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A- 






Nationally Advertised Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 


eto:.sverts 
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the Full Line of 


AMERICAN WOOD SCREWS 


That's right! ... American has wood screws in 
all sizes, metals, and types of heads and can 
make good deliveries. 


And for other good reasons, too, it’s smart 
business to “fasten on” to the complete Ameri- 
can line: American is the standard by which all 
other screws are judged. And American’s 
extra inspections assure you and your cus- 
tomers of 144 perfect screws in every gross box. 


That’s why more and more orders are marked: 
“American brand — don’t substitute.” And that 
is why American brand is the top profit line for 
you to handle. Write today to Providence for 
the deal on American Wood Screws. 
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AMERICAN 
> S$CREWS 


and BOLTS 


Products of AMERICAN SCREW COMPANY 
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Providence 1, Rhode Island 
Chicago II: 589 E. Illinois St. 


Detroit 2: 502 Stephenson Building 
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SELL AMERICA’S OF THEM ALL 


Complete LINE 


Your customers prefer to buy from someone who can install a complete job. The Dempster 
Water Supply equipment line IS complete. For kitchen, bathroom, farmyard and feedlot. Regardless 
of the water supply problem—Dempster has the proper equipment to fit the customer’s need. 


LOW COST PERFORMER 


With Dempster’s low cost performance, it is now possible for th ds of farm families to 
install and enjoy running water. And your sales future holds big opportunities if you carry Dempster’s 
complete line . . . because every Dempster sale leads to EXTRA profits from accessories as well as 
the initial sale. DNT-1-48 


DEMPSTER MILL MFG. CO. 


BEATRICE ‘NEBRASKA 
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the best line to handle! fac 
turé 

No product can enjoy the phenomenal sales of 
rise which UNIVERSAL SPRAYERS have ex- lea 
perienced right from the start without offer- re 
ing definite advantages to both the consumer Sat 
and those who distribute it. p \ eh | S 
Ask the UNIVERSAL jobber in your territory - rte 
to show you some of the items. Compare them with any the market has to offer. Ask = 
about UNIVERSAL'’S way of doing business. pe 

- Chances are a hundred to one you, too, will 
MOBL-SPRA _..., thing in com- = say that UNIVERSAL is by long odds the os 
* Pee rent one ond white spraying best line to handle. Write for name of the thr 
Rane Cae compresses Gy sprayers. UNIVERSAL jobber in your territory if you toc 
—— c- — do not _ it. THE 
, AZ 
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UNIVERSAL METAL PRODUCTS CO. 
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YOU'LL DISCOVER MORE 


Improved Features 


» LARSAN SAWS! 









BS EX 


| Rc these batures! 


@ Finest quality tool steel with maximum tough- 
ness and resiliency. 





@ Special design jointing guide insures each tooth 
is exactly the same length. 


@ Each tooth is beveled identical in both angle 
and pitch, each is equally spaced, each does 
its own share of the cutting. They are sharp, 
stay sharp, and require no touch-up before use. 


Ww... you sell Larsan saws you deliver 


a fine saw built for years of customer satis- 
faction—thanks to Larsan’s exclusive heat- 
treatment and tempering process—plus fea- 
tures not found in any other saw, regardless 
of price. These features make Larsan a 
leader in fine saw manufacture. Rigid con- 
trol of all manufacturing processes, and the 
best in new and modern equipment, results 
in the finest saw possible to produce. 

Study the outstanding features of the Lar- 
san saw—the same features your customers 
look for in a fine hand saw. You'll quickly 
see why Larsan means more sales—more 
satisfied customers! 

Larsan manufactures a complete line of 
hand saws and miscellaneous saws, sold 
through wholesale hardware jobbers. Write 
today for complete information. 


THE LARSAN MANUFACTURING COMPANY 
678-17th Avenue, Columbus 3, Ohio 


@ Larsan saws are ground on the newest type, 
modern, precision grinders, assuring accuracy 
to .0005”. Each side of saw blade has precisely 
the same taper. Finish is mirror-smooth. 





@ Comfortable grip, designed to fit the hand, and 
made of select, high-quality hardwoods. 


@ Handles are completely iateseengeaniee on all 
models of Larsan hand saws. 


@ Exact control of heat-treatment and tempering 
processes, reduces tooth breakage, the most 
common cause of saw return to the dealer. 


trols, establishing the same projection on each 
side of the saw, for entire length of blade. 





TOOLS OF MET MERIT 








u ST! 2 ee 


é @ Larsan saw teeth are set with positive limit con- 
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SENSATIONAL...NEW 


LECTRIC SANDER 


RETAILS 
AT ONLY 








DREMEL Moto-Sander 


Saves Time — Saves Effort 
SELLS ON SIGHT ! 


It’s here! — an inexpensive electric sander for home or shop .. . so 
easy to handle that a child can use it. The new Dremel ‘'Moto-Sander’’ 
is welcome news to dealers. There isn’t an electric sander on the 
Moto-Sander 


market as light, as practical and low priced as the new 

. it’s the only one of its kind! Does a beautiful job of sanding 
— delivers 7,200 strokes a minute. Just guide it. Gets into places 
other sanders can’t reach. Cam-Type-Clamp paper holder permits 
changing sandpaper in seconds. Moto-Sander has only two moving 
parts . . . never needs oiling . . . weighs only 21, Ibs. 


POLISHES WAXED SURFACES ! 


The new Dremel Moto-Sander may also be used for speedy, effortless | 
polishing of waxed furniture and other surfaces. (%” thick felt polish- | 
ing pad furnished). Your customers will want Moto-Sander on sight! 
Write today for details. 


FOR STILL MORE PROFIT! 
MOTO-TOOL 


“POCKET-SIZE MACHINE SHOP” 


Moto-Tool is packed with more 
convenience and long life features 
than any other hand grinder . . . 
more popular than ever for grind- 
ing, engraving, carving, drilling, 
routing, polishing, and dozens of 
other operations. High-speed steel 
cutters and other Accessories bring 
steady repeat business. 


ee ae ee 
PORTABLE 
DRILL PRESS 


LESS 
ONLY $9.95 ET r00L) 








THE 





MOTO-TOOL 
KIT No. 2 


$23.50 





MOTO-TOOL 
No. 2 


$16.50 || 
{™ | 












Electric 
MOTO-SAW 


Dremel’s new portable 
Precision drill press re- 
This sturdy elec- tails at_an amazingly low 
tric scroll saw ONLY price. Moto-Tool owners 
works like magic. are snapping it up — for 
paade travels $5.85 only $9.95/ Great for han- 


200 strokes per dling fine work—creating 


Je ng Write (COMPLETE costume jewelry, model 
today for infor-  wiTtH making, etc. Utilizes 
mation on Moto- 3 SAW Model 2 Moto-Tool which 
Saw. Sells for BLADES can be quickly removed 
only $5.85/ ) for off-hand use. 











DREMEL MANUFACTURING CO. 


DEPARTMENT 158-F e RACINE, WISCONSIN, U.S. A. | 
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FOR COUNSELOR 


New, Exclusive MICRO-REGULATOR 
Assures Accurate Weight 
Recording Indefinitely 


By a simple slide adjust- 
ment, the new Counselor 





can be kept accurate over 
the years regardless of 
wear, climatic conditions, 
spring fatigue, or jolts 
and jars. This new Micro- 
Regulator, a light-heavy 
adjusting device, works 
on the same principle as 
the fast-slow regulating 
adjustment on a time- 
piece. Loosening a set 
screw allows the Micro- 
Regulator to be moved to 
the exact point of accurate 
weight recording. No 
other scale has this im- 
portant feature. 





Feature These New Gleaming Beauties | 


The newest, the finest, the 
smartest scales ever built! 
Note these features... . 

Richly colored marbleized 
rubber platform e Large mag- 
nifying lens for easy dial read- 
ing @ Twin-Flex springs as- 
sure highest standard of per- 
formance @ Exclusive Zerostat 
Dial Control @ Exclusive 
Micro-Regulator for accuracy 
under all conditions. Model 
555T is finished in high gloss 
baked enamel with chrome 
trim. Model 444 is finished 
in all chrome, with or with- 
out dial light powered by re- 
placeable dry battery. 





Write Today for 
Complete Details 
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A complete line 
of Hardware that 


Wana pace with 
the style trend 


Modernization and new construc- 
tion jobs call for the latest de- 
signs in builders’ hardware. 


Realizing the importance of 
supplying our dealers with mer- 
chandise that meets these 
demands, we are constantly alert 
to make National Hardware the 
last word in modern design and 
construction. Simple in mech- 
anism and yet so positive in its 
free, easy action that friction and 


wear are held to a new minimum. 


Years of manufacturing experi- 
ence are back of all these fine 
National products. And their 
high standard of quality has been 
upheld through the years since 


their introduction to the trade. 


You can sell this hardware to 
your trade with the full confi- 
dence that it will faithfully live 
up to every claim-made for its 


superior performance in service. 





NATIONAL MANUFACTURING COMPANY SIERING 
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_ WHEREto BUY... 
and WHY! 


The U.S. Hardware & Paper Co. 
: Presents this Plus-Profit Plan to 
\ ‘ Dealers in So. California & Arizona 


24 


TRIE 
+ SR 


ee 


NATIONALLY FAMOUS MERCHANDISE 


j After 27 years of alert merchandising, the cat- 
alogue of U.S. Hardware & Paper reads like the 
EXPOSED PARTS roster of America's best-selling manufacturers. 


BRASS WITH FORGED 
FULL-PROFIT COMPETITIVE PRICES 





we 
a < 





U.S. Hardware's increased buying power in '48 
puts ‘‘carload prices’’ within reach of even the 


6or- 
ni “I f Hi; i | small-volume store . . . at full-profit margins 
f 
Se f} 1] R | _ NO-COST CONSUMER ADVERTISING . .. 


U.S. Hardware supports its dealers by building QUALI 
THE IMPROVED SCREEN AND merchandise demand with consumer advertising in 


STORM DOOR LATCH their local newspapers . . . at no cost to dealers! 
FEATURES: You'll like the customer ap» | KEEPING ALL DEALERS INFORMED... 























@ Self-contained latch mechanism Peal of the Screen Master, By direct mail and regular circulars, U.S. Hard- 
@ Reversible without disassembly storm and screen door latch. ware keeps its dealers posted on what's new in 
@ No knob screws to get lost Its top quality appearance . . : *49 . 

: . 7 : ’ ’ merchandise and prices . . . while it's still news! 
Ad ee doors % and price builds profits. Stock P 

0 1%,” thi ‘ ; ; 
@ Separate locking dead-bolt up now. Ask your jobber 
@ Available with mortise or for Screen Master, the im- 

rim strike proved screen and combina- 
@ Priced for volume sales tion storm door latch. 


SNUG .-TITE E-Z-ROLL 
STREAMLINED UNIVERSAL RUBBER 
CABINET CATCH ROLLER FRICTION CATCH 


‘= (6 


Modern—Well designed. Keeps Widely used—Low priced. 

door tightly closed. Built to last a Has positive holding action. 

lifetime. Priced right. Quickly mounted—easily 
adjusted. 


an FAST DELIVERY 
Engineered Products ore _—_ by most spine UNITED STATES HARDWARE & PAPER Co. 
ENGINEERED ~~ eer hneoicchasate Established 1927, Los Angeles, Calif. 


fom THE ENGINEERED PRODUCTS CO. So. California's Leading Housewares’ Distributor 


FLINT 4, MICHIGAN 
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@ We know the importance of customer 





Ig 
YLVAN| 


QUALITY LAWNMOWERS SINCE 1877 


DENN 












satisfaction. We’ve built a business on it. 
And the business has been progressing 
steadily for seventy-odd years. 

When you push ‘‘Pennsylvania 
Quality’’ in your store, you sell customer 
satisfaction — build neighborhood good- 
will. Because these mowers are good grass 
cutters. And they continue to be good 
grass cutters for a long, long time. 

This year your jobber can supply you 
with all of the Pennsylvania Lawnmowers 
you need. 





Camden, N. J. + Bridgeport, Connecticut 


PENNSYLVANIA LAWN MOWER DIVISION 


AMERICAN CHAIN & CABLE 








NEW ALL ALUMINUM 
LARGE SIZE RURAL MAIL BOX 


UNITED STATES STANDARD No. 2 
"It's 


A Beauty" 





24 Inches 
Long 


14 Inches 
High 


11 Inches 
Wide 





Made to U.S. Specification, Jan. 21, 1946 
Built to Last, Made of Heavy Gauge 
Rust Resistant Aluminum 
Continuous Aluminum Piano Hinge 
Packed 2 in shipping carton 
Weight 14 Ibs. per carton 

Jobbers and Dealers Inquiries Invited | 


MIRAVALLE MFG. CO. | 


Factory Office and Sales Office: 


911 LOCUST STREET ST. LOUIS 1, MO. | 














ate + 


"JACKSON «the fine of DEALER PREFERENCE 


Every Item Time-Tested 
For Utility and Ruggedness 


Your customers’ needs are better served with 'JACKMANCO" equip- 
ment because every item has been specially designed for the purpose 
intended. Dealers’ needs are likewise better served’ because Jackson 
products have sales features of proved advantage. 


Ask for the name of the nearest Jackson wholesaler. 





E.. Est. 1876 


JACKSON MFG. CO. 


HARRISBURG, PA. 





BARROWS SALAMANDERS 
MORTAR PANS LAWN ROLLERS 
CONCRETE CARTS = =—_ Regus pA DRAG-SCRAPERS 





MORTAR MIXING BOXES 
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FEATURE 
THE GLUE 


THEY’RE BOUND 
TO BUY 





Weldwood Glue... 


favorite with hobbyists. 


the glue the professionals use. 
home-owners and carpenters. 
t all times. Wood- 


again for this 
é 


It pays to display a carton Gn your counter a 


workers will come back again and 


modern, water- 
proof glue. They'll make your store Headquarters for «// their 
hardware needs. 

5 Made with 


Joint 


this powerful, plastic bonding agent are permanent, and stronger 


Weldwood Glue is quick and easy to mis 


than the wood itself. They cannot be affected by moisture, heat, 


bacteria or rot; jobs can be handled, even light-worked, a few 
hours after clamping. 


Display these popular, fast-moving sizes, right out by the cash 
I pop & ) 


register... 15¢, 35¢, O5¢, 95¢. If your jobber can't supply you, 


write to: 
UNITED STATES PLYWOOD CORPORATION 


Industria! Adhesives Division, Dept. 399 
55 West 44th Street, New York 18, N. Y. 







= 


WELDWOO0D WATERPROOF GLUE 





SERVICE 


‘SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 


plows, listers, middlebreakers in No. 1 


soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 


catalog and trade prices. 





STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 


1873) 
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The highest milk-producing 
Holstein cow during 1947 is Pine- 
lee Posch Millie Girl, owned by 
Charles R. Hope (right) and his 
son, Ronald, Purcellville, Vir- 
ginia. As a 6-year old cow she 
produced 32,765 Ibs. of milk and 
1,120.2 lbs. of butterfat on a 
three-time milking. This is the 
second highest milk record ever 
made by a Holstein cow, milked 
only three times a day. 


Mr. Hope, who owns a big dairy farm in Virginia, 
is the type of farmer who has helped to make 
U-S-S American Fence the nation’s best seller. 
He says, “All the woven wire fence on my farm 
is U-S-S American. I have owned the farm for 
twenty-five years and some of the American 
Fence was there when I purchased the farm. It 
has been very satisfactory.” 

American Fence helps you win customers like 
this who are good prospects for other American 
Products such as Poultry Fence and Netting, 
Barbed Wire, Welded Fabric, Nails and Staples. 
For more information write to American Fence, 


412 Rockefeller Building, Cleveland 13, Ohio. 






AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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The new Master Monitor 206A (thin model) is the 
thinnest, flattest steel tape rule made with a concave 
blade. It weighs only 2 ounces . . . yet embodies all 
the sturdiness and accuracy professional men look for 
in a steel tape rule. Its 7/8" blade is flexible enough 
for accurate circumference measurements of pipes, 


logs, around corners and other irregular surfaces. 


The new Thin Monitor 206A is actually the thin 
sister model of the 206, the /2’’ Monitor with heavier 
blade for greater rigidity. Both are mirror-chromed, 
round case, flat-edge rules made with all the care 
and precision of Master workmanship. 


For more information about this extra-slim, extra- 
compact Master rule . . . ask your jobber about the 
new Thin Monitor 206A. 


THE REGULAR MONITOR 
V2" blade, 6 ft. 


yo | 








REC.US.PAT OF 


Both Monitors retail at 
$720 


Blades replaceable. 


each. 


THE NEW THIN MONITOR 
¥g"' blade, 6 ft. 





MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. . Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Colif. 


46 HARDWARE AGE 








JUNE 





Jel) is the 
a concave 
bodies all 
n look for 
le enough 
of pipes, 
surfaces. 
the thin 
h heavier 
chromed, 
the care 


m, extra- 
ibout the 








¥ 


DNITOR 





) AGE 











@ Especially designed for retail sale, this 
Chicago “SAFETY PLUS” assortment is made 
-p of sizes selected after a careful check with 
manufacturers of home appliances, home 
workshop tools, etc. It contains only sizes that 
are in demand for fast turnover and profit. 


Packaged in a smart, clear plastic box with 
molded partitions, it makes an attractive 
counter display. Easily read decal listing con- 
tents according to location in box is applied 
to inside cover. 

Like all Chicago Screw Products, these 
set screws are backed by a 75-year record 
for the highest quality in selection of steel, 
manufacturing practices and packaging. 
Everyone is perfect to insure thread inter- 
changeability. 


JUNE 3, 1948 


Size of the container is 8%" x 442” x 1%’. Assort- 
ment refills in standard packages of 25 pieces are 
available through your hardware distributor. 


Ask for “Chicago” products when ordering from your 
hardware distributor or write us for details and name 
of “Chicago Safety Plus’’ distributor nearest you. 


L. 
OMAN AVE., CHICAGO 24, 
Established 1872 











PORPOISE 


TANK BALL 


Will last for years and YEARS 
We have NEVER had a complaint! 








@ FULLY GUARANTEED 
@ GENUINE NATURAL RUBBER ss sous 
12 to a Display Box 
@ ANCHORED BRASS SCREW FITTING Samples on Request fr. 


eetant 
The Porpoise Loves the Water $2.00 vozen to DEALERS 
Yo will Love the Profits! Special Price to Jobbers & Distributors 
U : 





Inc. 


PHILADELPHIA 6, PA. 


‘eee MANUFACTURING, 




















Hand and Power 
Mowers — built 
for service 
and 


durability FaULY A 


QUALITY 
PRODUCT 


Homko Products for Home Comfort 


‘ WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 





ARCHITECTS and BUILDERS 
Who Want the Best 


e777, 7) ~- ~(CHICAGO)- 
Cae SPRING HINGES 


Over 60 years of experi- 
ence and knowledge go 
into the design and manu- 
facture of every Chicago 
Spring Hinge. This advai 
tage of experience, ti 
gether with our earnest dk 
sire to produce the finest 
Spring Hinges obtainable, 
has given our products an 
enviable reputation with 
Architects and Builders 
who want the best 





Hardware Dealers who sell 
Chicago Spring Hinges 
know that they are not 
only easier to sell, but 
what is more important, 
they give lasting satisfac- 
tion to Architect, Builder 
and Owner 
There is No Substitute 
for Quality! 








Triplex Laboratory Spring 


Hinge Type 2242 





Chicago Spring Ninge Co, 


CHICAGO U.S.A. NEW YORK 





MYERS SIGNS ano seu 


THE business of a Myers 
Dealer need never suffer 


for lack of good identi- 
fication. His Dealer Aid 
Catalog offers a complete 
assortment of Indoor and 
Outdoor signs in appro- 
priate sizes for all pur- 
poses. Color, illumina- 
tion, good design and 


durable construction 





combine to make Myers 
signs pay well in in- 
creased sales and profits, 


WATER SYSTEMS| 
| ABERNATHY PUMP co. 


THE F. E. MYERS & BRO. CO 
Dept. M-43, Ashland, Ohio 


——= 
= +710 
f ve off YOUR wa 
a be TA 





HARDWARE AGE 





experi- 
edge eae) 
id manu- 
Chicago 
is advan 
nce, te 
rnest de 
he finest 
tainable, 
xlucts an 
nm with 
Builders 
t 

who sell 

Hinges 
are not 
sell, but 
nportant, 
satisfac- 
Builder 


stitute 
! 


a Myers 
er suffer 

identi- 
aler Aid 
‘omplete 





oor and 

appro- 
all pur- 
lumina- 
gn and 
ruction 
e Myers 
in in- 
| profits. 








dy 


2 
7S 











NOW:: 
q great newcomer 


to the REX quality line 


REX 


WALLPAPER 
REMOVER 


LOOK AT THESE FEATURES 


@ No Mess .. . No Bother 
@ Easily Applied With Brush Or Spray 
@ Quickly Penetrates And loosens Paste 


@ Removes Up To 3 Or More 
Layers Of Ordinary Paper 


@ Saves Time And Money 





AND SOFTENS PASTE 


COMES OFF Easity 
WIL WOT stain 


2 SIZES 


ere’s the answer to one of the toughest problems your customers 
face—how to remove that stubborn wallpaper! Rex Wallpaper Re- 
mover mixes with 16 parts water—penetrates up to 3 or more 
thicknesses of ordinary a “egg gets paper off quickly and 
cleanly with a minimum of effort. 
For your customers, Rex Wallpaper Remover saves time, money 
and labor on every job. To you, Rex Wallpaper Remover offers 
a grand profit opportunity — well able to take its place with 
famous Rex Paste and Rex Wall Size as a fast-selling, high-profit, 
repeat-business builder! 













ORDER FROM YOUR JOBBER 
i or write: 


—— 


‘Attractively packaged in ' pint 
and full quart cans. Mixes eco- 
nomically with 16 parts water. 
Cases of 24 %-Pints or 12 Full 
Quarts. 


PATENT CEREALS CO., GENEVA, N.Y. 
MAKERS OF 


REX PASTE AND REX WALL SIZE 
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Pittsburgh branch today. 


VALUABLE BOOKLET FREE! 


You'll want this valuable book, ‘How To Sell More 
Brushes’’. Page after page of inside information on 
how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Reveals the ‘*know-how'’ on 
talking shop with your customers. Write for FREE 
copy today. Address ‘Gold Stripe Brushes, Dept. D-2 
Baltimore 29, Maryland’’. 










PITTSBURGH PLATE 


@ Perfection in Gold Stripe Brushes starts long before manufacture. It 
begins as an ideal in the minds of skilled designers; it is processed by 
hands of gifted craftsmen; it spans an ocean to select the finest China 
bristle. Recognized as America’s Finest Paint Brush, Gold Stripe assures 
ready sale, volume business, and high profits. Order from your nearest 


Cpold Stipe BRUSHES 


G) BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 












\ New Gold Stripe 
\ | Life-saver Jacket! 


h\ Ay . . 
fx2_| ~/} Improved fiber jacket keeps brush live- 


f ", “ 4 
J) Fk i ly, straight and clean. Complete use 
yr Y and care instructions on each jacket. 
v And all dressed up in eye-appeal! 


GLASS COMPANY 





There’s a mystery in your hardware depart- 
ment. Why do tool clamps disappear so fast? Where do 
they all go? Where are they used? 

Judd alone supplies retailers with enough clamps each 
year to outfit every home workshop in the country . 
sturdy, long-lasting clamps too. Yet, repeat orders keep 
rolling in steadily, all year ’round. 

Maybe tool-loving craftsmen just can’t resist hand- 
some Judd clamps. Maybe it’s their gleaming red enamel 
finish, or the quality of the tough steel that goes into 
Maybe it’s their “heft” or their durable “feel.” 
Anyway, no one yet has tried to solve this mystery 


them. 


and grab the glory. Most retailers are satisfied to stock 


Judd tool clamps — and grab the easy profits. 


Check your listings soon! 


No. 152 B 

Jaw opening 2”, depth %”. 
Wrought steel ‘frame; bar 
and screw of polished steel. 
Minimum, 1 doz. 

No. 157 B 

Jaw opening 6”, bar 1” wide. 
Wrought steel jaws; bar and 
screw of bright steel. Mini- 
mum, 1 doz. 

No. 156 B 

Jaw opening 3”, depth 14”. 
Wrought steel frame; bar 
and screw of polished steel. 
Minimum, ™% doz. 


All finish, in red enamel 
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H; L. JUDD ©o., WALLINGFORD, coun 


Ask Your Jobber For These Quick-Selling 


~ Bye 


QUALITY TOOLS AT POPULAR PRICES 
THAT WIN INSTANT ACCLAIM 


Model B-105 
Sliding Bevel. 


“Model G-115 
Jobber’s Drill Gage. 


Combination Square 
with level and scriber. 


Model S-107 
*10" Adjustable Bench 


Level. 
/ ~ y” 
€ 
Model M-119 
Vise Type “Mitre Box. 


Model BD-124 


*Universal Hand Drill 
Positioned at any angle. 


Model P-121 
All Steel Unbreakable 
Non-Adjustable Block 
Plane 


~ 


Model AP-120 
“All Steel Unbreakable 
Adjustable Block Plane 


@9. & cam 
“Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle 





= us 14. % 
14 as a 
! : ‘ ' 


Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides 


1G 


r 


uxt; Model L-111 
*Adjustable Level Jr. 
Carpenter Square and 
2 vial spirit level. 


Model C-102 
Try & Mitre Square with 
level. 


i Model P-108 
*Protractor & Drill Gage 
4 tools in 1 


Model D-106 
*Handy Home Tool 
6 tools in 1. 


“Pat Pending USA 
WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING COMPANY, INC. 


40-09 21st STREET, LONG ISLAND CITY 1, 
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CC EXPANSIVE BIT SPECIFICATIONS 
Model or Length Expansion Retail 
Part No. Overall Capacity Price 

7%" 2" to 
1.69 

250 sq. shonk 1%” $1.6 

ye 7" ¢ 

251 on th 1,89 

sq. shank 3 


@ 
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UTS BETTER! 
COSTS LESS 


This new CC Expansive Bit with its specially engi- 
neered cutting blade sets a new standard of accurate, 
fast, clean, smooth cutting in hard or soft wood. 


FULLY GUARANTEED 


e Cuts Easier 

Simplified design; tilted blade; no center lip. 
e Chrome Vanadium Steel Blades 

Holds sharp cutting edge longer. 


e All Chromed Body 
No rust; looks better; lasts longer. 
® Quick, Accurate Adjustment 
Positive lock; no blade slippage. 


e Self-Clearing Lead Screw 
Constant feed; no loading. 
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--- and across Rural America 


Hardware Dealers prefer CCsenes Gentleman 











By a 116% lead... 


. - - hardware dealers throughout Rural 
America chose Country Gentleman the farm mag- 
azine “most effective in helping sell their cus- 
tomers.” In this impartial nationwide survey by 
R. L. Polk & Co., total dealers in eight important 
fields gave Country Gentleman a 2 to 1 prefer- 


ence. More voted for Country Gentleman than 


for the next three farm magazines combined. 
Advertisers show their preference for 


Country Gentleman by consistently investing 


, more advertising dollars in this magazine 


than in any other farm publication. They know 
how best to reach and sell “The best people in 


the Country.” 
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* In the 2,589 shaded counties, more 


than half the people live on farms or LEAN. Can’t 
Miter. Stays dry 
LONG-LIVEL 
sind and silt. 

QUIET. No 3 
0 pipe or tank 
AFE. Fully ¢ 


in places under 2,500 population... 


In all counties, Country Gentleman's 





2,300,000 circulation is concentrated 
among top-half farms which get 90% 










of all farm income. 
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NO OTHER PUMP LIKE THIS 
Mrogressing-cavity’’ pumping action, a long-time suc- 
Bs on industry’s most difficult uses, is adapted for 
bmestic service in the Robbins & Myers Shallow Well 
imp. This modern pump delivers positive pressure 
tthout pulsation. It’s as good as it is good-looking. 





Progressing-Cavity 
Pumping is both 
Simple and Sure 





THE ROTOR-STATOR PUMPING ELEMENT 


LEAN. Can’t rust or corrode, or contaminate the 
Miter. Stays dry. Can’t leak or drip. 
LONG-LIVED, Lasts indefinitely, even when pumping 








sind and silt. 
RUIET. No gears, belts, or reciprocating motion 

0 pipe or tank vibration. 

FE. Fully enclosed—no exposed moving parts, 
AVES TIME. Lubricated for life — requires no 
tiling or greasing, no attention at all. 

SY TO INSTALL. Only one pipe goes into 
tound. No foot valve. 

UTOMATIC. Always ready for instant use. Proe 


tected against overload and overpressure. 
ELF-PRIMING. Pumping action starts as pump 
Marts. Suction lift to 25 feet. 

HREE CAPACITIES. 250, 400, and 809 gallons 
Furnished with or without pressure tank. 


er hour. 





One reason for the quick popularity of Robbins & Myers 
Shallow Well Pumps is that dealers and distributors know 


YOU CAN SHARE IN 


‘we 


a good thing when they see it — and they see it growing 
better and better as users spread the fame of this remarkable 


development. 


In less than a year since the first advertisement, this new 
kind of pump is already the “talk of the trade.” Why? 
Because it’s simple, quiet, compact . . . because it ends 
pumping troubles . . . because it virtually sel/s on sight. 
The Robbins & Myers can build profits and prestige for you. 


It’s the pump you'll be proud to sell! 


MAIL THIS 
COUPON 
TODAY! 


—~ 


ROBBINS & MYERS, INC., Pump Division, Springfield, Ohio 
Send full details on R & M Shallow Well Pumps to: 

COMPANY. oc svecsccceveceesessceseresereeseenesessseeeee 
Madlévidmal..cccccccccccevscvccesceccecs 6000 500009000008 
SiO ao ccccscesseccescsvcceccccees seccecsesececesegece 


HY ceccreccccecccccc sss eLOMOscccces StMbEsvecssscceees 
1 am a © DISTRIBUTOR OC DEALER lis 
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This is a remarkable, 
new, simplified catalog 
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EVERWAPPENED IW BUILDERS HAROWARE 
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EASY ___~_ 


SIMPLIFIED HARDWARE 


@ Just 4 Mortise Locks and 4 Tubular 
Locks to handle every residential 
and light commercial job that comes 
along. 


Takes all the misunderstanding and 
confusion out of builders’ hardware. 


@ Anew, simplified numbering system 
that’s easy to understand. 
It's so simple you'll wonder why it 
wasn't done long ago. No guesswork, 
no mistakes. 


@ Authentic, simple, attractive designs 
by Russwin craftsmen ...a “right” 
pattern for any type of house. 

Simplification at its profitable best. 


Confusion and multiplicity of designs 
and types are gone. 


/ 
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ALWAYS HAVE THE EDGE 


(and now more than ever) 


ARE AGERPNE 3, 1948 
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@ New Illustrated Bar Labeling shows 
at a glance what is in a box, its 
metal and its finish. Space for pricing. 


You see what you want. Order filling 


is easy. Errors are eliminated. 


@ Handsome, permanent wood Display 
Unit puts hardware out in front 
where customers can examine its 
quality ... and buy. 


Other modern selling and merchan- 
dising aids to ‘‘move”’ hardware faster 
than ever before. 


@ New, unbelievably simple Russwin 
Easy 4 Simplified Catalog is the 
greatest aid ever offered to dealers. 
Ordering is simple — anyone who 
can read can order this hardware 


correctly. 










“It’s the soundest finish hardware 
plan I've ever seen. It puts any 
dealer in the builders’ hardware 


business in a big, profitable way.” 


= ee 


RIGHT NOW! Send this coupon for full details, 





Russell & Erwin Division 
The American Hardware Corp. 
New Britain, Conn. 


I'm interested. | would like to know the full story 
about Russwin Easy 4 Simplified Hardware. 
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Leading Hardware Stores 
Select STUART 









1 
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STUARTS 
ARE SURE TO SATISFY 


Stuart Closed Back Shovels have the lightness and handling 
‘ n ease of the open back, the perfect balance of the plain back, 

ver! “(one reat the sturdy strength of the solid shank — ALL COMBINED IN 
gt we gure eo sno" ONE GREAT SHOVEL. STUART Shovels have blades of high 

‘ carbon steel and Quality X Grade handles, made 65 per cent 
stronger by WOOD'S Patented Steel |-Beam Handle Reinforce- 
ment. Select Stuart yourself, there's a nearby Stuart Jobber 












who can supply you. 


THE WOOD SHOVEL 
AND TOOL COMPANY 
ated!) Wael] tie 
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ELWEL 
COW TIE 





WHAT THE 
WELL-DRESSED Cow ino 
IS WEARING wigs 


Nothing fancy, of course. Just good, strong, de- 
pendable AMERICAN Chain. In the barn it’s a 
Cow Tie—Open Ring or Ohio Pattern—of Elwel 
or Tenso Chain. In the feed lot, it’s a Tie-Out 
Chain made of Tenso in lengths of 20 or 30 feet. 

If your jobber handles AMERICAN Chain, he is 
a good source for all types of welded and weldless 
chain, fittings and assemblies, repair links, hooks, 
cotter pins. 

Sell AMERICAN—the complete chain line. 


AMERICAN CHAIN DIVISION 
NA AMERICAN CHAIN & CABLE 


Ace 
, (o 
Ww 7 In Business for Your Safety 
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laformal Editorial Comments 


By Charles J. Heale 








Are “Voluntary Allocations” on Steel 
A Forerunner for a New WPB Control? 


steel and distributors of finished 
goods made completely of par- 
tially from that metal have been 
meeting with Government officials 
to “see what might be done”. 

Currently, there is a partial vol- 
untary allocation program in ac- 
tion — but the net of it all 
seems to be that wholesale and 
retail hardware distributors will 
get less and not more nails, etc., 
for the farm and building trades 


is RECENT weeks producers of 


customers. 

Last September the American 
Iron and Steel Institute ran many 
advertisements headed “More Steel 
for You than Ever Before”. The 
sub-head or deck read ‘Never in 
peacetime history have America 
steel workers and mills turned 
out so much steel in so short a 
time.” 

All of this was and is. still 
true. The advertisements went on 
to explain the greatly increased 
steel production and the fields to 
which the steel was furnished 
but the wholesale and retail hard- 
ware distributors still couldn’t get 
needed nails — among other 
things—in the quantities required. 

One wholesale hardware exec- 
utive wrote the executive heads of 


JUNE 3, 1948 


10 leading steel producers as 
follows: 

“Enclosed is an ad which 
appeared in our local papers 
last evening, apparently pre- 
pared by the American Iron 
and Steel Institute. 

“It is very interesting to 
note, quote: ‘All records were 
smashed in shipments on flat 
rolled steel to those making 
automobiles, refrigerators, bath- 
tubs, kitchen cabinets. and like 
products.” 

“We feel that an ad such as 
this is very untimely in view 
of the fact that contractors and 
farmers are begging for nails 
and galvanized sheets for con- 
struction purposes. 

“We further feel, and are 
under the impression that every 
hardware jobber in the United 
States is in the same position 
we are, namely; not being able 
to receive enough tonnage in 
the commodities handled by us 
to supply our contractor and 
rural trades. 

“While the tonnage con- 
sumed by jobbers such as our- 
selves does not mean an awful 
lot to the producer today, we 
certainly feel that we are en- 


titled to the same consideration 

in respect to our customers. 

as the allotment apparent! 
given the large manufacturers 
of other products in these 

United States. 

“We are desirous of know- 
ing why it is not possible for 
the steel industry as a whole. 
to allot more raw materials to 
the making of nails, and kin 
dred items which are an essen 
tial part of new home build- 
ing, rather than the apparent 
large allotment of steel to the 
so called luxuries. 

“We feel that the constru: 
tion of new homes. the con- 
struction and maintenance of 
farm properties is still a very 
important factor in the Amer 
ican form of life.” 

I am confident that other whole- 
salers said or wrote similar 
protests, 

The replies to this letter were 
all courteous, friendly and sym- 
pathetic but only partially infor- 
mative and definitely not  partic- 
ularly helpful—suggesting not an 
unwillingness to be more helpful 
but an inability to be more help- 
ful currently. 

In the meantime Dun & Brad- 
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street. Inc., has published figures, 
based on estimates and compila- 
tions from The Iron Age and the 
American tron and Steel Institute 
showing the distribution of steel, 
by industry groups, during 1947. 
These figures are as follows: 








Automotive Industry ....16.3% 
Construction & 

Maintenance 0... 16.0% 
Railroads _ ............ 9.6% 
Machinery. Tools 9.2% 
Containers 8.9% 
Exports 7.3% 


Pressing. Forming. 





Stamping 
Oil, Gas, Water, 

Mimi 0 eeeeersseveesnnnnee... 5.9% 
Agricultural 

Implements .................... 3.8% 
Shipbuilding .............. . O% 
Aircraft — 07% 
All Others. ............ sssisitstnssivine OLNOO 


Just how much of what went 
through hardware _ distribution 
channels is difficult to appraise 
and it may be true. as stated by 
some steel producing executives 
that hardware channels received 
“more than ever’. Even so it was 
obviously not enough but perhaps 
it was a full share under the 
circumstances. 

From a press release from The 
Tron Age, (afhliated with Harp- 
WARE Ace in the Chilton organ- 
ization) dated June 9th. 1948 we 
quote some further but not espe- 
cially comforting information as 
follows: 


“The screams will be louder 
in a few weeks when third 
quarter quotas become known. 
There will not be enough steel 
for those who say they need 
it. They will not be able to 
make all the things they say 
they have scheduled. The big 
questions are: Is this real 
demand? Are things falling off 
and it is not apparent? Are 
inventories high? Are the 
prophets who have been three 
times wrong in the past 3 years 
going to finally make good this 
year or early next year? 

“At the risk of being wrong 
but with the promise that if 
that is so The Iron Age will 
be among the first to admit it— 
the steel situation this week 
looks as strong as it ever was; 
there is no sign of falling de- 
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mand; things that looked easier 
a short time ago are tighter; 
customers will still be shouting 
for steel next spring; steel 
prices may be higher next year; 
production will be at peak 
levels the rest of this year and 
longer except for possible coal 
strikes and finally when a fall- 
ing off does come it will come 
suddenly without any warning 
except from those who have 
been warning since the end of 
the war. 


“To double check on the steel 
situation a survey was made 
last week among large appli- 
ance manufacturers including 
mail order houses. If anything 
should have to be checked it is 
the consistent reports of an ail- 
ing and failing appliance mar- 
ket and demand. The Iron Age 
editor making the check was 
flabbergasted at the results. He 
found no truth in reports that 
the appliance field was failing, 
that inventories were large and 
that sales were hard to make. 
What he found was (1) no 
appliance maker is getting the 
steel he wants, (2) there is no 
excess inventory in appliances 
except possibly hot water 
heaters and they are still mov- 
ing, (3) sales forces are being 
used to sell the product being 
made which has picked up sales 
and created new backlogs, (4) 
the appliance field as a whole 
is roaring to a new high level 
but only because makers and 
distributors have found that the 
public will not buy unless it 
can be shown that the product 
is good, reasonably priced and 
is needed. 


“What is true in appliances 
is true in other steel consump- 
tion groups. Auto makers, be- 
cause of the coal strike, will 
be steel hungry for months to 
come. When changeovers are 
complete there will be reports 
of shutdowns because of steel 
shortages. The oil industry is 
still hard put to get anywhere 
near what it says it needs. The 
freight rate advance has cut 
off hundreds of users from reg- 
ular sources in the past two 
years. These customers are ‘in- 
dustrial orphans’ wandering 


around the country trying to 
establish regular sources — at 
any cost. It is doubtful if many 
will get legitimate parents for 
some time to come. 


“What about the steel indus- 
try’s chance to ease things up 
a little. It is running everything 
it has without thought of when 
it will break down. Overtime is 
freely paid to keep maintenance 
to the point where equipment 
can be held at maximum out- 
put. Plans are being rushed for 
expansions - but the very 
steel demand which the indusry 
is trying to fill is holding up 
delivery on new equipment. 


“It is silly to talk of steel 
expansion when enough raw 
materials cannot be gathered 
together fast enough today to 
completely utilize what capacity 
the industry has. The week out- 
put is at 96.5 per cent of 
capacity up half a point from 
last week’s revised rate of 
96 per cent. The outlook for 
enough scrap is not good. Res- 
ervoirs have been used up. Dur- 
ing the war enough potential 
scrap to supply purchased scrap 
requirements for eight years at 
current levels was shipped out 
of this country. Only a fraction 
of this will be returned over 
the next few years.” 


All of these comments may 
prove to add up to being “ 
in the wind”. It is certain that 
military and foreign needs are go- 
ing to receive favorable attention 
in the production and distribution 


straws 


of steel. Without presuming to 
appraise the virtues of prior con- 
Sideration to these two channels 
I continue to believe that the out- 
look is for less and not more 
steel for hardware distribution 
products. 


More important, it seems to me, 
is the irrepressible thought that 
what is now called “voluntary 
allocation” may soon become 
“mandatory allocation” under 
government auspices not unlike 
the then much needed war-time 
WPB set-up. 

Harpware AGE will make every 
possible effort to keep its readers 
informed as quickly as_ possible 
on this entire situation. 


HARDWARE AGE 
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Osterville Design, Entrance and Passage sets. 
In gleaming cast brass, or cast iron sanded dull 
black in true Cape Cod character. 


OSTERVILLE 


Who could blame a Cod for getting a swelled ‘ 


head? He can’t help himself what with Lockwood 
making such a fine line of hardware, styled in 
the traditions of Cape Cod, his local habitat. \ 


In its Osterville and Pembroke designs, Lockwood 


has painstakingly captured the early American 
charm of the fine old hand-forged latchset. And 
without sacrificing any of this ‘feeling’, they've 


increased the functional value of the design 





by modifying it to include a standard mortise lock. 








Result? For the new home builder, or re-modeler, 
a style of hardware with a distinctive beauty, 


matching for every door in the house. And it’s 


——— 


Pembroke Design, Entrance and Passage sets. 
Cast white bronze for exterior doors, cast white 
bronze or cast iron for inside doors. 


growing in favor. You'll profit in many ways by 
displaying and selling these Lockwood designs of 
Cape Cod hardware — Osterville and Pembroke. 


loakascod HARDWARE MANUFACTURING CO. 


Division of Independent Lock Company © FITCHBURG, MASSACHUSETTS 
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This wide-open front makes it possible for 
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window-shoppers to see hundreds of items. 


Pioneer Kansas Store Just 


Piscucca it is 73 


years old and is one of the oldest 
hardware stores in the state of 
Kansas. the Lawrence Hardware 
Co.. in Lawrence, is not showing 
its age. and certainly is not suf- 
fering from any of the infirmities 
of old age. 


Anyone visiting the store in this 


small college town, population 





14,390, is first impressed by the 
bright. clean appearance of this 
modern, main street store. Then 
he is most likely to be impressed 
by the alert and pleasant young 
men who staff the store. Finally, 
when the visitor meets V. Jack 
Vincent, president of the business, 
he soon realizes why this septua- 
genarian institution is now just 
coming into its prime. 


Jack Vincent was only 24 when 
he and his young friend, R. L. 
Tubbs, formed a partnership to 
buy the store from its former 
owner, F, W. Jaedicke. 


Had the Experience 


While the partners were young 
they both had considerable hard- 
ware store experience. Both of 
them had worked for Jack’s father 
and uncle in Vincent Bros. store, 
in Clay Center, Kan. Young Jack 
had practically grown up in the 
business and he had some pretty 
definite ideas about how a hard- 
ware store should be operated. 

Mr. Tubbs before entering into 
partnership with Mr. Vincent had 
spent about a year in the store 
modernization department of the 


Floor waxes, cleaners and sealers 

are quite naturally a specialty of 

this store since Mr. Vincent manu- 
factures them. 
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former Simmons Hardware Co., 
St. Louis, Mo., so naturally his 
first thoughts as a co-owner were 
about ways to improve the appear- 
ance of the old store. 

Their first project was to cut 
the tops off the old-fashioned 
wallcases, bringing them all down 
to a 7-ft. height. They also altered 
and refinished all the old counters 
and fixtures, all of which im- 
proved the store’s appearance 
considerably. 

Near the end of the war Mr. 
Vincent, anticipating the post-war 
expansion in business, decided 


Coming | 


that in order to keep the store 
in a good competitive position 
it would have to be completely 
modernized. 


Competition Strong 


Competition is strong in_ this 
town which supports seven hard- 
ware stores and three chain stores 
which carry competing _ lines. 
There are a total of 24 stores 
which handle appliances. 

The store was completely equip- 
ped with Western Retail Imple- 
ment and Hardware Association 





fixtures. The arrangement had 


been made by the association's 
store planning department under 
the direction of B. C. “Matt” 
Maddox. The store was completely 
modernized at a total outlay of 
$7.500. The cost of the fixtures 
alone was $3,500. 

The effects of the moderniza- 
tion were immediately evident. 
even before the official reopening 
on March 25, 1946. The open dis- 
plays brought about an increase 
in impulse sales at once. 

An archway opening was made 


into an adjoining storeroom and 


nto Its Prime 


The Lawrence Hardware Co., in small college city, is geared 
for present day merchandising. Store is modern, its staff 
youthful, methods up-to-date, and employees share in profits. 








Jack Vincent, president and manager, is especially proud of the always-gleaming maple floor. 


JUNE 3, 1948 


65 














The three-tiered 

fixtures afford lots 

of storage space 

as well as a max- 

imum open display 
area. 


the old store fixtures were moved 
into this while the renovation of 
the main store was being made. 
After the improvements to the 
main store were completed the 
other store was renovated for 
use as a separate major appliance 
department. A model kitchen was 
set up in a room, the size of the 
average kitchen, at the rear of 
this 25 by 70-ft. room. 

“We've got the Inightest store 
in town,” says Jack Vincent. 

The fluorescent lighting system 
provides 50 foot-candles of light, 
and half of the system is used 
during the daytime to keep the 
store as bright inside as out. 

Mr. Vincent is most proud of 





the maple floor which was put 
down in the main store. In addi- 
tion to running this store Mr. 
Vincent is a manufacturer of 
wood sealers, cleaners and waxes, 
all of which are used to good 
effect on this floor which is kept 
clean and shining at all times. 
The dust problem is almost neg- 
ligible now, because this floor can 
be easily kept clean by daily dry- 
mopping. A maintenance man 
keeps the floor in perfect condi- 
tion by rewaxing it every Sunday. 

Customers are impressed by 
the condition of this floor and 
are easily sold floor seals and 
waxes. 

Floor maintenance accounts for 


Metal brackets support tools in an uncrowded fashion. 
Note that the binned items are clearly price-marked. 
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a substantial part of this store’s 
business. It has for rent three 
sanders, five small waxers, and 
six large scrubbing and waxing 
machines. 

“A rental service can be profit- 
able provided that is run on a 
business-like basis,’ says Mr. 
Vincent. 


The Source of Profits 


“The big profit in this depart- 
ment comes in selling the cus- 
tomer $15 or $20 worth of mate- 
rial to do a proper floor-finishing 
job. Salesmen must be trained to 
make these plus sales. The rent- 
ing of machines alone, without 
these sales of cleaners, sealers 
and waxes could be a losing prop- 
osition,’ Mr. Vincent says. 

Mr. Vincent points out that it’s 
important to keep the sanders in 
good working order at all times. 
For this reason the store rents 
two sanders every day and keeps 
a third in reserve in case either 
of the others breaks down. The 
daily charge for a sander is $5. 

The machines are always 
checked when they are returned 
and the customers are always 
asked whether they had any difh- 
culty in operating them. 

“Salesmen should be _ thor- 
oughly informed on how to finish 
all kinds of floor surfaces and 
they in turn should take 15 
minutes to tell every customer 
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how to finish his particular floor 
in the proper way,” states Mr. 
Vincent. “Otherwise the customer 
won't get satisfactory results and 
there won’t be any repeat business 
for the store.” 

Early last year this company 
spent another $2,000 to com- 
pletely modernize the store’s office, 
which is located at the rear of 
the main store. All the desks, 
typewriters, and other equipment 
were replaced with new and the 
office was attractively decorated. 
An air-conditioning unit was in- 
stalled. 

A dictating machine was pur- 
chased, and it has proved to be 
quite a time-saver. This makes 
it possible for Mr. Vincent to dic- 
tate whenever the need arises with- 
out bothering to interrupt a ste- 
nographer who might be other- 
wise engaged at the time. 


Office Improvements 


The biggest improvement made 
in the office was the installation 
of modern automatic bookkeeping 
equipment. Using punch cards 
the machine can give an accurate 
picture on any phase of the store’s 
business in just a few minutes. 

“While business promises to be 
very good again this year it ‘will 
be more important than ever 
before for the hardware dealer 


ne a | 
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Overhead 
displaying 


to keep a close check on his firm’s 
business from day to day because 
of the increased costs of doing 
business,” said Mr. Vincent in 
justification of the rather expen- 
sive accounting system. 

A cash register, costing $2,300, 
was also added to the store’s 
equipment, in order that the man- 
agement may have a record of 
each salesman’s business. 

“The manager of a busy store 
needs a cash register such as ours 
in order that he can have an 
accurate check on which of his 











glass shelves are utilized effectively for 
traffic appliances, housewares and gifts. 


salesmen are producing, and 
which aren't doing as well as 
expected,” says Mr. Vincent. 

Sales tickets are written only 
on sales amounting to $5 or more, 
because Mr. Vincent feels it is a 
waste of a salesman’s time, espe- 
cially at busy times, to write out 
tickets. He believes that the cash 
register tickets are sufficient to 
protect the interests of both the 
customer and the store at all 
times. 

The credit manager looks at 
all the sales slips for $5 and 


V iV 


The shoppers in 
Lawrence are of 
the discriminating 
type and if they 
cannot get the ex- 
act colors in paint 
here they are apt 
to travel the 40 
miles to Kansas 
City to get them. 
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more as a means of double- 
checking for errors. 

Mr. Vincent devised a free serv- 
ice report form which is used 
by all the salesmen whenever they 
provide any sort of service which 
does not result in an immediate 
sale or in a service charge. 

After these reports had _ been 
in use only a short while Mr. 
Vincent discovered that one of his 
salesmen was devoting nearly one- 
quarter of his time to making 
minor repairs, providing little 
services. giving information and 
being generally helpful to cus- 
tomers. Before these free service 
reports were used Mr. Vincent 
had doubts whether this sales- 
man’s sales justified the high 
wages being paid him. However, 
once Mr. Vincent checked the 
service reports he learned to his 
satisfaction that this salesman was 
one of the most valuable em- 
ployees because of his service 
activities which weren't reflected 


in sales totals. 
Helped Disclose Errors 


These free service reports also 
served to. disclose errors. On 
checking the report forms it was 
found that one service had been 
given free when a heavy service 
charge was justified. The store 
called the customer’s attention to 
the matter and rendered a bill of 
$17 which was willingly paid by 


the customer. 
- 
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One of the biggest improve- 
ments of all those made by Mr. 
Vincent was the introduction of 
a bonus incentive plan, in Decem- 
ber 1947. 

“This plan has shown good 
promise,” says Mr. Vincent. “A 
better co-operative spirit became 
evident almost immediately. It 
also served to eliminate dissatis- 
factions of some of the salesmen 
who felt they were entitled to bet- 
ter pay.” 


Incentive Plan Best 


“Before we put the plan into 
effect the company debated 
whether it should pay increases 
based on sales. It has been demon- 
strated that the incentive plan was 
the wiser choice.” 

The management first deter- 
mined as nearly as possible the 
amount of sales that would be 
required in order to operate the 
business. This figure included all 
overhead expenses, including sal- 
aries but excluding any profit for 
the owners. Bonuses are paid on 
a percentage of the sales over 
that base figure. 

For this purpose the business 
is divided into two sections, appli- 
ance and general hardware, and 
each of the sections has its own 
sales quota. 

“It isn’t hard to establish quotas 
once you've arrived at a proper 
figure for the operating costs,” 
says Mr. Vincent. “Try to set fair 





quotas at the beginning and if 
they don’t prove to be equitable 
change them later on. In order 
to get our system started without 
delay we made no commitments 


on quotas for the first month. 

“The bonus dividends are paid 
on a monthly basis and are added 
to the wages. Pay is made by 
envelopes and the employees are 
requested not to open them or to 
discuss their dividend payments 
until they have left the store. 
Employees are urged to see the 
store manager. Mr. Tubbs, with 
any questions about their bonus 
pay. 

The salespeople are claimed to 
be working more co-operatively 
with each other now. A salesman 
is now willing to switch a cus- 
tomer to another salesman who 
might know more about a certain 
product or line of goods, knowing 
that they will both benefit from 
the resulting sale. No longer does 
one salesman try to “steal” a cus- 
tomer from another. 

Previously sales were often 
“muffed” when salesmen tried to 
handle sales on articles on which 
they were not sufficiently well 


informed. 
Prospects Excellent 


“Last year’s business was about 
50 per cent better than it was 
in 1946, and we expect to do 25 
or 30 per cent more business this 

(Continued on page 98) 


A great many forks, 
shovels, rakes, axes, 
etc., are displayed 
neatly and with a 
minimum of waste 
space in this compact 
wall display. 
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The White Horse Says, "This 
Is the Place for Riding Goods" 


There are plenty of horsemen in the ''Main Line" 
suburban section of Philadelphia and Bryn Mawr 
Hardware and "The White Horse” attracts them. 


For more than 50 years 
the Bryn Mawr Hardware in the 
“main line” suburban community 
of that name, near Philadelphia, 
Pa., has been operating and for 
the greater part of that time has 
prided itself as being headquar- 
ters for riding goods. Ever since 
riding goods have been featured 
the store has advertised the fact 
by the use of a life size figure 
of a white horse, which is rolled 
out at the beginning of each busi- 
ness day. 


Must Know the Line 


“In order to become a riding 
goods headquarters,” says Mrs. 
Adam Hamill, owner of the firm. 
“vou must know the merchandise 
you are handling and have enough 
of it in stock to satisfy the 
demands of customers. Your hard- 
ware store should be identified as 
one handling riding goods. and 


7 V 


“The White Horse" 
is in the doorway 
at all times dur- 
ing the day and is 
an advertisement 
of the fact that 
the store carries 
riding goods. 
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ours is just that.” The horse is 
gayly covered with a horse 
blanket and is outfitted with sad- 
dle. bridle and bit. 

There are numerous riding 
academies in the area and many 
people own their own saddle 
horses and use the many excellent 





Mrs. Hamill mounts a saddle on the back of the saddle unit. 
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riding paths in the district which 
attract riders from miles around. 
Mrs. Hamill attends horse shows 
in the area her store serves and 
is known to many riders. At the 
horse shows she talks with riders, 
stable attendants. trainers and 
others interested in horses and 
horseback riding. She has learned 
much, through these contacts. 
about saddles. bits, bridles and 
other riding needs. “There aren't 
too many lines of saddles,” she 
says. “which makes it easy for a 
hardware store to handle this type 
of merchandise, The price range 
is from $50 to $150." 


Good Display Essential 


Riding goods must be carefully 
stocked and displayed, or they 
will lose their appeal and interest 
to prospective customers. Most 
purchasers of riding equipment 
take pride in their mounts and 
their equipment and thus feel 
that a dealer who actually knows 
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Here is the dog goods “cabin 


this type of merchandise should 
know how to stock and present 
them, according to Mrs. Hamill. 
Horse blankets are shown on 
an open display table which per- 
mits examination and _ selection. 
Mrs. Hamill and her employees 
are familiar with the material, 
weight and wearing qualities of 
the various grades of blankets 
offered. Riding saddles are shown 
on another open table, one end 
of which has a unit constructed 
to show how a saddle will look 
when in use. The top of the unit 
is curved to suggest a_horse’s 
hack. The entire rear wall of the 
store is devoted to displaying 
bridles, harness and leather lead- 
ing straps, with each item hung 
on wall pegs against a knotty 
wood background. With the excep- 
tion of a glass case display of 
stirrups, bits and crops—in which 
riders take great pride and to 
which they give considerable care 
in selection—all riding goods are 
displayed in the open where cus- 
tomers are sure to see them. 


Extra Sales 


“Seldom do we sell a saddle or 
harness without selling an extra 
item such as saddle soap, polish, 
mane combs or brushes” says 
Mrs. Hamill. “Every rider is inter- 
ested in taking care of his mount 
and its equipment, and if any of 
these items are suggested to such 
customers an extra sale can fre- 
quently be made.” 

In addition to horse accessories, 
the Bryn Mawr Hardware store 
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equipped with swinging display panels. 


carries a complete line of pet 
supplies. Says Mrs. Hamill, “Al- 
most every regular rider has a 
dog and so we can make sales 
of leashes, harnesses, straps and 


other accessories if we remind 
the customers of these items when 
they have completed their pur- 
chases of riding goods.” 


The Dog's "Cabin" 


The store has a special display 
of leather goods for dogs in a 
“cabin” constructed of rough- 
finish wood. Inside it are several 
large swinging panels, each side 
of which has samples of leather 
dog goods. When customers look 
into the cabin Mrs. Hamill turns 
the boards from side to side for 
customer inspection and selection. 
“Our open front cabin is a real 
attraction to customers”, says Mrs. 
Hamill. “We keep all our pet 
supplies here and operate it as a 
separate department. In this way, 
we can keep better check on our 
inventory as well as records of 
our sales. It works out extremely 
well.” 





Plays Up Variety in Ads 











VARIETY 


IN 





HARDWARE 


at Tausche’s 





TOOLS 


Stanley Hand Tools 
Disston Saws 
Delta Power Tools 
Goodell-Pratt Tools 


PAINTS 


Acme Quality Paints and 
Varnishes . . . for inside and out. 
Kem-tone Paints 
Step-ladders, Brushes 











STOVES 


Monogram, Warm Morning, 
Air-Tite, Oak Heaters 
Any kind of heater for 

coal and wood. 


HOUSEWARES 


Woodenwares, Aluminum and 
Granite Ware, Pressure Cookers, 
Kitchen Utensils, 

White Granite Ware 











CHICKEN SUPPLIES 


Glass and metal Founts and Water- 
ers, Feeders, Poultry Netting, Brooder 
Thermometers, Wafers, Nest Eggs, 
Chicken Rings, Disinfectant, De- 
lousers. 
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7A CROSSES LARGEST HARDWARE STORE 
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In line with its head "Variety in Hardware" Tausche's, in La Crosse, Wis., 
used this simple setup to show that it has variety in each of five major 
groupings ef merchandise. Brand names were featured in some of the boxes, 
types of merchandise in others. To lend further variety to the ad, the firm's 
signature cut appeared in a box in the lower right hand corner. This three 
column by 6-in. ad, appeared, last February on a classified ad page of a 


local newspaper, 
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salesman, shows a combination sink and dishwasher unit. 


"Kitchen Equipment Moves Out 
As Fast As It Comes In" 


Macs of the major 


appliance selling at the R. D. 
Cone Co., Winona, Minn., is done 
at present, right in the store, be- 
casue of still limited receipts of 
equipment. Kenneth McQueen. 
president of the firm, which was 
established 1855, says of its major 
appliance merchandising, “Our 
kitchen equipment moves oul 
about as fast as we get it in, 
but we still keep our displays 
intact. We make every effort to 
maintain our delivery lists in the 
actual order in which deposits 
were received.” 

Although deposits are required 
on orders and deliveries are made 
in rotation, in line with actual 
time of ordering, the store makes 
it a practice to check 25 accounts 
at a time, so that only active 
orders are in file. When kitchen 
cabinets and appliances are again 
in plentiful supply, concentration 
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Nevertheless, the R. D. Cone Co. keeps its dis- 
plays intact and its order lists in rotation so that 
delivery will be made in line with time of order. 


will be on_ selling complete floor covering. farm freeze units. 
kitchen installations. This will sinks, garbage disposal units, 


include linoleum and felt base cabinets. 











Andrew Janikosski, manager of the appliance department, stands 
by a stove. Glass-front cabinet units are featured in this section. 
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About half of the building is occupied by display area. A fairly large 
warehouse is used to stock materials for building—including plywood. 


Averages $10 


In Sales for 


Every Resident 
In 20,000 Area 


Tucker & Sons does its volume by sticking to 
fast-moving hardware and related lines and by 
handling all building materials save lumber. 


[; TWO heads are bet- 
ter than one. it could also be 
argued that three heads are het- 
ter than two. 

Whether such a conclusion can 
be logically defended or not, it 
can at least be shown to have 
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worked out in practice in the case 
of Tucker & Sons, hardware 
dealers of 48th. and Pacific Ave- 
nue, Tacoma, Wash. Since open- 
ing their new store and building 
in December of 1946, this father- 
and-sons combination has already 
increased the gross sales total by 


more than 500 per cent in com- 
parison with their first three 
months’ volume of business. Here 
are some additional figures which 
demonstrate still more  conclu- 
sively the effectiveness of the 
Tucker family combination: 

Sales for 1947 totaled $112.- 
000, nearly 90 per cent of which 
were made since June of that 
year. At the present rate of sales, 
volume for 1948 will exceed 
$200,000. Since the population of 
Tucker & Sons’ neighborhood 
shopping area is approximately 
20,000, that means $10 of hard- 
ware sold per year for every 
resident of that area. In terms of 
floor space, annual sales for 1948 
will, accordingly, reach $100 
worth for each square foot of the 
2,000 sq. ft.. of hardware display 
area. Equally revealing is a com- 
parison of the firm’s opening 
inventory of $8,000 worth of 
hardware stock with the $45,000 
worth of stock on hand at the 
close of 1947, 


Three-Point Program 


Achievement of this very sub- 
stantial increase in both sales and 
inventory within the space of 
time of just one year, was made 
possible, according to O. R. 
Tucker, founder of the business 
and father of co-operators How- 
ard and Roy, by inauguration of 
the following three-point promo- 
tional program: 

1. Promotion by personal serv- 
ices. The most outstanding exam- 
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ple of this has been the firm’s 
methods of handling licenses — 
hunting and fishing, drivers’ 
licenses, and automobile licenses 

“almost everything except 
marriage licenses.” A_ self-sup- 
porting promotion, this has been 
directly responsible for a sub- 
stantial share of the firm’s in- 
crease in business. 

2. Active promotion of build- 
ing materials. In addition to 
builders’ hardware, Tucker & 
Sons make it a poini to carry 
most of the building materials 
needed for home construction 
with the sole exception of lumber. 
O. R. Tucker's personal back- 
ground of 20 years’ experience 
as a home builder is an important 
factor here, as is the sheet metal 
shop operated as an adjunct of 
their heating equipment sales 
department. 

3. Maintenance of an_attrac- 
tive, well-lighted store, with open 
self-service displays. 


Licenses Sold 


The sale of hunting and _fish- 
ing licenses is a natural tie-in 
with sales of sporting goods 
equipment, and needs no elabora- 
tion. Sale of drivers’ and automo- 


bile licenses, on the other hand, 
has no specific connection with 
hardware and might in many 
cases be regarded as an unneces- 
sary nuisance, 


Helps Build Sales 


As a_ business-building expe- 
dient, particularly for a new 
dealer in a neighborhood. Tucker 
& Sons have found it invaluable 
for the many new customers 
whom it has introduced to the 
store. By bringing them right ino 
the store, this leads to a good 
many extra sales during the height 
of the license buying rush; but 
even more important, brings a 
permanent increase which holds 
up after the license period has 
ended. Following the automobile 
license rush, for example, a 20 
per cent increase was noted 
during the store’s normally slack 
first-of-the-year period. 

The promotion pays its own 
way, as a 25-cent fee is charged 
for this service — a fee which 
just about covers the added cleri- 
cal expenses, Mr. Tucker esti- 
mates. With the automobile li- 
censes, for example, five women 
clerks had to be hired to handle 
the lines of motorists who came 


in to pay their fees. A good many 
on-the-spot sales resulted from 
customers who had a chance to 
look over the merchandise while 
waiting in line. 

In handling the driver's li- 
censes, Tucker's sent form letters 
to various large firms in Tacoma. 
soliciting their employees’ license 
“business. The firms made the 
collections and a Tucker employee 
filled in the necessary forms, 
thereby saving both the firm and 
its employees valuable time. At 
one plant, 150 licenses were proc- 
essed. By “mass producing” li- 
cense applications in this man- 
ner, Tucker's actually made a 
small profit from the fees, but 
most important, gained the good- 
will of both the plant’s owner 
and its employees. 


Special Pick-ups 


Another service which Tucker 
customers appreciate, is the firm’s 
policy of making special pick-ups 
of items which customers occa- 
sionally ask for, but which are 
not customarily carried in stock. 
Tucker's restricts its inventory to 
items of reasonably quick turn- 
over, eliminating all “shelf warm- 
ers’. For customers who ask fo1 
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Displays of builders’ hardware, cabinet hardware and paints in adjoining 
sections result in numerous impulse sales of these types of merchandise. 
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Tools receive prominent space because a large proportion of 
the store's customers are home owners or amateur mechanics. 


one of these, however, they do 
not hesitate to make a_ special 
trip to the wholesaler’s to obtain 
the item. This doesn’t happen 
often enough to be excessively 
expensive, and seldom fails to 
make a permanent customer of 
the man or woman who requests 
the item. 


Most Profitable Department 


The most profitable single 
department with Tucker & Sons, 
is their building materials. This 
is only natural, due to O. R. 
Tucker’s past experience with and 
knowledge of the building indus- 
try. His methods could, however, 
be adapted by other hardware 
dealers even though lacking an 
intimate detailed knowledge of 
building. Mr. Tucker believes. 


Main Ingredients 


The main~- ingredients are a 
sufficiently varied stock of mate- 
rials to meet the average home 
builder’s needs, plus a sufficient 
working knowledge of the indus- 
try to be able to give sound advice 
on home building problems. 
Tucker’s carries a varied stock of 
conventional builders’ hardware 
items in the hardware display 
area, with materials such as 
plaster board, plywood, roofing, 
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and insulating materials in the 
warehouse in back. 


A Valuable Asset 


For the dealer who lacks the 
necessary knowledge of building 
and the time to acquire it, an 
employee who knows his way 
around in the building field, will 
be a valuable asset to the busi- 
ness. An example in this respect 
is a Tucker employee who for- 
merly worked in a bank, and is 
therefore familiar with the nec- 
essary paper work on FHA loans, 
and with all FHA requirements. 

Heating equipment is a_par- 





ticularly profitable “specialty” line 
in the operations of Tucker & 
Sons. The firm handles all types 
of heating equipment, and main- 
tains a complete sheet metal shop 
in the rear of the building. This 
is a necessity for merchandising 
complete heating units, as _ the 
installation must usually be made 
to order. Five, year ’round me- 
chanics are now employed in the 
shop, with the payroll increasing 
to as many as 10 during the busy 
season. Two outside salesmen are 
also employed for promotion of 
heating equipment and building 
materials in general. A factor in 
Tucker’s successful promotion of 
building materials is the fact that 
their particular neighborhood has 
the highest proportion of home 
owned residences in the Tacoma 
area. 


Neighborhood Advertising 


Since it is primarily a neigh- 
borhood hardware store, all of 
Tucker’s newspaper advertising is 
done in the neighborhood news- 
paper, with $120 to $150 per 


month spent with this medium. 


Business Policies 


General business policies of the 
firm are determined by all three 
of the Tuckers in conference. 
Active management of the hard- 
ware store is handled by Howard, 
with Roy taking care of the heat- 
ing and building materials end 
of the business. 
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Window displays do not interfere with the view of the well-illuminated 
interior. Store and florist's have connecting entrances—and more sales. 
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Two full windows 
of major appli- 
ances, together 
with a number of 
small appliances 
and utensils, as 
bids for extra 
sales, helped the 
firm in telling its 
story. 


Sells 200 Major Appliances 
Annually in a Town of 3700 


Bic merchandise calls 
for big display methods! 

That’s the experience of H. W. 
Wilson, hardware dealer at 315 
Bush St., Red Wing, Minn., who 
has been in business for 42 years 
and who has had many opportu- 
nities to test his display methods. 

Plenty of window display as 
well as interior display, backed 
by consistent advertising and good 
salesmanship help Mr. Wilson 
sell more than 200 major appli- 
ance units annually in the Red 
Wing area. Red Wing itself has 
a population of 3,700. A fine 
volume of appliance sales is aid- 


JUNE 3, 1948 


Window and interior display, advertising and 
good salesmanship combine to build business 
in this type of merchandise for H. W. Wilson. 


ing this store in maintaining a 
sizable sales gain over a similar 
period last year. 


Window Displays 


Recently, Mr. Wilson devoted 
his two large display windows to 
a showing of appliance items, 
including ranges, washers and 
water heaters which brought quite 
numerous new prospects into the 
store. 


At the same time, Mr. Wilson 
showed a large number of ranges 
down a central aisle in the store. 
where they received a major share 
of attention from everyone who 
entered. Mr. Wilson arranges his 
stove displays so that each range 
juts out slightly from the other. 
He says that this type of arrange- 
ment works much better than when 
displays are placed end to end in 
an even line. With his method of 
display, Mr. Wilson points out, the 
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Here's a closeup of one of the windows in which ranges were featured. 


customer can see each range indi- 
vidually and thus appraise indi- 
vidual values better. 

The Wilson store staff has fre- 
quent meetings with manufac- 
turers’ representatives at which 
the sales and service features of 
the appliances are stressed in 
detail. Meetings of this sort have 
also done much to heighten staff 
appliance morale, for the em- 
ployees are thus able to demon- 
strate each salespoint very thor- 
oughly to prospects. 

“Although we have been in 
business here for many years, we 
do not take our position for 
granted, especially in appliance 
sales,” states genial Mr. Wilson. 
“We try to merchandise every 
feature of our appliances, and, 
of course, we do have a pretty 
good idea as to who the good 
prospects are. We know many of 
our prospects and customers — 





in fact, there are very few whom 
we cannot greet by name.” 


ment, says Mr. Wilson. This firm 
also sells and services farm 
machinery, and the two service 
departments are integrated inso- 
far as possible. The result is that 
Wilson customers get fine service 
and are always glad to recom. 
mend the firm and its appliances. 
Such recommendation has often 
resulted in many extra sales. 

The percentage of cash sales of 
appliances at the store is high 
at the present time. Mr. Wilson 
says that the firm finances most 
of its credit sales, with some 
being handled by a local bank. 
Credit ratings are, however, 
watched very carefully. 

Through its farm machinery 
division, the store management 





Showing ranges in a staggered line makes them stand out prominently. 


Keeping appliance units serv- 
iced is also another important 
factor in a large appliance depart- 

g I 


This plywood bin keeps the radios from being marred by careless 
customers. Clocks and other small items are shown on top of it. 
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maintains contacts with farmers 
12 months of the year, and this 
naturally helps to increase appli- 
ance sales. 

Console model radios and rec- 
ord player combinations at this 
store are displayed up-front 
within a special plywood exte- 
rior framework. Such a display 
arrangement, reports Mr. Wilson 
is an excellent aid in keeping 
expensive radios from _ being 
scratched by people’s feet, or 
coaster wagons or tricycles ridden 
by customers’ children. When a 
$400 radio becomes scuffed 
through accident, it detracts from 
its prospect-pulling value so he 
has wisely taken steps to prevent 
it. This special plywood display 
also provides additional display 
space at the top for small model 
radios. 
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A Manageable Public Debt 


In a comparison of bank credit in financing World War | and 
World War II, Prof. Anderson points out "we financed World 
War | primarily out of taxes and the savings of the people” 
but for World War II “we substituted bank credit for taxes 
and for the savings of the people on an incredible scale, at 
rates of interest fantastically low." He holds that "Economy 
in government is surely needed when men fear the interest 
burden of the public debt." He emphasizes that "to be 
strong abroad we must be financially strong at home." 


Econo 


/ \T the present time 


our Federal public debt and our 
bank credit are so interwoven that 
neither can be handled right. We 
must divorce them to such an ex- 
tent that we can guide our money 
market policy with respect to the 
needs of commerce, industry and 
agriculture, and with respect to 
the control of inflationary tenden- 
cies, without throwing upon the 
Treasury sudden crises in debt 
management. 

The two problems, debt manage- 
ment and the regulation of money 
and credit, are intimately tied to- 
gether as a result of the incredibly 
bad borrowing policy of the Treas- 
ury, and the incredibly bad money 
market policy of the Federal Re- 
serve system in support of the 
Treasury's policy. Conspicuous in 
financing World War II. these bad 
policies go much further back in 
origin, 

During World War II, when 
virtually all the nations of the 
world were burning up and wear- 
ing out their accumulated capital 
in the form of stocks of goods, 
rolling stock and road beds of 


*As reprinted from The Tax Review. 
May, 1948, published by the Tax 
Foundation. 30 Rockefeller Plaza, 
New York City, 
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By BENJAMIN M. ANDERSON* 


Connell Professor of Banking 
University of California, Los Ange 
Consulting Economist 


Capital Research Co., Los Angeles. 


President 


railways, shipping, highways, fac- 
tories and equipment. reserves of 
oil and of metals, soil fertility 
and so on, we had in the United 
States the incredible phenomenon 
of the lowest interest ratés in his- 
tory. And today, in a world which 
is still trying to consume more 
than it produces, we continue to 
rates absurdly low. 


have interest 


The Sources of Capital 


The rate of interest, as ex- 
plained by the 


omists, was primarily a matter of 


classical econ- 
supply of and demand for sav- 
Capital grew out of the 
excess of production over imme- 


Ings. 
z 


diate consumption. The individual 
could spend his income on hats 
and ice cream. or he could use 
part of it for tools and machinery. 
factories and railroads. This con- 
ception of the sources of capital 
should be +roadened to include 
first, consumer thrift, and second. 
business thrift and especially cor- 
porate thrift, where only part of 
the net taken from a 
business by its owners and part 


income is 


is left for business growth. The 
classical case of capital growing 
in this Ford 
automobile industry, where it once 
was estimated that roughly $15,- 


way is the great 


es 


ists’ National Committee on Monetary 


000,000,000 had passed through 
the hands of — the 
receipts from the sales of its cars. 
$14.000.000.000 had 


company as 


vone oul nn 


payment of wages and other 
expenses of production, but where 
$1.000,000.000 had remained in 


vested in enlargement of plant 
increasing supplies of raw mate- 
rials and in other ways, including 
cash reserve for emergencies. 


The third 


tremendously 


source of capital. 
important in the 
United States down to 1931, was 
governmental thrift. Our Federal 
Government did not borrow for 
post offices ‘or post roads, It built 
them out of fiscal surpluses. Its 
river and harbor improvement 
paid for. All its 


buildings were thus paid 


were similarly 
public 
for. We borrowed for wars. but 
we promptly began to pay down 
the public debt when the war was 
over. 

\ fourth important source of 
capital, particularly important in 
agriculture, is direct  capitaliza 
The 


time in building fences and barns 


tion. farmer uses his spare 
and putting in subsoil drainage. 
or the farmer lets his flocks and 
herds increase instead of selling 


off the of the 


crease, 


whole annual in- 


These four sources of capital 
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are all normal and wholesome and 
no country has ever gone astray 
in employing them. 

There is, however, a fifth source 
of capital, which employed in 
moderation is very helpful, and 
that is new bank credit for capital 
purposes. A business gives its note 
to the bank and the bank gives 
the business in exchange a deposit 
credit. Armed with this new bank 
credit the business buys new ma- 
chinery and equipment. If this 
comes at a time when there is full 
employment and no_ industrial 
slack, it means a shifting of labor 
and resources from the production 
of hats and shoes and ice cream to 
the production of machinery and 
equipment. It forces an involun- 
tary thrift upon the consuming 
public. But it creates new capital. 
If it comes at a time when indus- 
try is slack it may lead to the in- 
crease of productive equipment 
without a diminution of consum- 


ers eoods. 


It is to be noted that business 
thrift, direct capitalization and 
governmental thrift lead to the 
creation of new capital without 
the creation of debt. Individual 
thrift may do so. But when bank 
credit is employed as a source of 
capital. there is a parallel, dollar 
for dollar, increase of capital and 
of debt. Now this may be, and 
often is, wise policy, but it surely 
suggests caution, — particularly 
when enthusiasm is widespread 
and prices and costs are mounting. 


Bank Credit in 
War Finance 


When the problem of war 
financing comes, the danger of 
bank credit as a substitute for 
taxes and as a substitute for the 
savings of the people is obviously 
great. Expanding bank credit, 
matched by the production of 
physical plant and equipment that 
would not otherwise exist, is one 








Shows Padlocks With Fishing Tackle 


1 ogee padlocks — with 
fishing tackle has helped the 
William <A. Kossler Hardware, 
Main and Wabash Sts., Pitts- 
burgh, Pa., greatly increase sales 
of padlocks. “A lot of tackle 
boxes are coming now-a-days 
with hasps, and it seems to fol- 


low that almost every time [ sell 





a tackle box, a small, all-purpose 
padlock goes with it, “says Frank 
Kosssler. 

Mr. Kossler also keeps a large 
quantity of dog collar padlocks 
on display with his stock of dog 
collars. “I’ve doubled my padlock 
sales over a six weeks’ period, by 
this method,” says Mr. Kossler. 


With a wide variety of fishing tackle items, Kossler's displays an 
assortment of padiocks and makes a successful bid for related sales. 
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thing, but expanding bank credit 
for the production of things that 
are to be destroyed in war is an- 
other. The validity of such credit 
obviously depends, not on _ pro- 
ductive wealth currently created, 
but on the future taxing power of 
the Government. It is one of the 
least desirable forms of financing 
war expenditure. It divorces the 
growth of bank credit from the 
growth of the physical wealth of 
the country. 

The best methods of war finance 
are taxation and selling long-term 
bonds to the people. Taxation re- 
stricts the ability of the people to 
buy in competition with the gov- 
ernment. An all tax war policy 
would mean that at the end of the 
war the war would be paid for. 
Such a policy would be more 
stringent than would be efficient, 
because it would force too many 
of the peace time industries into 
bankruptcy. Some borrowing to 
ease the strain of the transition 
from peace time to war time ac- 
tivities is necessary. The most de- 
sirable form of borrowing is long- 
time bonds placed with the people 
and with investment institutions. 
But here again mediation of a cer- 
tain measure of short time bank 
credit is desirable.” 


Bank Credit in Financing 
World War | 


In World War I the Govern- 
ment borrowed first on short-term 
from the banks, then four times 
during the war, and once, after 
the war was over, it placed great 
funding loans with the people 
the four Liberty Loans and the 
Victory Loan—with the proceeds 
of which it paid back the banks, 
reducing the volume of bank ex- 
pansion. Woodrow Wilson knew 
very well the dangers of an ex- 
cessive expansion of bank credit. 
We financed World War I primar- 
ily out of taxes and the savings 
of the people. 

The Federal Reserve Banks in 
World War I played a passive but 
a very impressive role. They did 
not buy Government securities ex- 
cept four times, just before a 
great public loan was to be placed. 
Then they bought and held Gov- 
ernment securities, chiefly short 

(Continued on page 110) 
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Paints and housecleaning 
supplies are major traffic 
builders for the Bennett 
neighborhood store. One of 
the typical paint windows 
may be seen at the right. 


Roy Bennett Says, 


Housewares constitute 
one of the most impor- 
tant lines and receive 
constant promotion by 
window displays. One of 
them is at the left. 
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"The Older Neighborhoods 
Are Best Hardware Markets" 


W ue Ray Bennett 


and his wife opened the door of 
their little neighborhood store in 
the outskirts of Des Moines, Iowa, 
less than five years ago, they had, 
in addition to their limited stock 
of goods, only about $250 of 
working capital. 

More importantly, however, 
they had an idea, which as their 
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Ray Bennett, former wholesale salesman, started 
his own business in an older section and it 
is flourishing on its trade with apartment and 
small home renters. New tenants need new items. 


prospering business would indi- 
cate, was their greatest asset. 

This idea was to operate a 
service store, rather than just 
another hardware store. 


They have increased the sales 
volume of the store by 300 per 
cent since they took it over in 
November, 1943. When _ they 


acquired the business it stocked 
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Women like to shop in this store because everything is in the open 
where it can be inspected and each item is clearly price-marked. 


dry goods and general lines and 
the hardware line was a minor 
one, 

Before deciding to enter busi- 
ness for himself Mr. Bennett had 
charge of paint sales for a Des 
\loines wholesale hardware firm 
for seven or eight years, and pre- 
viously had called on hardware 
dealers with a catalog of general 
hardware, so he had some pretty 
200d notions about how a harde 
ware store should be operated, 


The Best Location 


“My advice to anyone thinking 
about going into the hardware 
trade is not to look for a down- 
town location in the high rent 
section but rather to go into the 
older section of any city where 
the majority of the homes are 
beginning to show their age. and 
are in need of repairs and im- 
provements. The thousand-and- 
one needs of homemakers in such 
communities provide the bulk of 
the sales for an adequately-stocked 
neighborhood hardware store. 

“Look for a location where 
there are a lot of apartment build- 
ings and small, modest homes, 
where the occupants are apt to be 
changing more frequently than 
they would be in a more prosper- 
ous community. Remember that 
every time a family moves into 
a new residence it needs all kinds 
of housecleaning supplies, new 
door lock sets, electrical sundries, 
paint and varnish, light bulbs and 
many similar hardware _ store 
items.” 
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The Bennett hardware store is 
located in just such a section and 
many of the homes are pretty old 
and are at the stage where they 
need repairs and alterations. Most 
of the homes are occupied by 
families of workingmen. most of 
whom are able to make their own 
repairs and improvements. 

Many tenants want to change 
the locks on their doors or add 
night latches as soon as they move 
into a new apartment or house. 

“Our type of trade.” says Mr. 
Bennett, “does not require us to 
have fine. modern store fixtures, 
but we feel it does demand a good 
clean stock of branded merchan- 
dise, nationally advertised and 
hacked by satisfactory guarantees. 


The Secret of Success 

“The secret of the success of 
a neighborhood store of this sort,” 
states Mr. Bennett. “is quick, 
friendly service. People must be 
served just as quickly as possible, 
for it’s quite likely that the cus- 
tomer may be travelling from his 
home to his job or vice versa and 
has no time to waste in exchang- 
ing “small talk.” We can tell al- 
most every time, from experience, 
by the customer’s manner whether 
he or she has time for lengthy 
conversation or a sales talk. 

“Our trade demands courteous 
treatment, and it doesn’t matter 
to us whether the customer hap- 
pens to be the president of an 
insurance company or just an ash- 
man — and sometimes it’s hard 
to tell the difference. 


“Since Mrs. Bennett and I have 
operated the store by ourselves, 
until recently when the volume 
of business warranted the hiring 
of a salesman, we have often 
found ourselves extremely busy. 
On one particularly busy day the 
two of us rang up more than 
$350 in sales, and there weren’t 
any big items sold that day either. 

“Regardless of how busy we 
are,” continued Mr. Bennett, “we 
still try to serve customers just 
as fast as possible, and to at least 
speak pleasantly to any waiting 
customers so that they don’t feel 
neglected. This attitude will keep 
them coming back into your 
store.” 

To facilitate quick handling of 
the trade every item displayed 
in the store is clearly price- 
marked, which makes it possible 
for customers to serve themselves 
whenever there is a rush in 
business. 


Diversified Stock 


“Dealers who don’t want to be 
bothered by small sales of bolts, 
nuts, nails and the like are just 
fooling themselves,” Mr. Bennett 
says. If for no other reason than 
that of accomodation, a diversi- 
fied stock of such merchandise 
should be carried by the neighbor- 
hood store that expects to build 
up its male trade.” 

Because of the demand for 
housewares the Bennetts have been 
constantly increasing these lines 
and one of the biggest volume- 
builders of all has been a line 
of moderately-priced enamelware. 
During the war years this store 
sold more than 12 dozen of 114- 
qt. size enamelled saucepans. 
While this enamelware is very, 
popular the Des Moines stores has 
also been successful with more 
expensive copper-clad ware. 

It is not unusual for the Bennett 
store to make single sales of $10 
and $12 worth of pots and pans, 
kitchen gadgets and cleaning 
materials to new householders 
moving into the community, on 
their first visit to the Bennett 
store. 

Probably the  fastest-moving 
items in housewares carried by 
the store are glass coffeemakers. 
The traffic in these has grown 
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to the point where they are bought 
in gross lots. 

It was noted by Mr. and Mrs. 
Bennett that some new _house- 
holders who lived in small apart- 
ments or trailers, were purchasing 
small, round solution bowls in 
enamelled hospitalware to be used 
as dishpans in small sinks. They 
bought a full gross of these, and 
promoted them as dishpans, and 
at the end of three months they 
had less than one dozen in stock. 

For the reason that most of the 
men in this part of Des Moines 
are able to make improvements 
to their homes that they could 
hardly afford to have made for 
them by painters, plumbers or 
electricians, the paint line is one 
of the biggest of all for the 
Bennett store. 


Last year the store's paint stock: 


was maintained at about a $1,000 
level and had a six-time turn- 


Special 


ARMERS are buying electrical 

supplies these days, including 
wire, and they appreciate quick 
service on buying this type of 
merchandise. 

Hugh R. Stewart of Koltes & 
Stewart. Prairie du Sac, Wis., and 
his staff have set up a special 
wire display with a _ winding 
device which helps them to handle 
their wire sales quickly and with- 
out the usual spreading out of 
the wire. 


Its Construction 


First of all they purchased a 
special wire winding apparatus 
at a cost of $65. Then they 
mounted it on a special display 
stand containing BX and Roma 
wire stock. Each display slot is 
lettered, showing the kind of wire, 
etc. and this makes selection easy 
for the salesman and the farmer. 
It also helps to sell a lot of wire, 
says Mr. Hughes. 

With this special wire arrange- 
ment, the store staff can roll, cut 
and hand the farmer customer 
350 ft. of wire in approximately 
two minutes with one man doing 
all the work. 

Under the former arrange- 
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over. This year Mr. Bennett is 
making greater sales efforts on 
outside paint. 

“Paint and housecleaning items 
should be the featured merchan- 
dise of any small neighborhood 
store such as ours.” says Mr. 


Bennett. 


Tool Displays 


Tools are displayed in neat 
fashion on a background of bright 
yellow paper, in a display case. 
under glass, right up by the front 
door where they are such to catch 
the eye of men entering the store. 
Paint brushes are displayed in 
the same fashion in the adjoining 
display case. 

Carpenters and home craftsmen 
appreciate the diverse stock of 
nuts, bolts and nails carried in a 
large rack which was built to 
Mr. Bennett's specifications. It has 


ment, two salesmen had to stretch 
out several lengths of the wire 
along the aisle, impeding traflhe 
and taking many steps, and per- 
haps taking three to four times 
the amount of time needed for 
the same job with the new method. 

The display stand is placed at 
the end of the electrical supplies 
table. Thus the farmer who waits 
for his wire to be measured and 
wound finds other related mer- 





150 bolt bins and 24 bins which 
will hold 2.400 lbs. of nails. This 
rack is 12 ft. long, 32 in. wide 


and 80 in. high. It was designed 
with a weighing scales in the 
center and has bags, paper and 
string right at hand. 

Window glass is another big 
line in this small neighborhood 
store. Mr. Bennett built a rack 
which holds all the common sizes 
up to 40 by 48 in., in graduated 
sizes, 

Mr. Bennett advertises in a 
neighborhood newspaper and he 
also takes space in all church and 
school papers distributed in the 
surrounding territory. 

Since the store is located on 
Cottage Grove Ave.. which is the 
shortest route to downtown Des 
Moines from the West End, Mr. 
Bennett maintains a small corner 
parking lot, which is just a few 
steps from the store. 


Winding Rack Helps Sell More Wire 


chandise right at hand for him 
to select. 

Lighting fixtures are also shown 
on the electrical supplies table. 
with many farmers purchasing 
fluorescent and other lamps at the 
same time that they buy their 
wire. The store also has a sizable 
stock of *, h.p. electric motors 
from time to time, an item which 
is in considerable demand in this 


rural community. 


& 


Salesman measures and winds wire purchased by a farmer. Note cable 
in bins under winding equipment and electrical sundries on table. 
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This section of the basement contains a variety of tackle blocks, chains and allied items. 


AN 
i= is the 


best word to describe the state, the 
city and the store in the case of 
Andrews Hardware & Metal Co.., 
334. S. Main St., Los Angeles, Cal. 
And there are other unusual ele- 
ments in the store’s stocks, sales 
staff and management. 

Veteran hardwaremen, most of 
them middle-aged men who have 


been with the firm for 20 or more 
years and who are experts in their 
particular sections of the store, 
serve the trade. Andrews Hard- 
ware has salesmen who, in the 
words of the manager, Mr. Zug- 
smith, “In addition to speaking a 
little English and a little profane, 
speak Spanish, German, Italian, 
French, Japanese, Chinese, Yid- 





Here the firm's huge file stock is the center of attraction. 
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dish and several East Indian 
dialects.” 

Supplementing the salesmen 
who stay in their own sections, 
are three roving salesmen, who 
are trained to work in practically 
any division of the store, as 
needed. Another aid to customers 
is a doorman to direct in-coming 
traffic. 


It's a Man's Store 


Andrews Hardware is definitely 
a man’s store, although women 
do make purchases there. It 
is skillfully departmentalized to 
eliminate waste motion and waste 
time for customers or sales force. 
All merchandise is visible. 

Among the lines not commonly 
found in most hardware stores 
are: electric eye devices; electric 
motors ranging from one revolu- 
tion in 30 days to 25,000 per 
minute; selenium rectifiers; bel- 
lows; timers set for seconds, 
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Specialty of the Unique 


minutes or hours; blacksmith 
forges; electric and hand-operated 
hoists; well pulleys and wagon 
wheels. Salesmen are eager to 
explain these items. “It’s no 
trouble at all,” they tell you. “We 
like to demonstrate this stuff.” 


Ample Space 


Hammers in a wide range of 
sizes and styles are prominently 
displayed near the front of the 
store. Revolving display panels 
show a complete line of files. 
Showcases exhibit levels from 
small camera type to 48 in. size. 
Another section is given over to a 
wide assortment of axes, includ- 
ing fire axes. Machine screws 
alone occupy 66 x 60 ft. of 
floor-to-ceiling 12-in. compartment 
shelves. The over-all floor space 
for screws and bolts is that of 
a moderate sized store 60 by 60 ft. 

“V” belts are shown in a wide 
variety of sizes, piano hinges are 
strung in 6-ft. lengths. And there 
are such items as sheet felt, sheet 
rubber, sheet cork, commercial 


The Andrews Hardware & Metal Co. is primarily 
a man's store and there are enough types of 
hardware in stock to satisfy a varied trade. 





This view emphasizes the extensive stocks and the large sales staff. 


Bakelite sheets weighing up to 
300 lbs. and an _ exceptionally 
large supply of insulated wire. 
Basement stocks, which include 
hundreds of surplus stock items, 


include ladles, from the smallest 
household size to that used for 
melting lead; tackle blocks, stacks 
of sheet mica, perforated metal 
in many patterns, more than 5,000 
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This section of builders’ cabinet and other hardware is always busy. 
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Circulars like this tell of new or expanded stocks and contain 
comments about things distant customers want or say. They are 
sent monthly to 20,000 customers in every section of the globe. 


vears. All of 


wares are within sight and 


sizes and styles of 
these 
touch of the customer. 


Mail Order Business 


The store not only sells to those 
visiting its showroom and ware- 
a consider: 
business, listing 
“From Stock 


house but carries on 
able mail order 
wares in a circular 
List”. issued monthly. Customers, 
world, 20.000 of 
“From Stock List.” 
The firm’s slogan is, “If we don’t 
have it. it can’t be found in town”, 
effort is made to 
sought by 
originarily 


all over the 
them receive 


however every 


obtain merchandise 
customers but not 
in stock. 

The Andrews store, an “L” 
shaped establishment. has space 
100 by 100 ft. on Main St.. like 
space on Fourth St. 
annex 


found 


and a con- 
necting measuring 30 by 
50 ft. This has recently been sup- 
plemented by an additional space 
60 by 65 ft. on the ground floor 
and space 60 by 150 ft. in the 
basement. 

The founder of this store, D. 
G. Andrews, is retired now, but 
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the policies he instituted are being 
carried on by his son, D. H. 
Andrews and 
Andrews. 
their 
ment-employee relationship. With 


An important factor in 
operation is the manage- 
125 employees on the payroll 
there is surprisingly little turn- 


over in help. 


yo eae 
i 


- lagebbaedsiai rit 
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erandson, D. W. 


“We take care to choose the 
right type in the beginning,” Mr. 
Zugsmith explains. “An efficiently 
run store must have well-trained 
When an employee 
does something wrong, it is not 


employees. 
because he wants to, but because 
he doesn't know any better. That 
is not his fault. It is yours for 
not teaching him properly.” 


Music in the Store 


Another Andrews conviction is 
that if you keep employees happy. 
you dont have to worry about 
their work. And it is a fact that 
in this store everyone seems to 
be working hard, but to be liking 
it. An feature is soft 
wired-in music. It is so unobstru- 


unusual 


sive that customers hardly notice, 


it, but the employees say that it 
keeps them in good spirits and 
prevents exhaustion during the 
working day. 

In addition to the salesmen and 
stock clerks, 
buyers. 


there are seven 

The Andrews store was moved 
35 years ago from Pasadena, Cal., 
in a one horse to Los 
Angeles, where space 25 by 40 ft. 
on the present site was occupied. 
In addition to the floor 
operations, 


wagon, 


main 
there is a salesroom 
and storage basement, into which 
five doors on the alley have chutes 
for taking 


receiving department. 
D 


merchandise into the 





Some of the 5000 sizes and styles of gears in the Andrews stock. 


HARDWARE AGE 














Is 


Most 
mont 
full o 
It’s 
fathe 
suital 
boys | 
high s 
finer 
hood 
rifle? 
casio! 
when 
his be 





LAR 


ee 


Now’s the 
Model 514 
from grad 
going on ' 
people’s c 
bilities. T! 
that “‘first 
boy—and 
imately 1! 
ages of 10 
owners of 


JUNE 3 








se the 
”” Mr. 
riently 
rained 
ployee 
is not 
Pcause 
_ That 


rs for 


ion is 
appy. 
about 
t that 
ns to 
liking 

soft 
bstru- 
notice, 
hat it 
and 


+ the 
1 and 
seven 


10ved 
Cal., 

Los 
10 ft. 
pied. 
floor 
room 
vhich 
hutes 

the 


\GE 




















Most emphatically— YES! This 
month of June can find your store 
full of examples. 


It’s graduation month, and proud 
fathers will be on the lookout for 
suitable graduation gifts as their 
boys graduate from grade schools, 
high schools and prep schools. What 
finer gift for a boy entering man- 
hood than a man-sized Remington 
rifle? When it comes to a special oc- 
casion like a son’s graduation—or 
when a father buys something for 
his boy—the best IS none too good! 








Is the Best Really None Too Good? 


An appeal to the father’s pride in 
his son may help you make the sale 
—by showing him the best . . . one 
worthy of his son. . . a Remington! 
You can wholeheartedly recom- 
mend any Remington because you 
know that nothing but the finest 
materials are used, and nobody 
but skilled craftsmen makes and 
assembles Remingtons. 

Any proud parent will be glad to 
know that ‘‘the apple of his eye’’ 
is getting a Remington gun, for, as 
every parent has often said—‘‘Noth- 
ing is too good for my son!’’ 








LARGE POTENTIAL MARKET FOR MODEL 514 





Now’s the time to get on the Remington 
Model 514 bandwagon. Kids graduating 
from grade and high schools. . . families 
going on vacations... trips... young 
people’s camps... all are sales possi- 
bilities. The 514 is also an ideal rifle for 
that “first gun’’ every father gives his 
boy—and latest statistics show approx- 
imately 18,000,000 youths between the 
ages of 10 and 19— many are potential 
owners of this straight-shooting rifle. 
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Then, too, there’s a fine secondary 
market for the 514. This includes older 
shooters who have a big game or match 
rifle and want a good, sturdy, low-cost 
22 rifle for “‘plinking”’ and hunting small 
game and pests. 

So aim forall possibilities—the young- 
ster just learning to shoot or the older 
sportsman who wants a fine “‘second”’ 
rifle. Everybody will be impressed by 
its modern design and many outstand- 
ing features. Everybody will be even 
more impressed by the price of the 
Remington Model 514. It’s LOW! Easily 
within the reach ofanyone’s pocketbook. 


| 





REMINGTON ANNOUNCES 


THE NEW MODEL 514 


A Quality 22 Rifle 
At a Popular Low Price 


Here's a brand-new high-grade 22 rifle- 
the Remington Model 514.Quality built, 
yet designed to sell at a popular low 
price. This new rifle has many fine fea 
tures you'll seldom see on rifles costing 
far more. These features will help you 


sell the Model 514. 


~y 


] . Triple Safety Fea- 
tures. Rotary Thumb 
Safety, Positive Fire 
Control, and Easy 
Loaded Cartridge re- 
moval. 





2. sturdy Construc- 
tion. Bolt and re- 
ceiver of selected 
steel for maximum 
strength. Full grip 
bolt handle. 


3. Modern Design 
Bolt. Has separate 
and positive auto- 
matic ejector and ex- 
tractor. Cocks itself 
when bolt hartdle is 
closed. 


4. Comfortable Pis- 
tol Grip. Fits large or 
small hand. Self- 
cocking bolt. Corru- 
gated trigger. 


5. Easy Take-Down 
with just a coin. 
Screw cannot be lost. 
A handy feature when 
cleaning rifle. 


6. Only 29 Inches 
Over-All when taken 
down. Rifle can be 
tucked away for car- 
rying. 

















The upper part of 
the front is of 
shining aluminum 
and catches the 
eye. There's a 
minimum of ob- 
struction and a 
sidewalk - shopper 
has a clear view 
of the interior. 
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Color is the 


Three moves and three expansions in 10 years 
has been the record of Pires Hardware and its 
present home is light and bright in appearance. 











Keynote 


te ENTY-FIVE years of 
experience and ideas were back 
of Antonio M. Pires when he 
opened his new and _ colorful 
hardware store last November. in 
a textile area in the northern part 
of Fall River, Mass. Mr. Pires 
built his store as an adaptation 
of his own ideas and of stores 
he had seen in other sections of 
New England. 

Pires’ Hardware has a_ brick 
and aluminum front, the top por- 
tion being of corrugated alumi- 
num on which is superimposed a 
green neon sign. The show win- 
dows are of the visual type, with 
narrow and low base ledges. per- 
mitting a full view of the bright 
and colorful interior. Ceilings 
and side walls are off white and 
the display fixtures are finished 


This side concentrates on men's 
merchandise which appeals both to 
the city man and the farmer. 
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Walipaper—pienty 
of it — holds the 
stage here. There 
is ample space in 
which customers 
may make an un- 
hurried choice of 
patterns. And the 
easy chairs make 
the task a pleas- 
ant one. 


in This Modern Store 


in pastel green. The 9 by 12 ft. 
office is painted in a flat pale blue 
and the entire building is illu- 
minated with fluorescent fixtures, 
with the exception of several win- 
dow spotlights. 

The color and brightness of the 
interior is further enhanced by 
wide aisles and easy-to-reach dis- 
play units. Only bulkier items 
are shown on the display ledges. 
Although serving as a neighbor- 
hood store, Pires also does con- 
siderable trade with farmers and 
the firms’ truck makes deliveries 
within a 25-mile radius. Occa- 
sional radio advertising and sea- 
sonal newspaper ads help take the 
store’s messages to a wide circle 
of people. 

Prior to entering business for 
himself Mr. Pires was a salesman 


A wide variety of home needs is 
featured on this side. Wide aisles 
make for an easy flow of traffic. 
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for another retail hardware con- 
cern now out of business 

and worked in it for 14 years. 
In 1936 his first store. about 20 
by 40 ft. in size. was opened and 
was succeeded by quarters on the 


same street and measuring 30 by 
50 ft. The new store at 1556 N. 
Main St., was occupied on Nov. 
28. 1947. and in addition to its 
showrooms 40 by 75 ft. has a 
warehouse building 30 by 50 ft. 














Photographs on Display Panels 
Increase Sales and Save Time 


C nsrowens who ap- 
proach the door panel displays 
of staple hardware items at the 
Belle City Hardware. 3214 Wash- 
ington Ave., Wis., dis- 
cover that what they are looking 
at are not the actual sample items 
themselves, but excellent photo- 


Racine. 


eraphic illustrations of them. 

There are 12 of these panels 
and they are indirectly lighted. 
The result of displaying samples 
of this type, says Byron C. Ras- 
mussen, son of the founder, 
Charles O. Rasmussen, is that 
business on such sampled items 
has increased 40 per cent. 

The photographed panels are 
realistic enough to fool almost 
anyone from a distance, but when 
the prospect comes closer, he can 
easily see that they are photo- 
graphic reproductions. Through 
this method it is possible to dis- 
play the entire lines at all times. 

“We like this display idea very 


f 
Pin hits ; 
ae. . 


‘ 


Belle City Hardware uses likenesses instead 
of real merchandise. Sales of items sampled 
in this manner have increased 40 per cent. 


much because it is paying off in 
more sales,” says Mr. Rasmussen. 
“Using this method, we know 
that items will never get dusty 
or be taken down and sold to a 
customer. It is possible to clean 
the panels with a cloth so they 
are attractive at all times. To 
clean displayed samples 
take much more time.” 


would 


Aids Sales 


“Our display method enables 
us to sell all samples which we 
That also 
gives us turnover on those items. 
With 12 panels shown we have 
increased our display of 
chandise in stock through pic- 


formerly displayed. 


mer- 


tures, and we are thinking of add- 
ing more panels in the future.” 
Mr. Rasmussen points out that 





an ae 





some of the articles shown photo- 
graphically, trowels, 
electrical 
the like, would be very difficult 
to mount. due to weight, length, 
attachments and other problems. 


such as 


wedges, supplies and 


Photographically, however, the 
display features have been en- 
hanced and the weight problem 
eliminated, along with the work 
of dusting and replacement. 
“We do an excellent 
on electrical 


business 
items,” says Mr. 
Rasmussen, “and our panel dis- 
plays have been partly responsi- 
ble. We sell about $30,000. of 
electrical supplies to 
idents, especially factory workers 


city res- 


who are home owners. We have 
some farm 
supplies. but the bulk of the vol- 
ume is sold right in Racine, which 
is quite an industrial community.” 


trade on electrical 


These clear photographs, mounted on indirectly illuminated panels, 
have greatly lessened the problem of cleaning and boosted sales. 
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In every link 
SECURITY 


and 


SATISFACTION 


Customer satisfaction is a certainty when you 


sell Cleveland Chain. 


Every item in the Cleveland line is precision 
designed, manufactured to rigid standards 
and carefully tested. There’s security, safety and 
satisfaction in every link. 


Here in Cleveland members of our plant super- 
visory group (foremen and superintendents) 
average 26 years of service. Six have exceeded 
40 years. Many families claim three generations 
in our plants. 


Since its inception, our company has been 
actively and continuously managed by practical 
chain makers. Today management is vested in 
three grandsons of the founder each of whom 
possesses over 30 years of chain experience. To 
these men the production of fine chain is more 
than a business. It is a tradition to be upheld... 
a reputation to be carefully guarded ... a recog- 
nized responsibility which assures you that every 
Cleveland Chain product will be unsurpassed 
in quality. P& P—b004 


Security in Every Link 











Certified — 


CHAIN INSTITUTE 


Member 






Ot 


Typical of the experienced personnel of the 

eveland Chain organization is Leroy Dick, 
general superintendent of The Electric Weld 
Department. He has a background of 40 years 
in the chain industry. 
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500,000 Ib. chain testing machine. 


Each length of Proof Coil Chain, BBB Chain 
and Super Steel Chain is carefully inspected . . . 
every link is examined, 


| VELAND [HAIN 





The Cleveland (hain & Mfg Go. 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
e The Bridgeport Chain & Mfg. Co., Bridgeport 1, 
Connecticut e Seattle Chain & Mfg. Co., Seattle 8, 
Washington e Round California Chain Co., So. San 
Francisco and Los Angeles 54, California ¢ Woodhouse 
Chain Works, Trenton 7, New Jersey. 
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Sales of ‘Little’ Items Increase 
Dollar Volume 15 Per Cent 


Rosner's Hardware Store uses a five-point 
program to create a demand for these small 
aticles and it brings profit to the firm. 


ao 

T is just as impor- 
tant for a hardware dealer to 
make sales of little items as it 


is for bigger ones,” says Abe 
Rosner, of Rosner’s Hardware 


Store, 1305 Kaighn Ave., Camden, 
N. J. “And by little sales, I mean 
such items as packages of seeds. 
glass, putty, insect wire screen- 
ing, floor waxes, polishes and the 
many other small items handled 
by hardware dealers.” 

““As a rule, we have found that 
most of our customers come into 
our store with special purchases 
in mind and do not browse 
around as they would in stores 
located in main Because 
they have special items to buy, 
they sometimes forget the small 
items which means that we have 
lost several small sales that may 
have added up to good sized ones. 
Knowing this, we have laid spe- 
cial emphasis on the ‘little’ items 
that we want to remind customers 


of.” 
Creating a Demand 


cities. 


Mr. Rosner has worked out a 
five-point program to create a cus- 
tomer demand for all of his so- 
called “‘little” items. Customers 
must be reminded of them and 
demand created for them. His pro- 
gram was worked out with the 
help of his two brothers and son, 
who are all joint partners in the 
store. 

“Hardware stores have hun- 
dreds of ‘little’ items, Mr. Rosner 
explains, “but of these hundreds, 
only several ought to be high- 
lighted periodically to make 
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Insect screen wire is 
displayed on a pillar in 
the center of the store 
which is prominently in 
view. Suggesting it to 
patrons has increased 
sales considerably. 


added sales to those customers 
already in our store or those com- 
ing in. In selecting these added 
sale items, various factors must 
be taken into consideration, such 
as seasonal needs, price and size 
of the item. If an item is not 
immediately needed or if it is 
above the moderate price range or 
too bulky to carry home, the sale 
of such items can sometimes 
prove difficult to make. For this 
reason we have to take all these 
points in consideration before 
playing up any selected ‘little’ 
items for special sales efforts.” 


Timeliness Important for 
“Little” Items 


“Timeliness is the first consid- 
eration in selecting ‘little’ items. 
Usually this is determined by the 
seasons,” says Mr. Rosner. At 
this time of the year, we are fea- 








turing packaged seeds, panes of 
glass for window replacements, 
brushes to go along with paints 
and wire for screening and fenc- 
ing. Having selected these ‘little’ 
items, our next concern is to 
promote them and these arrange- 
ments have been worked out as 
well.” 


Display Comes Next 


In promoting these “little” 
items in the store, Mr. Rosner’s 
second consideration is display. 
Having recently remodeled his 
present building, he knew that he 
had to do something in order to 
highlight these items. 

At the entrance to the store, 
he made a display of seed pack- 
ages that covered an entire four- 
step aisle table. This is an eye- 
catching mass display seen by all 
entering and leaving the store. 
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SHEFFIELD SUPER-KROME 


Here it is—the nation’s favorite when it comes to-fine 
aluminum paints! This popularity must be deserved! Dealers everywhere feature it because: 





@ One Coat Covers Everything @ Perfect for Undercoating 

@ For Exterior or Interior Use ®@ Flows on Satin Smooth 

@ Heat Resisting @ Will Not Lose Its Brilliancy 

@ For Wood, Brick or Metal @ Ready Mixed — Ready To Use 


It is not necessary to stock 3, 4, or 5 grades of aluminum paint when SUPER-KROME ALONE 
does the job—and does it better! It costs no more to give your customers the-best — give them 
SUPER-KROME — and they'll come back for more. Me 

REMEMBER—Super-Krome Is PRE-SOLD To Your Customers By National Advertising in GOOD HOUSEKEEPING Magazine 

























SHEFFIELD GOLD LEAF FINISH 


it has taken months and months of patient research and develop- 
ment—and NOW WE HAVE IT! Here is the smoothest flowing gold 
paint— that flows on satin smooth — just like gold leaf! A new 
improved formulation solves all the problems of gold paint 
application! It is ready mixed—WILL NOT TARNISH IN CONTAINER—and retains it’s 
pure color in the jor. Here is a fast seller — because it is the ideal decorative and 
touch-up paint. Feature it and watch your sales mount. 





% 





Writé\ Today for further particulars and a catalog of the 40 other Sheffield Fast Sellers, as well as the dealer helps Sheffield 
offers! Wadow and counter displays, window streamers, newspaper mats, envelope enclosures—Write TODAY to Department 00 


Shetticld Arcee PAINT CORPORATION ge 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 6, OHIO 




















Mr. Rosner shows his wall display of brushes. He sells more brushes 
from this unit than from the open table displays showing more items. 


The small price tag amounts of 
10, 15 and 25 cents act as an 
added ineentive to make a small 
additional purchase. This seed 
display has been instrumental in 
selling thousands of packages of 
seeds which were not sold last 


year at the same time. 
Window Glass 


As for the window glass, Mr. 
Rosner made a_ special display 
next to the finished window 
frames. pulleys, sash and other 
large sign 


supplies. A 


window 
above the glass section reads, 
*VYou Need Glass Too.” For paint 
brushes a 20 in. wide space was 
cleared of paints. Small extend- 
ing ledges from the wall hold 
brushes which are shown directly 
in the center of the paint section. 
Customers selecting paints from 
the wall displays can’t miss the 
brushes. 

“Although we have open table 
displays of brushes, we sell more 
from this wall display than from 
all the tables added together,” 
Mr. Rosner says, “which just 
proves a point of ours, which is 
to make tie-in sales. And inas 
much as this wall display shows 
low priced brushes, three out of 
every five customers take a paint 
brush with their cans of paint.” 

Mr. Rosner has a special dis- 
play of insect wire screening and 
fencing. Around the supporting 
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His ads read, “Don't forget 
these ‘little’ important items on 
your way to our store, or better 


still, phone us and we’ll deliver.” 
Suggestion 


But his main selling feature is 
through the power of suggestion 
by his employees. “Our employees 
have been instructed to suggest 
our ‘little’ items before they con- 
clude a sale and ring up the cash 
register. When a customer is buy- 
ing paint, a brush must be sug- 
gested. If they are buying win- 
dow frames or supplies, glass is 
pointed out. And if a customer 
is buying gardening tools or sup- 
plies, seeds and wiring are sug- 
gested as a final item. Whenever 
we change the sales of our ‘little’ 








Glass is always suggested to customers at the end of 
a sale for window frames, pulleys or similar articles. 


pillar in the center of the store 


he has rolls of sereening on 
extending angle irons. But he has 
only displayed a few rolls of it, 
those which he knows to be most 


popular. 
Sales Promotion 


Having selected the “little” 
items that he is going to promote 
and made displays of 
them in the best possible locations 


in the store, Mr. Rosner’s next 


proper 


move is to promote the sale of 
these items. In newspaper ads he 
plays up these “little” items while 
advertising his home appliance, 
plumbing supplies and hardware 
articles. 


iiems, our employees are imme- 
diately told when to suggest them 
to customers, at the close of a 
sale and when the customer is 
buying allied lines.” 

Mr. Rosner feels that the sales 
of his “little” 
able to increase the total dollar 


items have been 


volume of his business by at least 
15 per cent every week and at a 
handsome profit to the Rosner 
Hardware Store. 

These items may be small in 
themselves but they total an im- 
pressive amount at the end of the 
vear. And there is alw ays the pos- 
sibility of selling a small item and 
having it lead to the sale that will 
be decidedly worth while. 
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cash 
buy- the automatic water pumping 
sie system for shallow wells that 
win- 
ss is OUT-PERFORMS ALL OTHERS 
fomer 
 Sup- In the laboratory...in the 
sug- field,month in and month 
ibe out, year in and year out, 
matagel erformance proves 
little’ ERIO superiority. 
The simplified LERIO 
principle makes installa- 
tionand maintenance easy 
as ABC. Here is the pump 
® that fits directly onto the 





well pipe or casing...re- 




















{Ss quires no additional 

> | ~*4 plumbing, no separate 

_ ~~  s storage tank...delivers 

4 > @ fresh water right from 
; the well. 





















ANYONE CAN INSTALL! 














SO 3 Here is a new form of garden lighting that brings glowing 
xe nighttime beauty to the garden and new profits to you! 

| THE LER 10 Sensationally new FLORALITE lights rose bushes, hedges, 
evergreens, pathways. Dozens of uses areund every home! 

Simple to install, just plug into any electrical outlet. A single 

FLORALITE sale is bound to bring additional sales because 


Simplicity of Design unit after unit can be added. FLORALITE’S amber color 


t * % does not attract insects! Height 24”, plus 8” push-in-ground 
at 5 tur d ness of Con base, Complete with approved weather-proof cord. 


t+ +4 H + 

struction, brings to your customers... NATIONAL ADVERTISING _.. Sensational campaizn 
to millions of families is creating a big demand for 
' FLORALITE. Look for these sales-getting ads in— Saturday 


ae UW sae Evening Post, Better Homes & Gardens, The Home Garden, 
—— ae ‘ Low Initial Cost Flower Grower, Popular Mechanics Magazine, etc. 
ail ° . 
. FREE! FLORALITE STORE DISPLAYS, 
2. Low Operating Cost COLORFUL FOLDERS, NEWSPAPER MATS! 


imme- Sy Bn ep Free, electric-lighted store display 
. them . ; ne oleng exhibit an — 
7 unit in o ration Wi 

of a 3. Low Maintenance Cost be furnished with first caked Beau- 
“a tiful illustrated 3-color folders are 

ner 1S supplied for counter pick-up use or 
for mailing to your customers! Free 
newspaper mats in one, two and 
three columns sizes are supplied for 
































































































































! ONE INSTALLATION WILL 
» sales SELL A WHOLE The main fea- 





































































































































heen tures of the your local newspaper advertising! ! 
lollar NEIGHBORHOOD! LERIO Pump 
aotial \@ wl are covered MAIL COUPON TODAY! 
t least \ ke by U.S. Patent Peer are eee es 
d at a ¢ ; Numbers STEBER MFG. CO. 
~ <a” 2091499, 1 Dept. 87, Maywood, Illinois t 
Rosner 2394191 4 Please ship through my jobber os follows: ' 
1 : FLORALITE Garden Lighting Units i 
I FLORALITE Free Folders ‘ 
all in 1 OD Point-of-Sale Display C) Newspaper Mats " 
an im- I [CD Please send more information! i 
° Nome. 
of the : poem 
1e pos- 1 City, Zone. State. i 
m and Jobber’s Nome. t 
’ I le t Sold by electrical wholesalers, hordware jobbers, 
at wi = r | florists’ supply houses, 8 
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EVERAL hundred members 
from the three western dis- 
rricts of the National Contract 
Hardware Association and _ the 
American Society of Architectural 
Hardware Consultants met for 
their third annual Pacific Coast 
regional conference at the Olym- 
pic Hotel, Seattle, on April 27, 
28 and 29. 

R. N. Kuist was chairman of 
the general committee which con- 
ducted a busy schedule of speeches 
and round table discussions, as 
well as entertainment. 

After registration the members 
convened at a special luncheon. 
This was followed by a boat ride 
which took members and _ their 
wives through the locks connect- 
ing the lakes in Seattle and down 
Lake Washington to the famous 
concrete (pontoon-type) floating 
bridge. 


Joint Meeting 


A joint meeting of the two 
groups was held on the second 
morning and included announce- 
ments, introductions, reports, and 
the keynote address given by 
Albert H. Heath, vice-president of 
Hunt & Mottet Co., of Tacoma, 
Wash. 





A 72 per cent increase in the 


use of electricity in this 
country by 1958 was forecast by 
Gwilym A. Price, president of the 
Westinghouse Electric Corpora- 
tion in a recent speech before the 
annual convention of the Edison 
Electric Institute. Mr. Price esti- 
mated that in the next 10 years 
total annual sales of electric 
power will rise to approximately 
374 billion kilowatt hours. 


Growth to Come 


“When that figure is attained, 
as we predict that it will be, the 
American public will be using 
in one day as much electrical cur- 
rent as it required in six months 
in the earliest years of this cen- 
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Builders Hardware Men Meet on West Coast 


In the afternoon each 
held its own round table discus- 
sions. Those participating in the 
NCHA discussion were Lawrence 
Stuart, A. H. Morgan and Tom 
Shannon. The ASAHC partici- 
pants were R. W. Wainwright, 
John Whitty and Ralph Compton. 


group 


Morning Session 


The morning session on the last 
day was a joint meeting at which 
round table reports were given. 
This followed by a general dis- 
cussion of group insurance pro- 
grams. The session was brought 
to a close with an address by 
Martin W. Chamberlain, executive 
officer, Department of Extension, 
University of Washington. 

After a joint luncheon the ses- 
sion was resumed with R. N. Kuist 
acting as chairman. John Schoener 
gave a report on the 
and background of the two organ- 
izations. Resume of the confer- 
ence was given by Orville Meister 
and John Soeffing. The conference 
came to an end with 
remarks by R. N. Kuist. 

The members and their wives 
soon after assembled at the coun- 
try club for cocktails, banquet 
and dancing. 


activities 


closing 


Electric Use to Increase 72 Per Cent 
In 10 Years 


this tremendous 
generating facil- 
to be 
the 


tury. To meet 
demand, power 
will 
80 per 


ities have increased 


cent over present 


installed capacity — an annual 
increase of over four million kilo- 
watts, even without replacement 


of obsolete equipment.” 
The Prime Reason 


Improved living standards are 
a prime reason for predicting 
that there will be a 72 per cent 
increase in the average use of elec- 
tricity by residential customers, 
while the number of customers 
increases by one-sixth. 

A 42-per cent rise is expected 
in the number of farm customers, 
to the point where nine farm 











TRUE TEMPER 






















Dynamic Nail and Rip- 
per. Exclusive patented 
design. 


| case 


y, * WaArcHeErts: 


Patented Dynamic De- 
sign. Power centered 
balance. Years ahead in 
value and utility, 


* AXES: 

The Perfect and Flint 
Edge. Balance and utility 
wins universal user 
preference. 


* SHOVELS: 
The Solid Shank and the 
Dynamic forged socket 
- ++ both forged in one 
piece from a bar of steel. 


* STEEL Goons: 
Value leaders for more 
than LOOyears.Fire-Hard- 
ened handles add extra 


C1 43-km Cad 


utility. 
Aa 4 
_- © pops AND BAITS: 
i The Rod of Champions 


e+. The Lure of Experts. 


HEDGE AND 
PRUNING SHEARS: 
Complete new line, fine- 
ly designed for top effi- 


Ciency. 
© orass 
CUTTING 


TOOLS: Complete line of quality 
tools produced by modern methods on 
modern equipmeat 


Ge Shaffla 
TRUE TEMPER 
PrRoOUcCTS 
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OUTWEARS 


SEVERAL PAIRS OF 
ORDINARY GLOVES! 





TIGER GRIP is the glove that has proven its 
true worth on the job. It gives the worker 
greater protection because its specially knitted 
material contains hundreds 
of “‘loops”’ that cushion the 
hand. Soft and comfortable 
—cool in summer, warm in 
winter. By actual test it OUT- 
WEARS several pairs of ordi- 
nary woven fabric gloves. 








“A BETTER WORK GLOVE 
FOR EVERY PURPOSE’’ 





NO. 271PK—LEATHER PALM GLOVE 


A quality safety glove. Leather palm, thumb and 
finger tips. Leather knuckle strap for extra pro- 
tection. 


ADVANCE manufactures a 
complete line of cotton and 
leather gloves, welders gloves, 
wire-stitched gloves—a complete 
line of safety and protective 
clothing for every industry. 


52 page CATALOG 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo» Chicago» Rome, Ga. 
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families eut ef every ten in the 
nation will be benefited 
electrical service. The 
farm load should go to 
kilowatt hours and_ this 
the sale of current 


from 
average 
annual 
4,000 
would mean 
to rural customers would be more 


than doubled. 


Small Businesses 


The forecasts show that the use 
of power by small businesses — 
industrial and commercial — will 
rise by one-half, while demand 
from the large industries and com- 
mercial establishments is likely 
to climb even more. 

“In this survey, we have tried 
to be hard-headed and realistic. 
The estimates are based, so far 
as possible on fact; they are not 
mere extensions of curves of past 
performance. However, large as 
are these charted increases, we 
sincerely believe that our predic- 
tions are on the conservative side. 
This is because numerous trends 
that may 
be calculated with a fair degree 
of accuracy, some that are less 
tangible.” 


are at work — some 


Although the difference between 
the bi-weekly and the semi- 
monthly interval “does not seem 
very significant, in actual prac- 
inter- 
changeably as bases for measur- 


tice the two are not used 


Of the com. 
companies surveyed 355 (or 8] 


ing compensation.” 


per cent) pay wages on a weekly 
basis. Of the remaining 
panies, 60 pay every other week, 
that pay 


com- 
as against 24 se mi- 
monthly. 

On the other hand, in paying 
their salaried employees, 195 
companies use the semi-monthily 
interval exclusively, as against 36 
that pay at bi-weekly intervals. 

On the basis of the reported 
practices of more than 400 com- 
panies in each of the two years 
(1937 and 1948) selected for 
comparison, “there seem to have 
been some shifts in the interven- 
ing years in the prevalence of 
various pay periods.” 

For wage payments, the semi- 
monthly interval was used by 18. 
per cent of the cooperating com- 
panies in 1937 and by only 5.3 
per cent in 1948. The weekly and 
bi-weekly intervals registered cor- 
responding gains. 

As a basis for paying salaried 
employees, the weekly period has 
become “less 
1937.” Of the 
panies, 28.7 per cent made weekly 
salary payments in 1937, as 
against 20.9 per cent in 1948; on 
the other hand, the bi-weekly and 
monthly intervals have each be- 


prevalent — since 


reporting com- 


come more widely used than in 
1937. 








Sales of Hardware Wholesalers 
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When Is Pay Day? 
OURLY rated production 


workers in four out of five 
companies are paid weekly, ac- 
cording to a survey of the person- 
nel practices of over 450 com- 
panies which has just been com- 
pleted by the National Industrial 
Conference Board, 247 Park Ave.. 


New York. In a majority of 
the remaining companies, these 
workers are paid every other 


week. 

Prevailing practice, 
uniform for 
employees, the Board 
“Roughly, two out of five com- 
panies pay all their salaried em- 
ployees twice a month; one out 
of five pays weekly. Practically 
all the remaining companies 
either pay at bi-weekly or at 
monthly intervals, or they pay 
different subdivisions or levels of 
different 


however. 
salaried 
found. 


is less 


the salaried force at 


intervals.” 
Large and Small 


The survey included both large 
and small companies in a variety 
of industries. Some correlation, it 
was found, existed between size of 
company and length of pay per- 
iod. Thus. 8] per cent of all the 
cooperating companies pay their 
hourly workers on a weekly basis. 
But 87 per cent of the companies 
with fewer than 250 employees 


pay weekly, as against 77 per 
cent having more than 5.000 
employees. 

The same tendency is found. 


the survey continues, in the pay- 
ment of salaried employees. Of 
all the participating companies, 
20.9 per cent report paying sal- 
week. “On 
appears that 


aried workers 
further 


28 per cent of the companies with 


every 


study, it 


fewer than 250 employees pay all 
salaried employees on a_ weekly 
basis, as against 18 per cent of 
the companies with between 1.000 
and 4,999 


against none of the cooperating 


employees, and as 


companies with 5,000 emplovees 
and over. 

Thus, the analysis points out. 
the smaller companies seem 
slightly more disposed than the 
large companies to pay all wage 
amd salaried 


\“ eekly 


employees on a 


basis. 
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THE MARKET’S BIG 


..-FOR pu Pont PRO-TEK 


REG, U. S. PAT. OFF 


Hand Protective Cream 


For mechanics, painters, factory workers, motor- 
ists and housewives . . . wherever hands have a 
dirty job todo... Du Pont PRO-TEK is a popu- 
lar skin protectant! 





Just rub on PRO-TEK like a cold cream. It 
acts like an invisible work glove—guards 
hands against paint, oils, and grime. After 
work, it washes off quickly . . . taking all the 
grime with it. 













Display PRO-TEK on your counter 
and see how fast it sells. Show it when 
you sell paint, floor wax and other 
products which soil the hands. Your 
jobber can supply you. 

E. I. du Pont de Nemours & Co. 
Inc.), Wilmington 98, Delaware. 


REG. U.S. PAT.OFF. 


BETTER THINGS FOR BETTER LIVING 
-.. THROUGH CHEMISTRY 
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s No. D119 Illustrated 
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Padiocks Sell 


; es 
trom this Fr 





This bright red display 
board is free with any 
one of Slaymaker’s ‘“‘D” 
Series popular priced 
padlocks. Like an extra 
salesman in your store, 

| it will make extra profits 
' for you. Your jobber can 
tell you all about these 
newest Slaymaker Dis- 
4 plays. Ask him today. 
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Pioneer Kansas Store Just Coming Into Its Prime 


(Continued from page 68) 


year than last, but we also realize 
that we will have to do a bigger 
volume to realize the same 
amount of net profit, because of 
the increased cost of doing busi- 
ness this year,” states Mr. Vincent. 


Modernization Helps 


“Modernization helps a lot, but 
youve still got to go out and 
work for the business. 
business is becoming more stabil- 


Jecause 


ized the increase we show this 
year will be primarily the result 
of greater sales efforts and 
advertising. 

“To make the same profit as 
last year I figure that we will 
have to do about 20 per cent 
more business, because of in- 
creased costs and the margin of 
profit remaining unchanged,” 
states Mr. Vincent. 

“Just one instance of increased 
costs is in the delivery and instal- 
lation of appliances and other 
major items. The day is past when 
a customer will load an oil heater 
or washing machine into his car 
or truck. During the war we prob- 
ably sold 50 water heaters which 
the customers picked up at the 
store. Today on such sales we 
have to send a man out to make 
the installations. When we sell a 
stove today weve got to promise 
to set it up and put it into operat- 
ing order. 

“We're going to have to spend 
more money for advertising and 
we're going to spend more for 
soliciting business. Or salesmen 
will have to try to make two sales 
where they made one before.” 


A Future Market 


One market which this store 
will try to develop even more 
than it has in the past is Sun- 
flower Village, a large housing 
project which is peopled almost 
exclusively by veterans attending 
Kansas University, and their 
families. 

The university, which is on the 
outskirts of Lawrence, has an en- 
rollment of approximately 9,000 
students this year, which is almost 
double what it was two years ago. 


Practically all of these veterans 
and their families have to depend 
largely on their G.I. subsistence 
allowances, so they can buy little 
more than the necessities of life. 
However, what they buy in the 
aggregate amounts to consider- 
able business for the stores in 
which they do their buying. 

There are 7,000 of the Kansas 
University students and _ their 
wives living in Sunflower Village, 
which was built to provide homes 
for workers at a powder factory 
which flourished during the war. 
This village is 13 miles from the 
hardware store, but there is a 
regular weekly delivery service. 


Outside Salesman 


The hardware store sells a sur- 
prising number of washing ma- 
chines to these G.I. householders, 
who find them very essential and 
desirable possessions. Almost all 
of these are bought on “time.” To 
promote the sale of appliances. 
and its other merchandise as well, 
the Lawrence store has an outside 
salesman working in Sunflower 
Village this year. 

There are four regular sales- 
men in the hardware section and 
three more in the appliance 
department, and several college 
boys work part-time on certain 
afternoons. 


Commerce Dept. Reports 
Decrease in Number of 
New Home Furnish Stores 


HE rate of growth of retail 

home furnishing, radio and 
appliance stores fell of markedly 
during the last half of 1947, ac- 
cording to the U. S. Department of 
Commerce. 

In the period from July to Dec., 
1947, the report indicates that 66 
out of every 1,000 stores in the 
appliance and radio field were 
new. The figure was 395 new 
stores out of every 1,000 in 1946. 

Sixty-eight out of every 1,000 
home furnishings stores was new 
during the July-December, 1947, 
period, compared with 275 out of 
1,000 in 1946. 
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BROTHER, HERE'S A FAST SELLER 
THAT REALLY MEANS PROFIT! 





are 
self-sellers that will move off your counter with- 
out any extra selling “push” from you. These 
handsome, durable cord sets are now offered on 
a new eye-catching counter-display merchandiser 
that will stop customers and make ’em buy—and 
they’re priced to show you a real profit. 

Almost every home has frayed or unservice- 
able cords and dangerous, damaged plugs on 
lamps, clocks, radios, fans, and other light-duty 
appliances. This new counter display appeals 
to the big, new group of men and women with 
“home repair” skills, who take the attachment 
of replacement cords in stride. 

Flamenol cord sets have a strong, molded-on 
plug that’s durable and that holds the prongs 
straight and true. The thermoplastic insulation 








is good looking and easy to clean. 

Each cord-and-plug set is a completely assem- 
bled unit, ready to be attached with minimum 
fuss and bother. Sell them directly from the dis- 
play. When the card is empty, and it will be often, 
simply insert a new one and-start selling again. 

Ask your regular General Electric merchan- 
dise distributor to show you this new self-selling, 
fast-selling profit builder. Let him show you a 
sample package — with counter card and four 
product cards—each holding six cord sets. He'll 
tell you about the attractive prices and the liberal 
distributor - dealer discount setup that permits 
highly satisfactory returns. Better order from 
him now and get in on this new profit maker. 
For information write to Section D11-638, 
General Electric Company, Bridgeport 2, Conn. 


*Trade-mark Reg. U.S. Pat. Off. 
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Stacy's is a big store and window shoppers can see the interior of it 
without difficulty. Each of the connecting stores has a wide entrance. 


Display Stops ‘Em-Salesmanship 
And Demonstrations Do the Rest 


| ED Stacy, owner of 


Stacy’s, Reedsburg. Wis., has al- 
ways believed that the store with 
a large volume of store trafhe 
should be able to speed its turn- 
over of merchandise through effec- 
tive display and salesmanship. 

Now, after seven years of effort, 
he has store space which meas- 
ures 80 bv 8O ft. on a first floor 
level. approximately the same 
space ona second floor level and 
a 40 by 80 basement store space, 
used for the showing and selling 
of appliances and linoleums. 

Theory Vindicated 

His theory about increased 
store traffic has been vindicated 
because business has increased 
regularly for the past two years 
since he took on the additional 
store space an arrangement 
which really gives him two stores 
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And all three have aided Stacy's during the 
past seven years which have seen a notable 
expansion in the size of the establishment. 


in the heart of the downtown of 
this little city of 5.000, The two 
stores are connected by large 
arches which permit traflic to flow 
easily between the divisions. 

Mr. Stacy started in business in 
Reedsburg in about 1940 as a 
franchise dealer. Sales moved 
along at a fairly lively clip, but 
he longed to be a truly independ- 
ent businessman with a variety 
of lines which would suit the 
needs of his community. 

Therefore. in 1941 he moved 
into the first of the store build- 
ings which he now occupies and 
installed hardware, paints, wall- 
paper and housewares. 

“We went in for neat, clean 


display windows, — with open 


backs.” he says. “and we put 
hard work and _ intensive sales- 
manship to every task. We worked 
on the belief that the paint cus- 
tomer was also a hardware and 
appliance customer, that he or 


she needed other items for the 


home which we stocked.” 
Sales Grew 


By using suggestions of this 
sort with almost every customer. 
the Stacy organization began to 
make more sales and satisfy the 
needs of many homeowners. Mr. 
Stacy backed this program with 
consistent newspaper and _ radio 
advertising. It wasn’t long before 


people from nearby towns and 
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BARNES 


rue new! THE STARTLING! BARNES 


” d 


Convenience 


> Permanently Self- 
“Lubricate 
Throughout / 


Prscstiniens different, the new, exclusive, patented 

Barnes Water System out-pumps, out-performs units 
six times its size. Delivers up to 450 G.P.H. at 20 lbs, 
pressure with suction lifts up to 22 ft. Precision 
engineered. Precision built. No plungers, rods, drive 
belts, pulleys, packings, or gear noise. 


It’s as simple as A-B-C. It’s rugged. It’s dependable. 
Two helical impellers turning at motor speed (1750 
R.P.M.) give an uninterrupted, non-pulsating flow of 
water — with greater volume and with lower current 
consumption. 


Impellers are permanently bonded and covered with 
Buna “N” (Goodrich Hycar)—the war-proved mate- 
rial famous for its resistance to abrasion, deterioration, 
and wear. These impellers moving in an accurately, 
and glass-smooth machined pump casing, give wind- 


DOES MORE WORK THAN PUMPS 
6 TIMES ITS SIZE 


Sell the Sest--Sell Barnes 
MANUFACTURING CO. 


MANSFIELD, OHIO 


MITY-MITE SHALLOW-WELL WATER SYSTEM 


a8 
shield-wiper action—a gentle sweeping of water at 
low pressures——a positive, gripping, non-bypassing 
action at high pressures, which means top efficiency 
at all times. Impellers and pump body are designed 
for minimum and point contact, and are unaffected 
by sand or grit. Pump body is made of special, solidly- 
cast hydraulic bronze— corrosion-proof and wear 


Plug-in convenience! Entire unit permanently self- 
lubricated! Life-time, leak-proof seal! Comes packaged 
with ali accessories and fittings! And jt’s low in first 
cost! Here’s a shallow-well system that will go like 
“hot cakes.” Here’s one more reason why the Barnes 
Franchise is the hottest thing in water-system profits 
today. Write today, or use the time-saving coupon 
below, for the full profit-making details. 


MAIL THIS COUPON TODAY! 
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Window displays, main floor displays and this sign tell people 
that the firm is in the major appliance field at all times. 


hamlets in addition to the local 
trade began coming to Stacy’s 
for hardware, appliances and 
other merchandise. 

The next step, in 1943 was to 
take additional store space 40 
by 80 ft. in size and to cut a 
couple of arches through the 
walls to permit traffic to flow 
through. 

“Tt gave us a lot of extra floor 


space,” says Mr. Stacy, “and we’ 


love it. Some people said we had 
too much display space, but it 
enabled us to make our aisles 


wider and to show more merchan- 
dise, which is very important in 
our program. With such an expan- 
sion, the addition of furniture 
was a natural step, so we divided 
the new store space between 
furniture and appliances. We also 
have furniture on display in the 
two upstairs stores. Our furniture 
business is growing rapidly, be- 
cause we have the merchandise 
people want to buy and we keep 
it displayed properly.” 

One of the important factors in 
Ted Stacy’s merchandising pro- 


gram is the staging of demonstra- 
tions in connection with the sell- 
ing of appliances. This store has 
lectures and demonstrations with 
the aid of manufacturer’s repre- 
sentatives and large crowds are 
secured for such events. 


“We have the room to handle 
demonstration crowds without im» 
pairing our service to customers 
who wish to buy in the store at 
the same time,” says Mr. Stacy. 
“And from such increased traffic 
we are making many sales. All 
these folks are interested in buy- 
ing items for the home, and we 
think in our various departments 
we've got a lot of merchandise 
to meet these needs.” 

While appliances are placed on 
the first floor in advantageous dis- 
play spots, the main appliance 
section is in the firm’s large, well 
lighted basement which can easily 
be reached by anyone entering 
the store. A large sign reading 
“Appliances...Linoleum,” lettered 
upon an arrow helps to direct 
traffic toward the basement stairs. 

There is indeed plenty of show- 
manship in Ted Stacy’s large 
store, remarkable for its extensive 
display in a small city like Reeds- 
burg. And his showmanship is 
reflected in the ever-growing 
annual volume of business. 


Hardware Dealer Boosts Community Event 


LONG about May 1 every 

year, Ray Goodall, hardware 
dealer at Harvard, Ill., can be 
seen going from one store and of- 
fice to another in this busy little 
city of 3,131 people. He carries a 
little black book with him which 
he uses a great deal during his 
calls. His job at that time of the 
year is collecting donations from 
business anl professional men to 
help finance Harvard’s annual 
Milk Day, held in June each year 
and which attracts approximately 
25,000 people. 

Mr. Goodall has been collecting 
funds for this event for a number 
of years for various reasons. In 
the first place, he believes that 
this worthwhile community event 
should be supported. Harvard 
prides itself that it is the capital 
of McHenry County, referred to 
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Here's the Goodall float at last year's Milk Day. 
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TOMORROW’S 


SUPER-TRAIN 


Demand for Porter ice Cream 
Freezers continues heavy, and 
prevents promise of immedi- 
ate delivery. But we'll be 
glad to send you specifica- 
tions and prices on the com- 
plete line, with the assurance 
that we will make every 
effort to fill your order as 
fast as conditions permit. 


NEW IMPROVED 1948 


HUSKY 


1CE CREAM FREEZER 


Like a car, like a train, like a plane — Husky 
is a product of engineering! Old-fashioned, 
old-world sand-cast gears are out. No more 
“gnashing” and ‘chattering’ to waste en- 
ergy and snap tempers. Husky is a modern mechanical marvel 
in the ice cream freezer trade. Try it and you'll agree. Husky 
is as good as it looks! 

FEATURE for feature the 1948 Husky ts in a class by itself — for 
performance! Husky does more than appeal to the eye — it 
appeals tothe arm that turns the crank, too. Never before has the 
200-year-old ice cream freezer industry worried its head about 
the aching muscles that wind up the home-made frozen good- 
ness. But now—Husky is engineered for super-smooth duty. 


Manufacturers of the Famous “Dolly Madison” Electric Ice Cream Freezer 





Manufacturers of America’s Favorite Ice Cream Freezers... YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 

















No. 9696-OC . 7259 x 42-OC 


' 


No. 5638-B 


No. C690 ; No. 5628-B; 





With these 6 popular Bassick 
casters, you literally have six aces 
up your sleeve because this versa- 
tile group can take care of the vast 
majority of your customers’ needs. 

They're fast movers, so be cer- 
tain you carry these numbers.. . 
it means more sales and satisfied 
customers. Order from your jobber. 

THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. Division 
of Stewart-Warner Corporation. 
Canadian Division: Stewart-Warner- 
Alemite Corporation, Limited, 
Belleville, Ontario. 


Bassick 


MAKING MORE KINDS OF CASTERS 
AKING CASTERS DO MORE 
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as the highest milk producing 


county in the world. This isan ~ 


event worth publicizing, Ray 
Goodall and many other business 
men believe, and they really go 
all-out in staging the event. 

In addition to collecting funds, 
Mr. Goodall enters a float in the 
Milk Day parade, and his entries 
are often winners. He feels that 
the publicity secured through such 
floats is very valuable. Last year 
the Goodall Hardware float car- 
ried the Harvard Milk Queen and 
her attendants. Naturally, the 
float was the center of attention in 
the big parade. 

Funds raised by the Harvard 
business men help the committee 
to offer free milk drinks to the 
thousands of people who come to 
attend the event. This gesture, of 
course, meets with the approval of 
he farmers, who can see that the 
businessmen recognize the import- 
ance of milk production and are 
also trying to promote increased 


the per capita milk consumption. 

As publicity for the event, 
Harvard businessmen, through 
their Chamber of Commerce. do 
considerable newspaper advertis- 
ing. They also distribute blotters 
illustrated with the outline of a 
sleek, high-producing dairy cow. 

All stores in Harvard are closed 
in honor of Milk Day, with the 
exception of restaurants. Business 
men and their employees even 
get up early in the morning and 
sweep and clean the main street 
so that parade viewers will see 
what a clean city Harvard is. 

“I make many friends in doing 
my share to help put Milk Day 
over,” says Ray Goodall. “It’s 
hard work, but we get fine co- 
operation. In Milk Day I think 
we have as fine a promotion as 
any community. Milk Day and 
our general fine treatment of 
farmers brings a great deal of 
farm trade to Harvard. And that 
is what we want.” 


Tax Equality Group Petitions 
National Conventions 
To Have Tax Reduction Platforms 


HE National Tax Equality As- 

sociation, 231 S. La Salle St., 
Chicago, IIl., recently joined num- 
erous business organizations in 
petitioning the resolutions com- 
mittees of the Republican and 
Democratic national conventions, 
to make every effort toward gov- 
ernment economy, tax equality 
and tax relief. The association’s 
non-partisan petition is as fol- 
lows: ‘ 

“High taxes, Government ex- 
travagances and unfair tax priv- 
ileges are driving our nation into 
inflation and bankruptcy, threat- 
ening destruction of free competi- 
tive enterprise. 

“We are over a quarter of a 
trillion dollars in debt, and Fed- 
eral spending still continues to 
rise. The weight of this tax load 
is lowering our living standards. 
We are over-burdened with a 
bureaucracy which interferes with 
our freedom. To pay for protec- 
tion against a possible World War 
III, which looms dangerously, we 
must economize at home. 

“We therefore petition you to 
incorporate in your party platform 


the following closely — related 
principles. 

“Government Economy—Con- 
sistent with the immediate needs 
of international commitments and 
national security, we urge a sufl- 
cient reduction in domestic Fed- 
eral expenditure to enforce the 
abolition of non-essential] Govern- 
mental activities and duplication 
of state functions; a substantial 
cut in the present 2,000,000 Fed. 
eral employees; elimination of 
tax-free competition of Govern- 
ment-in-business; and immediate 
relief of business from bureau- 
cratic interference. 

“Tax Equality—Recognizing the 
competitive inequity of permitting 
15 to 20 billion dollars of busi- 
ness volume to continue to escape 
Federal taxation, and the social 
injustice of allowing any seg- 
ment of our economy to dodge its 
responsibility for the costs of the 
protection afforded by our Gov- 
ernment in peace or in war; and 
further recognizing that the estab- 
lished position of co-operatives 
will in no way be jeopardized by 
taxing their corporate profits, we 
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Your inquiries 
are cordially 
invited on the 
complete 

UBM line of 
quality paint and 
varnish brushes 


aster 


J VMTN 


i 





tools for Master painters 








The mark of a good painter is the smooth. uniform texture 
of his brushed-on finish. UBM “Perfection” varnish and 
enamel brushes add to the skilled craftsman’s ability. They 
also make the home owner’s job of enameling and varnish- 
ing a delight. Feature this select group of professional 
quality brushes to satisfy every demand of your trade for 
extra service, unexcelled performance and value far beyond 
the price tag. UBM “Perfection” varnish and enamel brushes 
are available in 2, 214, 3 and 31% inch sizes. Write today 


for descriptive literature and price lists. 


3 ‘Use Brashes of Marit” 


UNITED BRUSH MANUFACTORIES, INC. 
1146 and 118 Wooster Street, New York 12, New York 


Since 1890 one of the country's 


leading manufacturers of paint brushes. 
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urge the taxation of co-operative 
corporations and other business 
tax exempts in the same manner 
and at the same rates as the fully 
taxed businesses with which they 
compete. 

“Tax Relief—We urge that Fed- 
eral taxes on individuals and on 
businesses be further substantial- 
ly reduced by overall Govern- 
ment economies and tax equality, 
to encourage incentive for more 
production, investment and em- 
ployment.” 


Assn. Official Forecasts 
Nationalization of 
Transportation 


VA, pationalization of transpor- 

N tation is the foremost do- 
mestic issue before the people of 
this country,” declared Donald D. 
Conn of Chicago, executive vice 
president of the Transportation 
Association of America, before the 
recent annual meeting of the 
Vermont Bankers Association at 
Manchester, Vt. 


“Government ownership is in- 
evitable under present national 
policies and outmoded Federal 
regulation,” said Mr. Conn. 
“Government ownership of trans- 
portation would mean: 

(a) Destruction of incentive. 

(b) Inevitable inefficiencies of 

operation and resultant in- 
creases in costs with defi- 
cits borne by the tax- 
payer. 

(c) Political dictation of rates. 

(d) Control by a_ wasteful 
bureaucracy over the larg- 
est single unit of domestic 
buying power. 

Adding 10 million voters 
to the Federal payroll. 


(e 


“For thirty years we have pur- 
sued a national policy which has 
divided up the available traffic of 
the country among thousands of 
different agencies, with the ma- 
jority of the carriers constantly 
on the brink of bankruptcy. In 
spite of the highest rates in his- 
tory and a peak volume of ton- 
nage, only a few transport com- 
panies are now able to earn a 
fair return upon investment in 
spite of the low capitalization of 
the industry due to wholesale re- 
organizations of the past 20 years. 
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Where HP also means 


Get that fractional horsepower drive business by handling the 
“Profit Maker” Assortment of V-Pulleys and V-Belts furnished 
by “the good right hand of industry” — Worthington. 

It’s an expanding market—in homes, small industries, on 
farms. And the many Worthington sales points mean you'll get 


are Easy to Fit—Can’t Work _ single and double grooves to serve 
Loose — Noiseless — Trouble-free your customers’ varied speed re- 
—No Wobble. The interchange- quirements. 

able — and hub feature reduces 3. Worthington-Goodyear EC 
your inventory. Cord V-Belts have their continu- 
2. Worthington Adjustable-Pitch ous cords located in one neutral 
V-Pulleys are rugged, sturdy, uni- plane, unaffected by flexure. 
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and for quick turnover 


You get the attention- 
compelling Profit-Maker 
Display Stand, posters 
and window banners... 
fact-full sales literature 
.. Simplified tablesshow- 
ing correct V-Pulley and 
belt sizes—to serve 90% 
of your customers’ re- 
quirements. 

Contact your local 
Worthington Distribu- 
tor or send the coupon 
for complete informa- 
tion on how the Worth- 
ington FHP Profit- 
Maker Assortments 
mean Higher Profits for 
You! 
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| Worthington Pump and Machinery | 

1 Corporation | 
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The Ad-Viser 


How to Get People to Read Your Ad 


The reader must see your copy, read it, understand 
it, believe it and must desire the article advertised. 
Read this article and see how results are attained. 


Tue average reader 
does not want to read your adver- 
tisement. He has bought the news- 
paper for the purpose of reading 
the news items, the comics, the 
columns, etc. Your advertisement 
just happens to appear on a page 
of a continued story. He may or 
may not look at it. In most cases, 
he resents its presence because it 
is competing for his attentions. 
This unhappy competition creates 
a certain 
within the reader’s ‘mind, a fact 
which puts your 


amount of conflict 


promotional 
piece at a distinct disadvantage. 

What conclusions can you draw 
from the the above fact? Simply 
this. Your advertisement must be 
as readable as is possible. -It must 
be as interesting as it can be. It 
must entice the reader, lure him 
from what he wants to read to 
what you want him to read. The 
successful application of _ this 
principle requires a certain 
amount of psychology which must 
be applied carefully and tactfully. 

If, finally, the reader does see 
the advertisement, chances are 
that he will make a snap judge- 
ment of its contents. Consequently, 
for the sake of simplicity, the 
headline, the copy and the illus- 
tration should carry the same 
story and appeal. 


Aids to Readability! 


How can we get people to see 
and read our advertisements? 
Shortness is one of the important 
rules. In your copy and in your 
headlines, give them short words, 
short sentences, short paragraphs. 
A solid block of type is extermely 
difficult to read. It invites passing 
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By IRVING SETTEL 


Advertising Manager, 
Concord's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


a oa 


over. It actually “asks” for a cold 
shoulder. Break up your long 
paragraphs into short ones This 
is the only way to invite the 
reading of your sales message. 

Short words, too, make easier 
reading. Do not allow long or 
unique words to be used in retail 
copy. Make your advertisement 
so simple that even a child will 
understand every appeal. Remem- 
ber that readers practically never 
give your advertisement full at- 
tention. Their interest in your ad 
must be maintained with the sim- 
plest of terms. 


Avoid Contractions 


Contractions tire the reader’s 
eye. Avoid the use of the terms 
“We're” for “We are” or “He'll” 
for “He will.” They force the eye 
and mind to consider the tiny 
apostrophes. If he is careless, he 
may read an entirely different 
word by skipping the apostrophe. 
Notice for example, that it is 
easier to read the words in the 
left hand column than in the right. 


It is It’s 
They will They'll 
She is She’s 
Shall not Sha’nt 
I am I’m 


After your block of body copy 
is written, read it carefully, first 
to yourself then to someone else. 

7 VW 


Part 22 


Be sure that all the words are 
understandable. Be sure that the 
words are readable. Be sure that 
they are concise and interesting 
Be sure that your copy reads 
smoothly, swiftly that it is 
easily understood. There must be 
no reason for the reader to re- 
read to understand the context. 
Avoid complicated punctuation. 

Some words require simple ex- 
planation and elaboration. For 
example, the sentence, “These 
hardware articles are exclusive at 
Blanks’. Adding a few words will 
simplify the thought. “These 
hardware articles are exclusive at 
Blanks’. . . cannot be purchased 
elsewhere in town.” It is often 
necessary to amplify and explain 
simple ideas. Do not hesitate to 
do so. 

The average reader understands 
more easily, advertisements which 
are simple. Make your copy and 
your layout as simple to compre- 
hend as possible. Many retail ad- 
vertisers assume that it is neces- 
sary to impress the public with 
long words, tricky thoughts, etc. 
Actually, this often adds to the 
confusion of the reader. If you 
want him to read your advertise- 
ment, in addition to the editorial 
matter, keep copy and appeal 
simple. Clever copy may bring 
praise from other advertising men 
and dealers but single syllable 
words will bring business from 
the townspeople. 


Layout Must Attract 


If an advertisement will not 
attract readers away from the 
editorial matter, it cannot possibly 
do a selling job. Effort, space and 
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KLEENCUT FLOWER SHEARS 








are back again by 
Popular Demand 


; 


ee 
each retail 


They snip and grip 
in one motion 


Unique device holds flowers 
firmly after cutting. No more 
thorns or scratches. Handy 
for hard-to-reach blooms. 


KLEENCUT Flower Shears No. 175, 
nickel plated blades, green enamel 
handles. Each shear mounted on 
attractive card. 


See your jobber or write direct 


A product of 


The KCME sueAR coMPANy 


BRIDGEPORT 1, CONN. 
World's Largest Manufacturer of Scissors and Shears 


MAKERS OF ACME - EVERSHARP - KLEENCUT 
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MAIL-0-MATIC 


INDICATOR FLAG 


FOR RFD BOXHOLDERS 








WHEN MAILMAN OPENS BOX 


7 OUT OF 10 


RFD BOXHOLDERS 


ARE HOT PROSPECTS 


MAIL-O-MATIC SALES COMPANY 
806 STEVENSON AVE., ENUMCLAW, WASH. 
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The fact that seven out of 10 box- 
holders bought a Mail-O-Matic on 
a recent house-to-house canvas is 
typical of the market that exists 
for you! Mail-O-Matic eliminates 
unnecessary trips to the mailbox 
... is visible for a long distance 


. fits any box . . . is quickly 


attached . . . won't rust or wear 
out . . . operates automatically 
. .. is approved by the Post- 


master General, Bright yellow flag 
is not confused with regular red 
flag. Shipped in individual cartons 
with shipping instructions. Attrac- 
tive display shipped with carton 
(2 doz.) lots. Easy to display — 


sells on sight! 


Write for sample, 


MADE TO SELL 
AT ONLY 


WJobbers - Dealers: 
prices, discounts, territories. 








money are being wasted. Promo- 
tion will become a burden rather 
than a help. Always remember 
that we advertise to sell. That is 
our first and foremost rule. Your 
layout, in order to sell, must at- 
tract attention, maintain interest, 
activate the reader. Simplicity will 
help considerably. 

For example, your layout must 
contain illustrations which show 
your merchandise in good taste 
and selection. Each item must be 
thoroughly described as represen- 


tative of a larger group being 
offered in the store. 


nutshell, are the 
important principles of a good 
advertisement: 

The reader must see it! 

The reader must read it! 

The reader must understand it! 


Here, in a 


The reader must believe it! 

The reader must desire it! 

The problems encountered in 
the writing of radio copy paral- 
lel those of newspaper promo. 
tion. While the length of the 
commercials varies with the time 
procured, the sentences must be 
short and understandable. A new 
problem arises, however. The 
words must also sound well. This 
will, of course, eliminate words 
which are difficult to pronounce 
for the announcer. There will be 
more on this subect in a future 
column. 

Simplicity, then, is the keyword 
for all 


advertising messages. 
Every potential reader, listener or 
buyer must comprehend every 


word, every thought, every selling 
appeal. 





A Manageable Public Debt 


(Continued from page 78) 


paper, for a few days, giving addi- 
tional credit to the money market 
while the loan was being placed, 
and easing the tension. When the 
loan was placed, they promptly 


sold their Government securities 
again. The amounts of these pur- 


chases were small, usually $100.- 
000,000 for a few days, though 
with the Fourth Liberty Loan of 
$7,000,000,000 the purchases ro-e 
$200,000.000. 
promptly dropping off again when 


by something over 


the loan was over. 

At the peak of the public debt 
growing out of the first World 
War, in August, 1919, when the 
public debt was $26,500,000,000, 
the banks’ held $6,500.- 
000,000 of Government debt in 
the form either of direct owner- 
ship of Government securities or 


only 


of “loans against .Government se- 
The people held the rest, 
owned outright. 


curittes. 


The Government of. the United 
States in World War I paid ade- 
quate interest on 
First Liberty 
fully 


ond was a 4% 


bonds. The 
Loan was a 314% 
The sec- 
loan. The fourth 
the last three 
Liberty Loans being partially tax 
exempt. 
investors could trust for the long 


loan, tax exempt. 


was a 414% loan, 


These were rates which 


pull, even though many 
nized that there might be an inter- 


mediate period when their bonds 


recog- 


would go below par. But they 
were good bonds, and an organ- 
ized community sentiment in al- 
most every community in the 
United States, supporting the sale 
of these bonds, compelled even re- 
luctant individuals to buy them. 
They were placed with the people. 

When the World War I was 
over and the post war boom came, 
the Federal Reserve System, after 
the Victory Loan had been placed, 
was no longer tied down by the 
necessity of protecting the Treas- 
ury. The Treasury had protected 
itself by placing long term bonds 
with the people, And, as the post 
war boom grew to dangerous pro- 
portions late in 1919, the Federal 
Reserve authorities could move 
with decision in raising their rates, 
tightening the money market and 


holding down the expansion of 
bank credit. We handled the boom 
in 1920 and the crisis of 1920-21 
the standpoint of money 


uncomplicated by 


from 
market 
the necessity of 


policy, 
protecting the 
price of Government bonds. 


Bank Credit in Financing 
World War Il 


In financing World War II, 
however, with the greatest destruc- 
tion of capital that the world has 
ever bank 
credit for taxes and for the savings 
of the people on an_ incredible 


seen, we substituted 
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TAKE A PEEK 






at FERRY CAP 


(4 





ae 


ERE’S a place where quality really pays dividends. 


Because quality is so important, many engine and ——~ 
other manufacturers have enhanced the value of their —. 
assemblies with Shinyland studs. —_ 

—~ 
Shinylands of the usual Ferry Cap high quality are fur- wg = 
nished to regular milled stud standards with this addi- ——s 
i 
tional feature—the land between threads a shiny, bright —— 


mirror-finish. P > —— 
Simply Specify 


SHINYLANDS for studs with land between 
threads, shiny, bright mirror-finish. 
SHINYTHREADS for studs with aircraft quality, 
bright, shiny threads. 

SHINYHEADS for hexagon head cap screws 
of high carbon C-1038 steel, full-finished, 
bright, shiny heads. 


Shinylands are carried in stock in standard catalog 
sizes in bulk and in attractively labeled packages; sizes, 
" dia. and under. 


See this achievement in Ferry Cap stud production. 
Send for samples of Shinylands. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD @« « e e« CLEVELAND 13, OHIO 
Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS e CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS e AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS ¢ FERRY PATENTED ACORN NUTS 
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TRIPLE-STRENGTH 


TARP 
of 1,000 Profitable Uses 


ASCO 


Tarp of 1,000 uses 
with the owner’s 


Z REASONS WHY 


the Fulton tarp is an outstanding busi- 
ness builder! It's hard to wear out 
because it’s triple-strength ... hard to 
lose because it has the owner's name 


on it! 


IT’S GOOD BUSINESS for farmers to pro- 
tect machinery and crops, livestock and pro- 
duce against weather ... good, profit-making 
business for you to sell your customers Fulton 
all-weather tarps. Colored reinforcements 
under grommets add eye-appeal to the sturdy, 
brand-new canvas... make Fulton triple- 





strength at points of strain! The unique 
“name-on-your-tarp” plan is another Fulton 


Temporary livestock 


feature your customers will like... another 
shelter 4 


extra sales appeal for you! 


ACT NOW ...get the profitable dealer- 
ship for Fulton triple-strength tarps. Get the 
lion's share of the tarp business in your terri- 
tory with Fulton, the tarp with extra sales 
appeal! There's a size for every use...a 
thousand uses for every size! 


> 





Quick protection 


for supplies 


e FREE ADVERTISING HELPS 


WRITE TODAY for full information about the Fulton selling plan which 
includes local newspaper advertising, direct mai! advertising and store 
display ...and THE NEW “NAME ON YOUR TARP” PROMOTION! 
Address: Fulton Bag & Cotton Mills, P. O. Box 1726, Atlanta 1, Georgia. 


FULTON BAG & COTTON MILLS 









Manufacturers Since 1870 


NEW ORLEANS ST. LOUIS DALLAS KANSAS CITY, KANS, 
DENVER ATLANTA MINNEAPOLIS NEW YORK 








scale, at rates of interest fantas. 
tically low. We could do this only 
by selling Government securities 
to the Federal Reserve Banks, the 
commercial banks, and other 
financial institutions such as _ in. 
surance companies and mutual 
savings banks. Investors did not 
want them and would not take 
them. Rates of 2% on a 10 year 
bond and 214% on a 20 year 
bond had no attraction for an in- 
vestor who knew how to consult a 
bond table, and who could. look- 
ing at back records, see the yield 
of Government bonds running as 
high as 54% in 1920 and re- 
maining above 5% through much 
of 1921. No matter how patriotic 
he was, he preferred to lend his 
money to the Government on short 
term or to buy the United States 
savings bonds — unfunded debt. 
which became, in effect, demand 
deposits after the passage of a 
short time. 

Bank credit filled the gap, the 
growth of bank credit being paral- 
leled by the growth of the public 
debt. Demand deposits plus Gov- 
ernment deposits in the commer. 
cial banks of the United States 
stood at $28.695,000,000 in 1939 
and at $106,000,000,000 on De- 
cember 31, 1945, after the last 
war loan. Between the same dates 
the Government security holdings 
of the commercial banks had risen 
from something over $15,000.- 
000.000 when the war broke out 
in 1939 to $90,800.000,000 on 
December 31, 1945, after the last 
war loan. 

In the last war loan the govern- 
ment very greatly overborrowed 
and it began repaying part of 
what it had borrowed from. the 
commercial banks out of its de- 
posits with them. Bank deposits 
and bank Government securits 
holdings dropped rapidly together. 
Subsequently the Government ha: 
repaid still more of its debt to 
the banks out of fiscal surplus. 
The public debt dropped from its 
approximate peak at the end of 
1945 of $276.000,000 to $251.- 
000.000, as of December. 1917. 
while the part held by the com- 
mercial banks dropped from $90.- 
800.000.000 to $68.600.000.000. 

But the decline in Government 
securities in the banks since the 
end of the war in 1945 has been. 
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CHAMPIONS DON’T JUST HAPPEN... 
TA 














Today, Goulds complete line of Water Systems 
is “Best of Show”—and there’s good reason. 
Goulds has a rich, hundred-year experience 
in building pumps exclusively . . . a long estab- 
lished reputation for fine, dependable water 
systems. And today’s Goulds Water Systems 


lead the field... 


in modern design, careful 


"ROCKINGHAM ROBBIE 





QUT OF me" 
nee 






construction, and trouble-free, superior per- 
formance. That’s why the Goulds name means 
so much to dealers—in prestige and in profits. 
And that’s why the Goulds store is “area head- 
quarters” for pumps, and for profitable related 
items. Write us for the name of your nearest 
Goulds distributor. 


Goulds Pumps Inc. + Seneca Falls, New York 





Deep well arrangement. 
Wall plug inserted in 
nozzle opening. Shallou 
well suction connection 
closed with plug. Suction 
and pressure piping to 
jet assembly indicated. 


Shallow well assembly. 
Nozzle, diffuser and 
diffuser cap installed, 
blug in pressure open- 
ing. Suction piping to 
well indicated. 











A GOULDS 
PROTECTED INVESTMENT 


Goulds Jet-O-Matics are dual service 
pumps. Should user’s water level 
drop below limits of shallow well 
pump, it is mot necessary for him 
to buy a new deep well pump. His 
investment in a Goulds Jet-O- Matic 
is protected! For any need with 
motors from 4 HP to 5 HP. 


Ach 
“Sj 











SHORT -ON STEEL PIPE? 


Write us for details on the appli- 
cation of copper pipe for water 


system installations. 
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GOULDS 
paLAnce?” jez 


for Shallow Wells 


TANKLESS 


with self-adjusting capacity 


“FLOW 





WATER SYSTEMS 
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in 42 Versatile Sizes— 
ROYAL Corrugated 
fasteners mean 
ROYAL profits 
with fast turnover... 


Wood joining is a cinch with ROYAL cor- 
rugated fasteners . . . a boon to wood- 
workers, craftsmen, and yes — even the 
handy housewife! Sales are brisker with 
ROYAL, the joint fastener with many uses, 
many friends. 


NEW! CONVENIENT# 





SELF-SELLING COUNTER DISPLAY! 


10 boxes—packed 50 or 100 
per box 


Handsome sales-catching red, blue, and 
white display makes selling smoother! 





POPULAR “ROYAL" DIVERGENT 
CORRUGATIONS, SAW STYLE, DRIVE 
ACROSS OR WITH GRAIN. AVAIL- 
ABLE IN TEMPERED COLD ROLLED 
STEEL, GALVANIZED AND SOLID 
BRASS. 

Inches in depth: V4", Ye", V2", 

Ye", Ya", Ve", 1" 
No. of corrugations: 
2, a 4, 5, 6, : p etc. 


in Bulk: In kegs of 50 or 100 Ibs., 
also cartons of 500 or 1000. 


If Your Jobber Does Not Carry 
the Royal Fastener, 
Write Us Direct! 


reg.U.S.pat.off, 





42 SIZES—SPECIAL SIZES TO ORDER 


MRS, a 
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in considerable part, offset by a 
tremendous and unparalleled ex- 
pansion of bank loans for com- 


mercial, industrial and agricul- 
tural purposes. The volume of 
bank credit remains ominously 


high. Interest rates at which bank 
credit is being supplied remain 
fantastically low. We have been 
caught in a great post war boom. 

This boom, like the boom of 
1919-20 has been based first of all 
on a vast excess of exports over 
imports which has drained our 
markets of goods and has forced 
commodity prices to very high 
levels. The boom of 1919-20, how- 
ever, was financed, after the mid- 
dle of 1919, by private credits 
granted to Europe by both Ameri- 
banks and 
nesses. The businesses, had, how- 
the banks to 
replenish their working capital 
tied up in these advances. We held 
strictly to the gold standard, and 


can American _busi- 


ever, to come to 


our interest rates mounted stead- 
ily until good customers were pay- 
ing 7% and 8% to our great city 
banks. This time the excess of ex- 
ports has gone out largely on the 
basis of U. S. Government gifts or 
the 
world, and Treasury and Federal 
Reserve policy has been directed 
toward keeping rates of interest 


nominal loans to outside 


very low. 


Federal Reserve Nibbling 
At Credit Control 


The Federal Reserve authorities, 
however, have been alarmed. and 
they have nibbled at the problem 
of interest rates. Vhey have aban- 
doned the war time policy of mak- 
ing discounts secured by short 
1% 


instead of the regular 1% discount 


Government paper at 4 of 


rate, and in January of 1948. they 
raised the regular rate to 114%. 
They have abandoned the 3 of 
1% 
bills, which rose in 
1948 to .996%. 
the reserve requirements of Cen- 
tral Reserve City banks from 20% 
to 22% against demand deposits 
(effective February 27, 1948). The 
market 


» 


rate on Government 3 month 
February, 


They have raised 


open prime commercial 
paper rate, which stood at .75% 
in 1945 rose to 1.38% in Febru- 
ary, 1948. The discount rate on 
prime bankers’ acceptances which 











Metal Letters 
and Figures 


For Volume Sales 
and Good Profit 





Premax Stamped and Embossed Metal 
Letters and Figures are outstanding because 
of their unvarying quality, legibility and 
complete range of sizes and styles. They 
find a ready sale in hardware stores every- 
where, for 


— HOUSE NUMBERS 

— SIGNS 

— IDENTIFICATION 

— BOAT NUMBERS 

— TRUCK LETTERING 

— SUMMER CAMP LETTERING 


And hundreds of other uses which will 
quickly suggest themselves. 


Probably the style in greatest demand is 
the Roman Figure or Letter. These come in 
Vy", 3%", 1", 1/2", 2”, 3”, 4” and 6” 
heights in polished aluminum or brass. The 
3” size is most popular for house numbering. 


One of the most artistic letters and figures 
is the Deluxe style (shown in the Display 
Assortment above), consisting of a black 
enameled plaque 24%" by 344", into which 
is depressed a satin-silvered finished char- 
acter 21/4,” in height. This is a leading 
House Number. 


The Hi-Caste closely resembles the cast 
brass figure but is far more economical in 
cost. The figures are of a pleasing design, 
4” high and about 2” wide. They have a 


ready sale as house numbers. 


Special counter display cartons which 
actually do the selling for the store are 
available with orders at no extra cost. 


Ask Your Jobber 


rena oduct 





Div4sion of Chis holm : Ruder Co ‘ Inc 
4801 Highland Ave. Niagara Falls, N. Y. 
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stood at .44% in 1945, stood at 
1.06% in February, 1948. Mu- 
nicipal bonds, which stood at 
1.64% in 1946, stood at 2.55% in 
February of 1948. Corporate 
bonds and high grade preferred 
stocks have had sharp rises in 
their yields. A rather striking 
move has come in all these rates 
beginning with November of 1947. 


Contradictory Policies 


The Treasury and the Federal 
Reserve authorities are apprehen- 
sive of rising rates of interest, lest 
they disturb the market for Fed- 
eral Government bonds. They 
seem particularly determined to 
peg long term Government bands 
at 21%4%. It should be obvious 
that a policy based on the desire 
(a) to tighten credit in the effort 
to restrain a boom and (b) to 
keep interest rates low in the ef- 
fort to protect the Government 
bond market represents a contra- 
diction. 

The most recent nibbling at the 
interest rate structure began ap- 
parently at the end of October 
and early November, 1947. Gov- 
ernment securities in Federal Re- 
serve banks stood at $22.119,- 
000,000 on November 5, 1947 and 
have dropped since that time to 
$20,447,000,000 on April 7, 1948. 
During this period reserve re- 
quirements in New York and 
Chicago were raised from 20% to 
22%. This definitely tightened 
money rates, as we have seen. 

But the pegging of the price of 
long term Government bonds at 
2.50% which accompanied this 
tightening of the money market 
has led to heavy unloading of long 
term Government bonds by the 
commercial banks, and their trans- 
fer in large degree to the Federal 
Reserve banks. On November 19, 
1947 the Federal Reserve banks 
held $791.000.000 of bonds, but 
by April 7, of 1948 this had risen 
to $5,747,000,000. Simultaneously 
the Federal Reserve banks have al- 
lowed their holdings of short 
Government paper to run down, 
from $13.504.000.000 on Novem- 
ber 5, 1947 to $8,472,000,000 on 
April 7, 1948. 

This movement is ominous. The 
Federal Reserve banks ought to 
be the most liquid financial insti- 
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Clothing Carriers 
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Shoe Racks 








Tie Racks t 


Hat Holders 
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re Frankly, one gleaming chrome 
‘ff K-VENIENCE leads to another. 
Though each is an efficient and smart-looking | 
accessory, by the closet-full K-VENIENCES 
give so much more for the money. They double 
closet capacity, keep everything in reach, save 
muss and pressing, too. There are K-VENIENCES 


clothes closet fixtures for every type of closet. 
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HIWES) 
Builders 
HARDWARE 


elite: Sedak nadine cieaiiaene 





In addition to the items illustrated, 
IVES is now in production on a com- 
plete line of Builders Hardware Spe- 
cialties in a price range to meet 
every need — without sacrifice of 


quality. 


@ ALUMINUM Nop-rusting items 
for the low-cost home 


@ BRASS Machine polished items 
—top value for moderate priced 
homes. 


@ BRASS Full f eaage- items—for 
those who desire the finest in 
quality hardware. 

Ask Your Jobber 


THE H. B. IVES CO. 


sm wy 


INCE 


1876 
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tutions in the country. Their hold- 
ings of Government securities, as 
of all other paper, ought to have 
short maturities. They ought to 
be able to dispose of them freely 
when they judge that the money 
market requires drastic tightening 
in the interests of the business 
situation. 

We must divorce Treasury pol- 
icy and Federal Reserve policy. 
How is this to be done? We must 
fund the public debt. and we must 
get it out of the banks and the 
Federal Reserve banks on a big 
enough scale to make it possible 
for the Federal Reserve banks to 
move in regulating the 
market 
Treasury's position. In this pro- 


money 


without concern for the 


cess we shall shrink the present 
inflated volume of money in circu- 
lation, which has risen from 
$7.000,000.00 in 1939 to $28,- 
000,000,000 in 1948, and we shall 
shrink the swollen volume of bank 
deposits. 

Funding the debt is to be done 
by offering to the people long- 
term Government bonds at rates 
of interest that will really attract 
them. Precisely what those rates 
should be will depend on a great 
deal of consultation between the 
Treasury and the financial institu- 
tions of the country. I think that 
they can be intermediate between 
the existing rates on long Govern- 
ment bonds and the rates that the 
Government paid on its long-term 
bonds in World War I. This view 
rests on the conviction that the 
effort to raise interest rates, both 
on Government securities and in 
the generaf money market. would 
set into operation powerful coun- 
terforces tending to hold rates of 
interest down. These counterforces 
are: 

(1) An adequate rate of inter- 
est on savings deposits would 
bring in from the people a great 
deal of their hoarded cash. The 
existing rates on savings deposits 
are so low that, to many people, 
they do not make savings deposits 
worth while. This cash, deposited 
by the savings banks in commer- 
cial banks. and by them deposited 
Federal Banks, 


would replenish commercial bank 


in the Reserve 


reserves. and tend to hold down 
With 


customers’ 


interest rates. commercial 


paper and loans at 






higher rates of inieres, auu with 
bank rese.ves gcinge down as the 
Federal Reserve Banks sold Gov- 
ernment securities, the commercial 
banks would have a real incentive 
for making small checking ac- 
counts welcome, by reducing, or 
eliminating service charges. They 
would need their cash. This would 
pull into the reserves of the banks 
another large part of the $28 bil- 
lion of money in circulation, thus 
rates 


tending to hold interest 


down. 
(2) As the 


long-term bonds to the people and 


Government sells 
the people pay for them with 
checks drawn on the commercial 
banks. and the Government uses 
the funds thus obtained in buying 
back its securities now held by 
the commercial banks, we should 
see bank deposits going down 
rapidly. This would mean that the 
legal reserve requirements of the 
commercial banks would be re- 
duced. and this would tend to hold 


interest rates down. 
Protecting the Banks 


There are two main objections 
to the policy which I propose: 
(1) that it would involve dangers 
to the capital structures of those 
banks which are now too heavily 
loaded with long-term Government 
securities; (2) that it would in- 
crease the tax money required to 
meet the debt 
Government’s enormous debt. 


service on the 


Let me say with respect to both 


these points that the problems 


grow progressively worse the 


longer we refrain from facing 
them. 

To protect the banks in this 
change of policy, I have proposed 
that the banks holding long-term 
Government bonds be allowed to 
exchange them for new issues at 
the higher rates of interest, at a 
discount of, say, 2% as compared 
with cash subscribers. leaving 
them with some loss but not with 
losses that would ruin their de- 
positors. The Federal Deposit In- 
surance Corporation, whose sol- 
vency and liquidity are of highest 
importance, should have the same 
banks. Both 


banks and Federal Deposit Insur- 


protection as the 


ance Corporation should be ex 
pected to take shorter maturities 
in making these exchanges. 
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With respect to the interest bur- 
den on the Government debt, let 
me say that this problem becomes 
progressively worse if we delay 
it. We can now fund the Govern- 
ment debt at moderate rates of 
interest. as above indicated. If, 
however, we wait for wild infla- 
tion with distrust of the dollar to 
come, interest rates will rise rap- 
idly and the Secretary of the 
Treasury will sweat blood as 
Treasury bills and certificates fall 
due. as people cash in their war 
savings bonds, and as he has to 
borrow money on a rapidly rising 
money market — or else print, 
which would not help the inflation. 


The Fear of Depression 


There is a third fear on the part 
of men overimpressed with the im- 
portance of interest rates in mak- 
ing prosperity and 
influence of the Keynesian philos- 
ophy, that a policy of this kind 


under the 


might lead to business reaction 
and, it is sometimes added, that 
this would jeopardize our efh- 
ciency for war. 

Depressions we wish to avoid. 
but a depression is not necessarily 
a source of weakness if a war 
comes. We were in deep depres- 
sion in 1939, with over nine mil- 
lion workers unemployed, yet we 
fought a great war successfully 
and we poured out a tremendous 
volume of aid to our Allies in 
every part of the world. It may 
even be said that the great slack 
in our industrial capacity in the 
depression of 1939 facilitated our 
war efforts. 

We could not have done this. 
however, in anything like so effec- 
live a way if we had had currency 
disorders and if there had been 
distrust of the Treasury. To be 
strong abroad we must be finan- 
cially strong at home. Our dollar 
was a very effective weapon in 
hoth World Wars. The English 
pound sterling, tremendously use- 
ful in World War I, was a very 
ineffective weapon in World War 
II. The growing concern regarding 
the maintenance of peace makes it 
all the more imperative that we 
move with promptness and deci- 
sion in getting our currency and 
banking figures under control. and 
in funding our public debt. 
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Display Beard .. . 8-10 
Open End Wrenches and Water Pump Plier 


Display Board... 8-12 
15° Leng Bex Wrenches 





ly) WLCHEK BOARDS 


Promote Sales, Save Time 


These handsome, plywood boards (12” x 24”) are hung on the 
wall or placed on counter or shelf where customers can easily 
remove and inspect the different items. Sturdy hooks hold tools 
securely. Labels show number and price (inserted by retailer). 
Each board is a merchandiser—self-servicing—saving valuable 
time —building sales. Full details on request! 

THE VLCHEK TOOL COMPANY ¢ 3001 East 87 St., Cleveland 4, Ohio 


Display Board... B-11 Display Boerd .. . 8-13 
Combination W h Teppet, Box, and Auto Wrenches 























Jiffy Ceiling 
Paint Remover 

Jiffy Products, 2971 Marion Ave., 
New York City 58, is introducing a 
ceiling paint remover claimed not to be 





LOOSENS CEILING PAINT AND 
UNDERNEATH CALSOMIN 
'N ONE PROCESS 





harmful to skin, Designed for the re- 
moval of troubled paint on ceilings. 
Maker says 1 pt. will make a 2 gal. 
solution, sufficient to cover 130 sq. ft. 
of ceiling. Claimed to penetrate through 
ceiling paint and underneath calsomine 
in one operation, including any resin- 
emulsion paint, Available in qt. cans 
which are suggested to retail for $1.30 
and other sizes up to 55 gal, drums. 


Miniature Timbers 

R. L. Kirkegaard, 3325 W. 36th 
Ave., Denver 11, Colo., is introducing 
miniature timbers, with a wide age 
range. For simplest structures for the 
four year old to the more complicated 
projects up to and beyond the toy- 
graduate, Scale is 4 in, to the ft. Can 
be used realistically with electric trains 
for small villages. When assembled will 
stay put, says maker. No. 1 contains 
250 pieces, packed two doz. per carton, 
shipping weight 38 lbs., retails for $2; 
No. 2, 500 pieces, packed a doz. per 
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carton, 38 lbs. shipping weight, retails 
for $4 and No, 3, 800 pieces, in wooden 
box, packed a half doz. per carton, 
shipping weight 36 lbs.. retails for $6. 


Lawn Prong 


Lawn Prong Co., 215 E. 203rd St.. 
New York City 58, is introducing a 
lawn prong, which may be used with 
lawn and beach umbrellas, lawn show- 
er, children’s play pens, fly casting 
holder for sand, outdoor Christmas 
trees, badminton, volley ball, or tennis. 
Inserted into lawn by using body 
weight. Maker claims when removed 
there are no noticeable holes in the 
lawn, Said to hold fast in the strongest 
winds. May be easily shifted from one 
place to another in a short time. Con- 





tainer prong sizes available: 114, and 
2 in. with larger sizes made to order. 
Suggested to retail for $3.98. 


Improved Porter Cutter Line 
H. K. Porter, Inc., Somerville, Mass., 
is offering its redesigned improved line 


of hand power cutters, featuring a new 


nd 
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degree of ease, strength, safety and per- 
formance in the cutting of bolts, rods, 
wire, cable, chain, bars and metal of 
all kinds, Cutters have curved toe-in 
handles making an easier and stronger 
pull; board rounded palm-fit grip which 
is said to reduce fatigue; no protruding 
screws or bolts; metal safety handle 
stop; jaws marked plainly showing ca- 
pacity and type of metal safety cut and 
red color finish. Maker claims 30 per- 
cent greater tool strength than former 
models in sections and handles. Folder 
offered describing the line and recom- 
mending the cutter that should be used 
for each type of cutting job. 


Bathroom Deodorizer 

Devices Co., 2335 N. Cicero Ave., 
Chicago 39, Ill., offers a bathroom de- 
odorizer known as “Flush.” Consists of 
a perforated plastic cartridge packed 
with a specially developed water-insol- 
uble compound containing Paradichloro- 
benzene, treated with neutroleum 
gamma. Cartridge is suspended in the 
overflow pipe of the toilet flush box by 
a wire hook, Each time the toilet is 
flushed the action of the water forces 
the deodorant vapors into the toilet 
bowl in sufficient volume to meet all 
requirements, 
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“Sandwich’ construction is one of the 


outstanding features.of NE SCO 
ee: -_ Se €. A PT 
a STAINLESS STEEL UTENSILS 


ere “THE STERLING OF COOKING WARE” 








nee 
iiiiniemnienmeamendl 
eS 
mace 














I 


| 
The inner heat-distributing core | 
extends through every inch of the 

utensil’s bottom and sides. | 
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All surfaces of the utensil, inside 
and out, are of gleaming, easy-to- 
clean stainless steel. 
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—— layers of metal form the unique, sandwich-like ma- 
terial of which Nesco Evenheet Stainless Steel Utensils are 
made. The inner core distributes the heat quickly and smoothly, 
- avoids “spot scorching” and provides better cooking results. 
oe me i The interior and exterior surfaces are of stainless steel, endur- 
ing in beauty and easy to clean. 

Aggressive national advertising is creating widespread demand 
for Nesco Evenheet Utensils. Get your share of the profits they 
make possible by ordering from your Nesco distributor today! 

e@ FOLDED EDGES for extra strength and sanitation 
@ PERFECTLY BALANCED for easy lifting, carrying 
e@ FINGER-FIT HANDLES are of cool, sturdy plastic 
@ SNUG-FIT COVERS retain flavors, speed cooking 


NATIONAL ENAMELING & STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 
Sales Offices: 1430 Candler Bidg., Atlanta + 1166 Merchandise Mart, Chicago 
200 Fifth Ave., New York + Western Merchandise Mart, San Francisco 
901 Ambassador Bidg., St. Louis 





Cevered Sauce Pots 
4, 6 and 8-qt. 






Mixing Bowls — 


Covered Fry Pan 
1% and 2'/-qt. 


and Chicken Fryer 


8” and 10” Multiple 
Purpose 
Double 





Boilers— 
1% and — 
Percolator — 8-cup 2-qt. Covered Sauce Pans 
— 2, 3 and 4-qt. 
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HELP YOUR 
CUSTOMERS OUT 
OF TIGHT SPOTS 





with 


YANKEE” 


Offset Ratchet 
Screw Drivers 


When the man with the worried look and 
the skinned knuckles finds out how easily 
this tool seats even a No. 14 screw and how 
neatly it reaches into spaces as small as an 
inch, he’s not only sold; he’s selling for you. 

Lever action gives these compact, vest- 
pocket tools the power of a big 8” screw 
driver. Yet the No. 3400 is only 37” long. 
Has %” and %” blades. Other models— 
No. 3800 for larger screws, No. 3423 for 
Phillips Screws; also No. 3600-5 Kit with 
handle and interchangeable adapters for 
hollow set and cap screws. All ratcheted to 
give fast, powerful action with the slightest 
swing of the arc. All blades of special alloy 
steel, hardened and tempered. 

Make new friends and extra quick profits 
with a full stock of “Yankee” Offset Ratchet 
Screw Drivers. 


“YANKEE” TOOLS NOW A PART OF 


STANLEY 











Reg. U. S. Pat. Off. 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 
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WHAT'S NEW 








Carborundum ‘Keep It 
Sharp’ Tag 

To be tied to tools, cutlery, farm and 
garden implements and other edged- 
tools which require sharpening, The 
Carborundum Co.. Niagara Falls, N. Y., 





has designed the “Keep It Sharp” tag. 
To the customer the tag is said to be 
an on the spot reminder of the need 
for an abrasive to keep the tool he is 
purchasing in cutting condition and, to 
store clerks the tags serve to flag-up an 
opportunity for tie-in sales. Printed in 
three colors, tags provide space on back 
for the store imprint. Tool quality is 
emphasized and the logic of keeping a 
good tool sharp is explained. Variety of 
Carborundum abrasives are illustrated. 


Five Pruning Tools 

The Clyde Cutlery Co., Clyde, Ohio, 
offers five models of pruning shears 
with magnesium handles. Hedge -shear, 
model 30, features drop forged solid tool 
steel blades, both of which are notched 
for cutting small limbs. Hardened steel 
bolt with wearing washer under large 
head and nut’ positively locked with 
easily adjusted lock, Handles riveted to 
blades, green lacquer finish and tipped 
with black rubber hand grips. 2114 in. 
long overall, blades, 8 in, long. Other 
models are constructed and finished the 
same as model 30. Pruning shear, mod- 
el 6, has blade and hook, Handle is 20 
or 24 in. long, 26 and 30 in. overall 
length respectively. Model 8 has 20 or 
24 in. handle and is 26 and 30 in. long 
overall, Model 31 is available with 10, 
20, and 24 in. handles, overall length 
being 16, 26, and 30 in. Model 7, 10 ft. 
tree trimmer has magnesium sectional 
pole, Consists of two 5 ft. sections. Top 
half fits in bottom 4 in. locks with spe- 
cial bolt and nut. Hook is made from 
two pieces of high carbon tool steel 
firmly riveted together forming a wide 
working bearing for blade. Hook ex- 
tends inside tube 644 in, and tube is 
formed around hook and riveted firmly. 
Magnesium lever, 4 in. thick, % in. 


wide, 12 in. long with %g in. hole in 
end for rope. Extra long coil spring for 
holding blade open. Packed in individ- 
ual cartons, six in a carton, Other mod 
els are packed in individual paper sack- 
and packed in cartons of a dozen. 


Tro-Ton Combination 


Sander, Scraper 

Denver Floor & Safety Supply. 3801 
High, Denver, Colo., offers an all metal 
combination sander scraper, Smooth, un- 
interrupted service by means of a con- 
tinuous sanding strip is provided. Abra- 
sive rolls and scraper blades changed 








quickly. Easy to grip handle, double 
edge blades, Ideal for home workshop, 
farm craftsmen, shops, etc. 


Harmic 'Besjet’ Torches 


Harmic Mfg. Co., 20 Vernon St. 
Somerville, Mass., offers “Besjet™ 
torches with one chamber within the 
other making the unit compact, easy to 
handle and use. Maker claims greater 
concentration of heat in the power 
chamber. Features a glass-wick assem- 
bly. Tool is shaped like a large bullet. 
without one soldered joint. Models are 
suggested to retail from $1 to $4. 
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Packs a big sales wallop wherever Cash in with the fastest selling metal 
displayed. Attractive 3-color pop-up flashlight on the market. Popular priced to sell 
dispenser catches the eye and ready cash. on sight. Colorful new easel card 
Rigid box holds 2 dozen fast selling holds 3 No. 57 2-cell Nickc! Plated Flashlights. 
Bright Star No. 10M metal top batteries, $1.10 retail, complete with cells. 

Write your jobber now BRIGHT STAR BATTERY CO., 

for details 4 Bright Star’s CLIFTON. N. 3 

5 -ma o w. I. 

elendae distay deals. BRANCHES: CHICAGO e SAN FRANCISCO 
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QUALITY 


CLOTHESLINE ACCESSOMES 


LINE-TITE ROPE 
TIGHTENER 





A very handy connector for rope 
lines. Easy to tighten line or dis- 


connect. Made of RUST-PROOF 


aluminum. 


EZ LINE FASTENER AND 
TIGHTENER 


ar 





For stranded wire lines. Leaves 
no loose ends, goes through the 
pulley, easy to connect and 
tighten the line. Made of RUST- 
PROOF zinc alloy. 


EZ LINE SUPPORT 
“a A very necessary ae- 


cessory for a pulley 
clothesline. Keeps 
| line straight. Made 
of heavy electro- 
plated steel, RUST- 
| = PROOF wheel, in 


| 
t opular sizes. 
,) wo popular si 


EVR-LAST 
CLOTHESLINE PULLEYS 











GUARANTEED RUST-PROOF 
Made in three popular sizes of 
RUST-PROOF aluminum and zinc 
alloys. One piece wheel has extra 
deep throat that KEEPS the line 
on the pulley. Machined bearing 
is easy running and long wearing. 


Sold Through Jobbers 


Everywhere 


BERKELEY SPECIALTIES CO. 
899 Gilman Street, Berkeley 2, Calif. 
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Stop-Draft 


Davis Aircraft Engineering, Inc., 
5 Muzzey St., Lexington 73, Mass., has 
designed the Davis stop draft. Individ- 
ual units, 36 in. long come packed in 
an attractive cardboard sleeve upon 
which are printed instructions for use. 
12 units are packed in a reshipper car- 
ton which weighs 6 lbs. 5 ozs. This 
automatic door bottom for outside or 
bedroom doors is satin finished alu- 
minum. Can be painted. Two screws 
required for installation. Spring action 





raises rubber edge to clear rugs when 
door is open. Catch between door and 
jamb closes unit to provide tight seal. 
Claimed to seal openings up to 1 in. 
wide effectively. Unit is cut to fit any 
door and suggested to retail for $1.69. 


SteelGrip Buller Display 

A package unit for a display board 
and tool rack for six of the most 
popular Steelgrip Pullers used for the 
removal of gears, wheels and bearings 
has been designed by Armstrong-Bray 
& Co., 5364-76 Northwest Highway, 
Chicago, Ill. Board may be used either 
as a counter or wall display, or for a 
tool shop rack. 


Alcro Marking Pen 


Eyer Co., 521 Fifth Ave., New York 
City 17, offers the Alero marking pen 
available in three models. for home, 
office, schools, etc., suggested to retail 
for $1.50. Big Ben, for shipping room, 
factories, $2.50, and double end pen 
for two color work, to retail for $2.75. 
Constructed in three parts from hex- 
aluminum bar ‘stock. Has no moving 
parts. Maker claims they will not clog 
and leak. Nibs are made from Spanish 








WHAT'S NEW 


felt. Pens are attractively boxed with 
4 oz., Alcro ink, glass dropper and 
pocket clip. Ink is said to be water 
proof, instant drying, writes on any 
surface and is available in black, red, 
green and blue. Nib holders in colors 
to match color of ink. 





Faucet Drip Stopper 

Edward O'Malley Valve Co., Chicago, 
Ill., has changed the name of its 
“Faucet Repair Set” to “Faucet Drip 
Stopper.” The design and function of 
the tool has not been changed. 


Memco Coffee Maker 


The Moore Enameling & Mg. Co., 
West Lafayette, Ohio, offers a porce- 
lain enameled glass on unbreakable 
steel base vacuum coffee maker that 
whistles when coffee is brewed. Whistle 
releases pressure which might be pre- 
maturely built up until water has 





reached the correct temperature neces- 
sary to rise to the upper bowl, thus 
making possible a higher temperature 
in the upper bowl, still below the boil- 
ing point. When water is about to rise, 


whistle sounds and indicates timing 
should begin. After coffee and water is 
mixed and the utensil removed from 
heat, maker states no excessive vacuum 
results as vent allows its escape. Large 
oversize top bowl has extra capacity 
which prevents boiling over, Gasket 
seal of selected synthetic rubber per- 
mits easy removal of the upper bowl. 
Fine monel filter is said to be unbreak- 
able, tasteless, rustless and snaps se 
curely into position simply. Rigid black 
plastic handle on a stainless steel band 
is detachable. Link clasp locks handle 
to bottom decanter, Black porcelain 
enamel cover is topped with a_ white 
plastic knob formed to provide a pour- 
ing spout and snaps over top of the 
decanter, Unit will brew from 4 to 10 
cups of coffee of the 5 oz. size. Also 
will make tea or cereal. 
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Now-Prove for Yourself-it// pay to display 


Remember 1940 when sales required 
good merchandising, aggressive sell- 
ing? 

Your customers will again be difficult 
to sell unless you offer good values 
wisely merchandised. 


Though sales come your way easier 
with MEMCO ware, sound merchandis- 
ing is required for added profits. 


To help you sell more Porcelain Enam- 
eled utensils, only MEMCO offers this 
complete package: 

Attractive point-of-sale displays 
for window and counter locations to 
cash in on national MEMCO promotions. 


Hard-at-work ads in Ladies Home 
Journal, Better Homes and Gardens, 
Woman's Home Companion—read by a 
majority of your housewares customers. 
Radio impressions of MEMCO prod- 


ucts into millions of homes, over 61 
stations. 


Newspaper mats to run in your local 
paper. 

Permanently-branded porcelain 
enameled ware, providing a Buy-word 
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for the shopper and a guide to other 
repeat, match-up sales. The MEMCO 
diamond is permanently fired into the 
bottom of every distinctive utensil. 


Make MEMCO one of your fastest- 
moving retail lines. Carry the QUALITY 
line you can sell in QUANTITY. Use it 
as a leader to get a larger share of 
the housewares business. Learn what 
this ‘‘sure-fire’’ line can mean to you 
before your competition does. Write 
today about a MEMCO dealership. 








Millions of 
Housewives 
are being 

“SOLD” 





NATIONAL Magazine 











and tie in with 
all this promotion 


ADVERTISING 


NEWSPAPER 
and 
POINT-OF-SALE 
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NOW—THEY RE 
FOR 





ASKING 


Plastic Dela 
Examed 


amv COLOm 





e om i ~ - 
UALITY AND PROMOTION pay 
off! The product: a superior, multi- 
purpose enamel. The manufacturer: an 
advertising-minded company with an hon- 
ored reputation. The result: a history- 
making demand by consumers coast-to-coast, 
who ask for the product again and again— 





THEY’RE ASKING FOR 







genuine 


PLASTIC 
DE LUXE 


—_— 


(with alkyd liquid base) 












LABORATORY TESTED 


for quick-drying + high coverage 
smoothness * toughness 


TO HELP YOU SELL MORE 20th Cent 

PLASTIC De LUXE Enamel . . . you oo 1 
the advantages of a hard-hitting national 
advertising campaign & other a alds. 











MONEY BACK GUARANTEE OFFER 









For Details, write to: 


20TH CENTURY PAINT & VARNISH CO. 
456 Driggs Avenue © Brooklyn 11, N. Y. 
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WHAT'S NEW 








‘Swifty'’ Pressure Cooker 

Four qt. “Swifty” pressure cooker 
has one operation pressure valve which 
works on the principle of positive grav- 
ity control at a pre-set pressure of 15 
Ibs. and signals with a slight hissing 
sound when full pressure is attained. 
Said to require no dousing and _ is 
vented at the stove by fingertip release. 
Long heat-resistant handles are de- 
signed for easy closing and opening. 
Safety plug is the fusible alloy type. 
Cooker has a stippled finish with a high 
polish trim and is handcast of alumi- 
num. Approved by Underwriters’ Labo- 


+ bh it 





ratories the Swifty is fair-traded and 
suggested to retail at $6.98. Eastern 


Metal Products Co., Tuckahoe 7, N. Y. 


‘Klick’ Yardstick 

Sterling Mfg. Co., Wichita, Kan., is 
making the “Klick” yardstick which 
folds in one operation to 1834 in. long, 
suitable for use wherever the old type 
wooden yardstick was used. Holes are 


Be foe 


@ 


punched in each of the ends making 
it easy to hang on a hook. Made of a 
corrosion free, tarnish proof aluminum 
alloy. As metal edges and sides will not 
wear away, it may be used as a general 
household yardstick or in jobs requiring 
a higher degree of accuracy. Spring 
hinge assures accurate alignment when 
yardstick is opened to full length. Fig- 
ures are die stamped. Available in re- 
sale and advertising specialty types. 
Latter type has advertiser’s sales mes 
sage die stamped on face of both iden- 
tical halves. Distributed by the C. S. 
Thompson Co., Wichita, Kan. 














Vornado Jr. Air Circulator 
O. A. Sutton Corp., Wichita, Kan., 
is making a smaller model of the Vor- 
nado air circulator, model 18C1 with 
all the basic features 
Vortex-tornado air action creates a vol- 
ume of spiral air circulation which stirs 
the air, giving it momentum and keeps 


incorporated. 


it moving. Air stream may be directed 
up or down at any angle by a touch of 
the hand. All moving parts are enclosed, 
Mounted in rubber, motor is noiseless 
and chatter eliminated. High pitched 
propeller blade is said to bite off and 
circulate more air. Lustrous finish is 
gray-green baked enamel. Features a 
sturdy base. Suggested to retail for 
$24.95, 


Nu-Top Calico Design 

The Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio, offers the Nu-Top 
Calico design for stove and table top 
pads. Done in a red and soft shade of 
blue, the design is lithographed on steel 
in four separate coats to insure a dur- 
able mar proof surface, Finish coat is 
a glossy heat proof varnish. Metal edges 
are rolled under all around. Pads are 
made with air-cell insulation and soft 
asbestos base to provide cushioned pro- 
tection to all surfaces with which they 
come in contact. Pads are available in 
18 by 20 and 14 by 17 in. sizes, 
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@ Non -corred 


copper tank 
brass fitting 


@ Oil- and che 
cal-proof he 


@ Light, reg 
aluminum ¢ 
rubber-ti 
wheels. 
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Make a “Killing” 
with Weed Killer & 


with NEW HUDSON 


2,4-D SPRAYER 


The Safe, Easy, Clean Application Method 


i 





Nationally Advertised at.............. 
0 er ere ee ree 14.25 


ES a pais ca eeeunenseueon eens $ 5.70 


People everywhere want to banish weeds, dandelion, plantain from their 
lawns. Provide the easy, work-free, inexpensive way to apply weed killer 
safely, and you'll pick up plenty of extra profits this summer! Specially 
designed for weed killers, the Hudson 2,4-D does the job best... in less 
time without muss and fuss. 





EXTRA SALES {| YOU SELL owe tices isonet $] 
With This cost him about ........-+.+6+ 
. r you RENT the Hudson 2,4-D Sprayer 
Special for half a day ... plenty of $ 1 
Introductory | time for average lawn...... Pat 


Rental Plan Pe ak wuidesacasdacvenciesds $2 











A dealer suggested this plan. Now hundreds are using it to make double 
profits from weed killers. Use this plan to introduce the Hudson 2,4-D 
in your community. Once a customer uses the sensational work-saving 
Hudson 2,4-D Sprayer, he’ll want one of his own. Apply the rental 
on the purchase price... you’ve made a sale. 


Hudson helps you promote this rental plan with free handbills, 
free newspaper mats with every 2,4-D Sprayer order. 


@ Non-correding, 
copper tank, all 
brass fittings. 


@ Oil- and chemi- 
cal-proof hese. 


@ Light, ragged 
aluminum cart, 
rubber-tired 
wheels. 


ACT NOW... Order from your jobber today. Order several Hudson 

2,4-D Sprayers ... at least one for store display ... several for sale 

and to rent. If you can’t get immediate delivery, phone or write Hudson. 

H. D. HUDSON MANUFACTURING COMPANY 
589 E. Illinois Street, Chicago, Illinois, U.S. A. 


© 1948 4.0.4, MFG. CO, 


Tested and Proved 
SPRAYERS AND DUSTERS 


HAY TOOLS AND 
BARN EQUIPMENT 


LIVESTOCK EQUIPMENT 
POULTRY EQUIPMENT 


FARM VENTILATION 
EQUIPMENT 
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EMBURY 


TWICE THE SALES wit 
" Hull Automobile 
THAT'S RIGHT! and Marine Compasses 
enjoyed a record year in '47, and present 
sales are double a year ago. This successful 
sales picture—at a time when the honeymoon 
is ending for many lines—is 
further proof of Hull leader- 
ship and consumer accept- 
ance. Are you missing this 
sound, assured profit oppor- 
tunity ? 
(A) BEACONLITE 
Illuminated Automobile 


Compass 
List Price $5.95 
(B) STREAMLINE 
Standard 
Automobile 
Compass 
List Price $3.95 
(C) STREAMLINE 
Marine Compass 
List Price $2.7 








| HULL MFG. CO. 

| P. O. Box 246-HA5, Warren, Ohio | 
| Send me information and prices on the | 
| Hull Automobile Compasses. | 
| NAME a ll 
| Check: [1] Dealer [] Chain Store [J Jobber | 
| STREET 

j CITY 

Gee cee cee coms oe ee ee ee ee oe 
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'Freeze-O-Matic' 
Refrigerator 


Acme-National Refrigeration Co., Inc., 
634 Dean St., Brooklyn 17, N. Y., is 
introducing a “Freeze-O-Matic” 34% cu. 
ft. refrigerator designed for small apart- 
ments, As it is 36 in. high with a fire- 
proof, leafproof formica top, the unit is 
adaptable as a kitchen work table. Sug- 
gested to retail for $199. Utilizes a 
Tecumseh refrigeration unit using an 
extra capacity % H.P. motor with in- 
ternal spring mountings, in connection 
with a Ranco automatic selected tem- 
perature control, Has an all-steel cabinet, 
24 in. wide, 214 in, deep. Insulation is 
compressed Fibreglass, hermetically 
sealed. Lowboy features a knee-high 
push button for opening the box when 
hands are occupied. Equipped with full 
size ice cube trays, interior light and 
full food capacity for a small family. 


Stop, Tail Light 
Bicycle Combine 

Battery operated, automatic Stop-Lite 
and Constant Tail-Lite for all makes of 


bikes is offered by Darwin Products, 
Inc., 126-30 W. 18th St., Chicago 8, II. 





Application of brake causes stop lite to 
flash on and stay on as long as brake 
is applied. Tail lite is manually con- 
trolled by a switch on the stop lite case. 
Case, 24 gage steel, holds the 2.5 volt 
bulb and two D cell flashlight batteries, 
is attached to the rear fender by a steel 
bracket and two bolts, Lens, of Mon- 
santo’s plastic Lucite, is red, claimed 
to be shatter proof and unbreakable. 
Wire leading to bicycle axle is water- 


WHAT’S NEW 








proof, oil resistant and rubber insulated, 
Available in baked white enamel or 
chrome plated finishes, Suggested to 
retail for $2. without batteries. Packed 
48 to carton in individual containers 
with installation instructions. 


Finger Painting Sets 


Standard Toykraft Products, Inc., 95 
Lorimer St., Brooklyn 6, N. Y., is offer- 
ing the “Tom Sawyer” finger painting 
sets for youngsters. Set illustrated, 
No. 471, is made up in a specially con- 
structed die cut box. Cover wrap is 
lithographed in six colors and varnished. 


Includes four jars, each containing 23% 





oz. of finger paints in brilliant colors. 
Jars are of white opal glass. Special 
type metal jar cap is lithographed in 
selected colors indicating color of con- 
tents, Also 12 sheets of Tom Sawyer 
finger paint paper, four wooden finger 
paint spatulas, and one lithographed 
finger paint instruction sheet. Paints are 
said to be stainless, harmless and will 
not freeze in cold temperatures, Boxes 
packed three doz. to carton, shipping 
weight 30 lbs. to doz. Suggested to re- 
tail for $1. 


Transparent Handled 
Chisels 


Greenlee Tool Co., Division of Green- 
lee Bros. & Co., Rockford, IIl., offers a 
line of socket chisels with handles of 
transparent green Tenite. They are 
available in socket butt, socket firmer 
and short socket firmer types. Handles 
are said to be weather resistant and 
are tested for safety. Handle features 
a hardened steel pin which is inserted 
through the tenon section and part of 


= — 


the handle body. Blades are bevel- 
edged and of high-carbon steel for a 
fine-cutting edge. 
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...and Customers 
go for 


goes places! 


Meet your new constant companion—a shining alumi- 
num Thermos brand vacuum bottle—just right for pic- 
nics and parties and all kinds of sports. 

It’s smart as can be—and practical, too. The ribbed 
aluminum case is rustproof, strong, easy to grip and to 
carry. It’s vacuum-insulated—like all “Thermos” brand 
products—keeps hot things hot or cold things cold most 
efficiently. 





Look for the aluminum bottle next time you shop. 


Again this month, a great many 


of your customers will meet the 
aluminum Thermos brand vacuum 
bottle on the pages of TIME Mag- 
azine. 

Appearing on June 21, this ad- 
vertisement brings out the full 
beauty and utility of this popular 
product—at a very opportune 
time. Right now, the “outdoors” 
season is at its height . . . con- 
sumers are ina holiday mood... 
everyone is interested, more than 


ever, in Thermos brand vacuum 





ware, 


UUM Ap : 
2 TACHMUS eae 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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°© A Quality Fair Trade item 
that builds satisfied customers. 
© A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it'’s right for 
every tank. 

¢ Attractive display box con- 
tains one dozen individually 
boxed balls. 


A BIG PROFIT ITEM 


Order from your jobber or 
write us. direct 


Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 
151 EAST SOth ST, NEW YORK 22.N. ¥. 





Door it Bost ! 


Try wire forms next time. Wire of- 
fers many a saving and short cut not 
possible in a milled job. Analyze 
your products carefully. [f you be- 
lieve you can profit by using wire 
forms let us help you work out 
specifications. 


M.S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS r HOGKS 
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WHAT'S NEW 








Fuelless Incinerator 


The Majestic Co., Huntington, Ind., 
offers model Ne. 2 economy model fuel- 
less incinerator. Waste itself serves as 





fuel. Down-draft system draws from the 
top through the refuse, which dries it 
as it burns—or even when not ignited. 
Refuse is dropped into the unit until 
it’s filled to the two-bushel capacity. 
Ashes need to be removed from the 
large ashpit but a few times per year. 
Maker says there are no interior odors 
and the unit is designed to fit in any 
basement. or utility room or any place 
where it can be connected to a 6 in. 
or larger flue. Outer casing and ash 
cleanout door are of heavy gage steel. 
Top and lid are of cast iron. Lid swings 
to side for ease in filling and has an 
adjustable draft control. Inner grate 
lining is built up of steel rods, elec- 
trically welded and is hung in the 
double-walled housing by inside hooks. 
Thus it is easily removed for cleaning 
out metal objects. Permits grate re- 
placement. Finished in hammered me- 
tallic bronze-brown. Height is 32. in., 
diameter, 23 in, Shipping weight, 90 Ibs. 


Cambrite Model 33 
House Numbers 


Cambrite model 33 tile house num- 
bers are made from clay. They are 3 by 
2 in. and embody a bevelled cushion 
edge and the black numeral is sealed 
under a clear white glaze. Maker claims 
they will not rust, fade, tarnish or stain, 
Also available are Cambrite — black 
japanned aluminum frames in sizes hold- 
ing from one to five numbers. Installed 


— 








easily with two small nails or screws. 
Cambridge Tile Mfg. Co., Dept. 10, Cin- 
cinnati 15, Ohio. 


Alpha Acid-Filled Solder 


Alpha Metals, Inc., 363 Hudson Ave., 
Brooklyn 1, N, Y., offers a second Tri- 
Core solder with a solid acid-filled flux 
claimed to solder any metal except alu- 
minum and magnesium. It will solder 
stainless steel, monel and nickel. Said 
to provide positive fluxing, rapid melt- 
ing and continuity of flux throughout 
the length of wire. Alpha acid-filled 
solder has no voids or gaps without 
flux and is claimed not to leak. Flux is 





non-toxic and relatively non-sputtering. 
Maker claims it is readily soluble in 
water, and easily washed off, 





Pamco Aluminum Levels 


The Perfection Automatic Machine 
Co., Cleveland 4, Ohio, is offering a 
sturdy light-weight Pamco aluminum 





level. Cast from virgin aluminum all 
leveling sides being machined to assure 


parallel plumb and level surfaces. Vials 
are stationary and solidly set in special 
compound. Permanent black enamel 
markings on crowning points assure 
instant and easy visibility. The 24 and 
28 in. levels have 4 plumb and 2 level 
vials, the 18 in. levels have 2 plumb and 
2 level vials. Individual boxes in cartons 
of 36 boxes. 
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Aluminum 


HAMMERCRAFT WATERLESS COOKWARE 





Club) 





CLUB ALUMINUM‘s 
| 25th ANNIVERSARy SET 
7 SHINES Up TO BRIDES 













For every bride that come 
Store with a Club Aluminu ’ 
eye, you can count on s 
m-laws and friends 
also say “Club Alumi 
Waterless Cookware.”’ 


S into your 
gleam in her 
Several] relations 
whose gift 





S, at 
ar. Right 
to tie in. 














HAMMERCRAFT COOKWARE 
TRADE-MARK REGISTERED 


lhis trade-mark appears on bottom 
ot every Club Aluminum utensil 


© 1948 CAPCo. 
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The Best Are 





BETTER BRAND 


mouse and rat 
TRAPS 









¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











Shoes Nomogenized 


Neatsfoot Oils 


Processed from the foot 
banes of the finest healthy 
beef animals slaughtered in 
the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils more uni- 
form, smooth and penetrat- 
ing. 



















SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 
. the fibers in all fine tanned leather 
MADE IN 3 GRADES 
Pure — Prime — No, 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 








Contains Mutton Tallow 
Made in Stick and Liquid 


Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 
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‘Twinsweep’ 


Twinsweep Co., 2520 Marshall St., 
N.E., Minneapolis 18, Minn., offers a 
garden appliance which is claimed to 
do six hours’ work in one hour. It is 
35 in. wide with brushes 27 in. wide 
adjustable from ground to 3 in. above. 
Brushes are set in ball bearings and 
wheels are set in needle bearings. Tires 
are made of hard rubber cemented to 
wheel. Handle is adjustable to individual 
height of operator. For late summer and 
fall use, the Twinsweep can be used to 
lift low growing crab grass, removal 
of wild seed, fallen leaves, papers or 
other debris. Eliminates raking. Maker 
claims Twinsweep is completely rust- 
proof. Unit's shipping weight is 51 Ibs. 
and it is packed in a paper carton. 
Suggested to retail for $38.50. 


X-Acto Metal Tapping Kit 


X-Acto Crescent Products Co., Inc., 
440 Fourth Avenue, New York City, 
offers a metal tapping kit including 
tapping hammer and stippler, mount- 





ing boards, aluminum and copper foile 
with printed projects, brads and_ in- 
struction sheet, Attractively boxed, sug- 
gested to retail for $1.50. 


Elec-Trick 
Air-O-Car, Truck 


Elec-Trick-Toys, Inc., 403 Victoria 
Bldg., Utica 4, N. Y., offers the Elec- 
Trick Air-O-Car and Truck which in- 
corporates a motor operating on one 
flashlight battery, and does not contain 
any gears. Due to this it has absolute 
free wheeling when the motor is off 
whether it is operating in the air as a 
train or on the ground. Unit is packed 
for both aerial and ground operation. 











Contains one Air-O-Car with motor, one 
truck cab, 15 ft. of cable track tight- 
ener, two stop clamps and one standard 
flashlight battery. Made of strong buty- 
rate and incorporates brass bushing 
wheels. Suggested to retail for $6.95, it 
is packed in a self display box incor- 
porating six colors with a varnish finish. 
Packed six units to shipping case, which 
weighs about 20 lbs, 


Auto Look-Out Lite 


Perry Products, Inc., Kenilworth, 
N. J., offers a warning and utility light 
which features a warning flasher, a 





three-way switch and a permanent mag- 
netic base. When placed on top of the 
car the Lite can be seen from all 
directions, providing a clear warning 
signal. Plastic top is a red polystyrene 
with a white band sufficiently wide to 
provide clear light for repairing tires, 
map reading and locating engine trouble 
or lost articles, says maker. As a warn- 
ing signal, light flashes 80 times per 
min. but the three-way switch provides 
a steady light for all the utility features 
or completely shuts off light. Design of 
Alnico magnetic base provides adher- 
ence to the ferrous metal parts of the 
car with the light in any position. A 
6 volt 21 candle power bulb and 12 ft. 
of rubber insulated cord are used. Sug- 
gested to retail for $6.35. 


'Yim-O-Flex' Hair Brush 


Empire Brush Works, Port Chester, 
N. Y., is again producing the “Vim-O- 
Flex”, air cushioned hair brush. Brush 
is set with 10 rows of fine plated brass 
ball point bristle pins, Pins are set in 
a rubber cushion that provides gentle 
resilience. Over-all length is 9 in., width, 


234 in. Bristle pins are % in. long. 


ii 
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Block is a.natural color hardwood, 
lacquered for durability. Suggested to 
retail for $1, 
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‘Carve Fork’ 


L. E. Mason Co., Boston, Mass., is 
offering the Carve Fork which is de- 
signed with sturdy stainless steel double 
prongs. Has a comfortable, firm hand 





. “a4 





grip handle and is said to hold the meat 
securely. Features English Gadroon 
shaped handle, chromium plated, and 
stainless steel tines. Individually boxed 
and suggested to retail for $2.95. Made 
also with a special concave guard and 
handle of silver plate, suggested to re- 
tail for $7.50, Packed 12 to a carton 
with a shipping weight of 9 lbs. 


Perfection Oil 
Water Heater 


Perfection Stove Co., Cleveland, Ohio, 
has added a storage type oil burning 


water heater to its line. Finished in 


white baked enamel, the Superfex water 
heater has a distinctive rectangular de- 
sign. Radiant heat loss from the tank 
is said to be held at a minimum due to 
a heavy mat of fiberglass insulation at 
the top and confined air space between 
the tank and the casing. Self-vaporizing 
burner is made of heavy-gage steel 
which is claimed not to warp, Auto- 
matic draft regulator maintains a steady 
uniform draft regardless of outside 
weather conditions, Claimed to give 
efficient performance on drafts as low 
as .03 or as high as .06, Midget Pilot 
burns with a clean small flame which 
is said not to overheat water in tank 
when hot water is not being drawn. 
Equipped with a flexible plunger type 
clean out rod which makes it possible 
to clear sediment from fuel line without 
turning off burner. Thermo-bulb water 
temperature control is conveniently lo- 
cated and maintains any water tem- 
perature desired. 

Electrically welded tanks are galvan- 
ized inside and out and are equipped 
with a magnesium alloy anode which 
protects interior from corrosion. Two 
models are offered, 450 has a storage 
tank of 50 gal. capacity, water tempera- 
ture is raised 60 deg. at a rate of 60 
gal. per hr.; model 430 has a storage 
tank of 30 gal. capacity, raises tempera- 
ture ef water 60 deg. in one hr. 
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CRUMP 


MASTER-MADE 


HORSE COLLARS 


AND 


FARM HARNESS 


SHOWN HERE: 
No. 553 RUSSET COLLAR 


Made of full grain selected leather, with 
extended lug, straw stuffed and patent fas- 
teners. 17!/2" draft with 5!/2"" rim. No. 


533'/2 same in Half Sweeney. 


No. 3303 SLIP HARNESS 
Medium heavy plain; 5" 


tugs and hip straps. 


WRITE FOR DETAILS OF COMPLETE LINE 


FARM HARNESS @ HORSE COLLARS @ ENGLISH & WESTERN SADDLERY 








s. t. CRUMP COMPANY, unc. 


WRITE: MAIN OFFICE & FACTORIES, 
RICHMOND, VA. 
N. Y. OFFICE: 76 READE ST. 
CHICAGO OFFICE: 666 LAKE SHORE DRIVE 
Manufacturers and Importers Since 1875 


WE SELL 


RELIABLE 

















saddle with 
1%," bearer, 2'/4"" breeching, 1'/g" shaft 


ONLY THROUGH 


RETAIL DEALERS 














GKS METALCRAFT 





HETHER or not you operate a complete 
home furnishings department, you'll find 
many items in the fast-moving GKS line that 
will increase store traffic and swell your profits. 


For instance, there are glass topped tables 
that retail from $2.50 to $14.95. Each is a 
masterpiece of the metalcraftsman's art, sub- 
stantially made, artistically finished . . . grace- 
ful accessories for the finest homes, yet priced 


within the reach of all. 


And Wall Shelves in almost endless array, 




















retailing from $2.50 to $8.00; Plant Stands from 
$2.50 to $12.95; Wall Brackets from $1.00 to 
$4.00; plus many winning modern styles in 
Corner Shelves, Plant Holders and Bathroom 


Accessories, 


Write today! 


For quick turnover and good 
profits, get the GKS story. 











| 
U ( 
TABLE NO. ORT-21 
A typical GKS value. Modern 
design, 21" tall, with two 15!/2" 
shelves of red, blue or clear glass. 
Satiny white, Swedish iron or Verde 
green antique finish. 


CAT. NO. ORT-21 - Your Cost $7.50 each 


EV NOIANE 
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GALVANIZED 


OS ee 


PACKED IN DISPLAY CARTON 


The wire of 1000 uses! 18-19-20 gauge in 
handy 50-ft. rolls. Zinc-coated to prevent rust. 
Colorful display carton builds extra sales for 
you. Write for information. 

Same gauge wire also available with black 
annealed finish; coated with rust inhibitor. 
Plain carton. 


SPRING STEEL MUSIC WIRE 





Non-snarling—-easy to work; lays flat in coil- 
High tensile strength carbon steel drawn to 


exact diameters—.010 to .120. 


PEKIN SPECIALTY CO. 
PEKIN, ILLINOIS 





ARMALOY 
SOCKET WRENCHES 


Armaloy Socket Wrenches are 
made of a selected grade Alloy Steel, heat 
treated, gauged to closest tolerance and 
beautifully finished in Chrome Plate. 
Furnished in five sizes: 1/4", 34", '/2", 34" and 
1" square drive with a complete assortment 
of drop-forged ratchets and driving units. 
Cataloged, Stocked and Sold singly or in sets 
by leading Industrial Distributors everywhere. 








ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 
5214 West Armstrong Ave. Chicago 30, Ill. 
Eastern Whse. & Sales Office: 
199 Lafayette Street, N. Y. 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission Street, San Francisco, California 
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Ingersoll Alarm Clock 


has restyled the case of its Ingersoll 
alarm clock. The Ami is a 40-hr. alarm 











clock and its case is Celanese Celcon. 
Features a single winding key which 
winds both the time and alarm simul- 
taneously. Radiolite model of the Ami, 
illustrated, has hands and hour markers 
which can be seen in the dark. Sug- 
gested to retail for $3.95 in emerald, 
navy, wine or ivory. 


Thermo Oven 


Oil Control 


Automatic Products Co., Milwaukee 
10, Wis., offers a Thermo Oven oil con- 
trol, model 240-TO-YR which thermo- 
statically temperature 
through a range from 250 to 550 deg. F. 
and supplies manual control for surface 
cooking. No electricity is required. User 
dials the temperature desired on the 
Thermo Top of the control, By means 
of a feeler bulb located in the oven, 
temperature is automatically maintained 


it the desired level, Model TO-YR con- 


controls oven 





U.S. Time Corp., Waterbury 9, Conn., 


trols are made for both one and two 
pot-type burners or one and two sleeve- 
type burners. 


De Luxe Toilet Seat 


Federal Seat Corp., Long Island City, 
N. Y., introduces its DeLuxe model 
suggested to retail at $6.95. Made of a 
special Ethocel formula developed in 
co-operation with The Dow Chemical 
Co., the seat is guaranteed for a life- 
time not to chip, peel or crack and is said 
to be acid resistant. Features Federalok 
“‘Neva-Lose” hardware with concealed 
hinges and “No-Slam” resilient cushion 
bumpers marbleized in colors to match 





the seat. Seat itself is made in rose- 
orchid, powder blue, sea green, black 
and white, all with the Pearltone mar- 
bleized effect. 


Finger Paint Sets 
Milton Bradley Co., Springfield 2, 


Mass., has offered three types of finger 
paint sets. Shown is the Chieftan set. 





The creamy-smooth plastic mixture is 
claimed to be harmless to the skin or 
clothing and to wash easily from any 
surface. Mohican set includes six 4 02. 


jars of assorted colors; 12 sheets of 
finger paint paper; six spatulas and 
instructions for use. Suggested to retail 
for $2. Chieftan set has four 2 oz. jars 
of assorted colors; 12 sheets of finger 
paint paper; four spatulas and instruc- 
tions for use; suggested to retail for $1. 
Mohawk set contains six 2 oz. jars of 
assorted colors; 12 sheets of finger paint 
paper; six spatulas and instructions for 
use; suggested to retail for $1.50. 
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Junior-Pro Jeep 


Junior-Pro Products Co., 3206 Mor- 
canford Rd., St. Louis 16, Mo., is 
introducing a jeep which can seat four 





youngsters in the front and back. It is 


221% in. high, 21 in. wide, 50 in, long, 
painted red and features all-steel weld- 
ed body and chassis that are built as 
separate and complete units. It has 10 
in. oilite bearing wheels, semi-pneu- 
matic tires, windshield that folds down 
and is constructed to accommodate 
electric motor and battery or gas engine. 
Body may be changed as boy grows, 
for one of the owner’s design. Suggested 
to retail for $37.50. 


Westinghouse Lower Price 
Refrigerator Line 


Five refrigerator models which pro- 
vide for frozen food, high humidity and 
normal cold storage are offered by 
Westinghouse Electric Corp., Manstield, 
Ohio. Two models, the seven and nine 


cu. ft. refrigerators — American Chal- 
lenge, suggested to retail for $229.95 
and the American Heritage, $279.95 


are respectively $10 and $20 less than 
comparable 1947 models. Other models 
include a nine cu, ft. refrigerator, the 
American Leader, suggested to retail 
for $249.95; a seven cu. ft. deluxe com- 
bination, the American bounty, $229.95 
and a 10 cu. ft. deluxe refrigerator- 
freezer, the American Triumph, to 
retail for $359.95, 


Soapy Scouring Pad 


James H. Rhodes & Co., 157 W. Hub- 
bard St., Chicago 10, IIL, offers “Glo” 
a steel-wool soap scouring pad, which 
is pillow-shaped, resembling a shredded 
wheat biscuit. Crimped edges make it 
simpler to scour corners of pots and 
pans. Glo is claimed to have a min 
imum of sharp ends to prick the fingers 
or break off in Non- 


alkaline soap is said to be non-irritating 


steel slivers. 
to the skin. Soap embodies an ingre- 
dient called Rodium, which has the 
power to resist the rusting of the steel 
wool, Package the 
“Easy on the hands”, Box has a light 
blue 


features slogan, 
background with white 
lines to resemble kitchen tile, with Glo 
in red, 


squared 
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NOW IS THE TIME FOR HOM 


Pick up extra profits on these easy-to-sell, always-in-need, plum 


the time to cash in on these fast-moving items. Worn out parts get much needed 
attention after the cold weather is gone. Stock them on open counters and watch them 


go. If your jobber can't supply you, write direct. 
Fit-All tank ball—flush ball 
for toilet tank. High qual- 
ity rubber. A _ household 
necessity. Suggested retail 
—50c each. 






faucet. No other tools need 


Suggested retail — 





C. P. Brass ball joint shower 
head. Good spray. Self 
cleaning. Easy to __ install. 
Suggested retail—$2.50 each. 


THE SPEARHEAD BOILER PLUG & SPEC 
766 Woodland Avenue 


Graphite asbestos packing—quickly re- 
pairs leaky faucets, valves, traps & 
pipe connections. Suggested retail— 
10c each. 











Bibb seat dresser unit with 3 cut- 
ters. Makes a smooth seat on any 


$2.95 each. 


E REPAIRS 


bing specialties. Now is 





Bibb stem _ repair 
unit. An easy re- 
placement unit for 
faucets. Complete 
with hand (H or C). 

ed. Suggested retail — 
85c each. 





Galvanized pipe 
sizes for %" - '/," 
1" pipe. Packed 250 per 
box. 


IALTY CO. 
Cleveland 15, Ohio 


straps, 











STURDY 
METAL 


| 


For Plug Tip VULCAN Electric Sold 
(all parts replaceable) 





DANVERS 10, MASS. 


Makers of a wide variety of Heating Elements for 





ASK YOUR JOBBER 


VULCAN ELECTRIC COMPANY 


assembly 


BRILLIANT 
COLORS 


ering irons 


into manu- 





eee own products and of Heating Specialties that use electricity. 
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Coleman Console Heater 


Coleman console oil burning space 
heater is 3444 by 3734 in. and has an 
overall depth of 25 in, Entire cabinet, 
completely streamlined, is welded into 
a single piece of heavy gage steel. 
Heater is available in two finishes, a 
beige with coppertone grill and a spat- 
tercoat brown. This model is designed 
to put more heat in the living zone, 
the lower 3 to 4 ft. of the area to be 
heated. Heat is delivered by radiation, 
circulation and when the heater is 
equipped with a power blower by direct 
air movement at floor level. Other fea- 
tures of the heater are: Removabie 
5 gal. tank, built-in humidifier, auto- 
matic Coleman draft meter and a fuel 
control valve equipped with an adjust- 
able fuel compensator to handle dif- 
ferent grades of oil. Combustion cham- 
ber of the heater is a long horizontal 
unit shaped like the leading edge of 
a plane. Special dividers separate the 
radiant heat zone from the circulating 
heat zone. Coleman Co., Inc., Wichita, 
Kan, 





3-Way Laundry Bag 

Allied Industries, 1220% Grand Ave., 
Des Moines, Iowa, offers the clothes 
hamper, basket and carrier, all in one. 





Carries “suitcase” fashion, Eliminates 
backaches and stooping, 314% in. high. 
Can be used as hamper to store soiled 
clothes or dampened clothes. Bag_ re- 
movable for cleaning. Said to be rust- 
proof and snagproof, Folds into compact 
space when not in use. Packed 6 frames 
nested bags, tips in carton. Shipping 
weight 37 lbs. per doz. Ideal for use 
with washer. 


Fluorescent Lamp With 


Incandescent Color 

Sylvania Electric Products, Inc., 500 
Fifth Ave., New York City, offers a 
fluorescent lamp with “incandescent” 
colors. Designated “Warmtone” the 
color fluorescent lamp is designed for 
use in homes and retail stores. Maker 
says it is possible and practical to 
achieve the high levels of  well- 
distributed, virtually glarefree illumina- 
tion produced by fluorescent lighting, 
plus the warm atmosphere associated 
with incandescent lighting sources. 
Available in the 20 and 40 watt sizes 
suggested to retail for 95 cents and 
$1.25 respectively. In “‘Warmtone” 
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lamps, the phosphors which coat the 
inside of the fluorescent tube are 
blended so that more light is produced 
in the red-yellow end of the spectrum 
and less in the blue green end. Thus, 
says the maker, the lamps are abundant 
with the same color radiation as incan- 
descent filament lamps, red, orange and 
yellow and produce similar effects on 
colors shown under them, 


' + 

Jade-lte' Dinnerware 

Anchor Hocking Glass Corp., Lan- 
caster, Ohio, offers “Jade-Ite” service for 
eight, 53 pieces. Practical for dining 





room, breakfast nook, camp, lodge or 
summer retreat, Jade-Ite is the “miracle- 
glass” dinnerware, an opaque green, 
which can be warmed in the oven or 
baked in, says the maker. Set includes: 
8 each of, cups, saucers, desserts, salad 
plates, soup plates, dinner plates; a 
vegetable bowl, platter, sugar bow! and 
cover, cream pitcher, Set suggested to 
retail for $6.95. 


Viking Jr. Scale 


The Hanson Scale Co., 523 N. Ada 
St., Chicago, IIl., is again producing 
the Viking Jr., 25 lb. scale. Suggested 
to retail for 69 cents. it is ideal for 





mechanics tool boxes, fishing tackle 
cases and household use, Available 
packed in a display box. 


American Kitchens 


Disposer 

American Central Division, Avco Mfg. 
Corp., Connersville, Ind., is introduc- 
ing its disposer which is claimed not 





to jam or clog, due to a knee action 
pulverisor. Said to dispose of ordinary 
kitchen waste and that of a large meal 
in less than a minute. Drains and pipes 
are kept clear of refuse by the force 
of water from tap and the abrasive ac- 
tion of the ground waste as it is driven 
into the drain by the impellers which 
serve as a pump to quickly empty the 
disposer receptacle so that no waste 
remains to generate objectionable odors. 
Moving parts of disposer are perma- 
nently lubricated and sealed. Suggested 
to retail for $119.95, 





Brake-O-Matic 
Door Closer 

Mitchell-White & Co., Inc, 12 E. 
2nd St., New York City 10, offers a 
Brake-O-Matic door closer which em- 
ploys the shock absorber to protect both 
the door and the closer itself against 
damage in the event of sudden heavy 
wind pressure, or severe impact. Avail- 
able is a standard yoke model for 
screen storm and medium weight doors 
and the Torpedo model for heavier 
storm and interior doors. Both are pre- 
cision engineered and constructed of alu- 
minum and stainless steel permitting no 
rust or discoloration, Both models serv- 
ice right and left hand doors, inside 
and outside doors, push and pull activa- 
tion conditions without disassembly, re- 
assembly or mechanical change, says 
maker. Units are said to be noiseless, 
smooth in action and subject to hair 
trigger control as to speed through the 
finger tip adjustment screw on the tube. 
Screw will lock door in any position, 
at any angle. Yoke model, illustrated is 
suggested to retail for $2.95 and the 
Torpedo type for $3.95, 
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ARE YOU 
GETTING 
YOUR SHARE 


OF 
KAY-THE 
SALES TO FARMERS 


Ask the next 100 farmers who come into your store if they have a water seepage 
problem... 


You will find that many of them have silos, hog pens, potato cellars, dams, cellar 
walls, dairy barn walls, graineries, or some other masonry wall that leaks 
water .. 


They may wonder why you asked the question... 


If they ask you why . . . you are on your way to make a nice profit . . . because 
you can tell them how to solve their problem. . . 


That is . . . if you know how well their problem can be solved with Kay-Tite Primer 
and Kay- Tite... 


lf the farmer's wife is interested ... there is a choice of white or 8 different colors 
of Kay-Tite ... 


For more than 20 years hardware dealers in rural districts have been answering 
the farmers $64.00 question with Kay-Tite and making $64.00 themselves . . . 


Ask Your Nearest Distributor 
or write us — if you do not 
stock Kay-Tite 


BAY-TITE 


COMPANY 


WEST ORANGE, N. J. 
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Atlantic City Housewares Show Buying, 
Moderate; Predict Prices Will Remain Steady 


The buyer registration at the aluminum sheet to meet produc- 


National Housewares Manufac- 
turers’ Association Show at Con- 
vention Hall, Atlantic City, from 
May 29 to June 4, was 7,500 and 
the exhibitors numbered 551. 
Retailers attending the show 
found that the manufacturers of 
from bathroom scales to 
woodenware, that the 
firm price standard will prevail 
for the of the year. 
tinuing scarcities of raw mate- 
rials such as steel, aluminum and 


items 
indicate 


rest ( ‘on- 


top grade wood as well as still 


rising labor costs are given as 
factors that retard lowering of 
prices. 

Producers find competition 
tightening constantly however, 


and they are watching for signs 
of any drop in consumer demand 
because, they 
risen to the point where shaving 


say, costs have 
prices would be difficult. Alloca- 
tions continue on leading «mall 
appliance lines, due to the lack 
of the right finish steel. Utensil 
manufacturers however create 
the impression that steel troubles 
are minor compared with current 
enough 


difliculties in obtaining 


tion schedules. 

Trend toward color was evi- 
dent at the show. Reds. blues 
and greens were found on_ the 
side panels of automatic pop-up 
toasters, waffle irons made of | 
colored porcelain’ enamel on 


steel, knobs and handles of alu- 
cooking and 
ware 


minum utensils 


enamel manufacturers dis- 
cussed introducing more color in 
their lines. 

In the basement, used for the 
first time in a housewares show. 
and 


due 


were smaller manufacturers 
representatives. Principally 
to the timing of the exhibit, very 
few 
particularly from big-name manu- 
facturers who said that the show 


new products were seen, 


came too soon after the January 
exhibit. 

Sunday and holiday show open- 
ings are in the process of being 
eliminated future 
said Mr. Buddenberg, show direc- 
tor. It announced that the 
1949 Hardware Show will be 
held from Jan. 13-20 at the Navy 
Pier, Chicago. 


for exhibits, 


was 





B. O. BECK NAMED MGR. 
CROSLEY RANGE SECTION 
B. O. Beck has been appointed 


es 
to the position of manager, range 


section, Crosley Division, Aveo | 
Mfg., Corp., succeeding Philip 
W. Pugh, who has resigned to 


become sales manager of Modern 
Distributing 
distributors of Crosley products 
in the greater Cincinnati area. 

Mr. Beck has been with Cros- 
ley since 1946 as electric range 
engineer, He his 
E.E. degree from Purdue Univer- 
sity and took post graduate work 
in the School of Commerce at 
Northwestern University. 

Beck has had 20 years exper- 
ience in the appliance field, and, 
during the war as a lieutenant 
colonel in the Signal Corps. 


Co., independent 


received 


B.S.- | 


spent 14 years with distributors 
in Grand Rapids, Michigan, and 
Columbus, Ohio, served as pro- 
motional manager of the Central 
Region for Crosley for two years, 
and was attached to the air- 
craft radio division of the U. S. 
Signal Corps during the war. 


W. R. SCHAFER NAMED V.P. 
GEN. MGR., COOLERATOR 

Ward R. 
vice president and general man- 
ager, and Wm. C. 


Schafer was 


( ‘on ley, J r., 


named | 


sales manager of the Coolerator | 


‘0., Duluth, Minn. Mr, Conley 


will be directly responsible for 


| all marketing activities. 


Mr. Schafer was 
with Hotpoint, Inc., for over 
20 years and served in a number 


associated 


W. R. Crawford replaces Beck | of executive posts including that 


as electric range engineer. 
Mr. 


radio and appliance business, 


136 


of divisional sales manager, gen- 


Pugh, a veteran in the eral sales manager and as vice- 


president, 





| 


| 





also a veteran 
in the major appliance field, He 
started in 1930 with the Potomac 
Edison Co. He joined Hotpoint. 


Mr. Conley is 





WARD R. SCHAFER 


in 1945, national sales 
manager directly responsible for 
the sale of all-electric kitchens. 
kitchen cabinets, dishwashers and 
disposal units, 


Inc., 


as 





WM. C. 


CONLEY, 


JR. 


| Balderston, 


The officers of the Coolerator | 
are: L, W. Hamper, 
Frank S. Gibson, 
treasurer: Charles J. 
and Rex 


assistant secretary and treasurer. | 


Co. pres- 
Jr.. | 
Gibson. Jr., | 


Sandford, | 


ident; 


secretary; 


P. H. ERICKSEN NAMED 
VICE-PRES. OF SALES 
BENDIX HOME APPLIANCES | 
Parker H. Ericksen’s appoint- | 
ment as director of for 
Bendix Home Appliances, Inc., 


sales 








| of 


| he 


| serve as chairman of the 


was announced recently by Jud- 
son S. Sayre, president. He suc- 


ceeds W. F. Linville, who has 
resigned. 
Mr. Ericksen, who served as 


advertising and sales promotion 
manager for Bendix Home Ap.- 
pliances, Inc. from 1938 to 1943, 
has been vice-president in charge 


sales for Majestic Radio & 
Television Corp, since 1943 and 
president of Majestic Records, 
Inc. 

He has had more than 15 
| years’ experience in the appli- 


ance business. Previous affilia- 


include a_ sales 
position in the appliance division 
of the Fairbanks-Morse Co. and 
advertising for Zenith 
Radio Corp. 


tions executive 


manager 


H. C. HOSFIELD NAMED 
MARKETING, GEN. SALES 
MGR. LYNN PRODUCTS CoO. 
Lynn Products Co., Chieago 11, 
Ill., has announced the appoint- 
ment of Mr. Harry C. Hostield 
as marketing sales 


and general 


manager. Mr. Hostield formerly 
was associated with the Grand 
Specialties Co., Chicago, where 


held the position of market- 
ing manager. He succeeds F. W. 


P. Jackson who is engaged in 


| the automotive jobbing business 
| in 


Jacksonville, Florida. 
JOHN BALLANTYNE 
MADE CHAIRMAN 

PHILCO CORP. 
At the ~ recent 
meeting of the board of directors 
of Philco Corp., Larry E. Gubb 
declined chairman 

John Bal- 

preside nt 

1943, was 

board to 

William 


vice-presi- 


organization 


re-election as 
because of illness, and 
lantyne, who has been 
of the corporation since 
named chairman of the 
Mr. Gubb: 


executive 


succeed 


dent, was elected president, and 
H. Carmine, 
dent-distribution, 
the 
given increased responsibility in 


James vice-presi- 


was appointed 


to finance committee and 


| the direction of the company’s 
| expanding activities, 


While Mr. Gubb will no longer 
board, 


will member 


he continue as a 
of the board of directors, the 
executive committee and the 


finance committee. 
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D. E. Sanford Co.; Ekco 


Products Revise 


Sales Representative Arrangement 


The D. E. Sanford 
Ekco Products Co. have 
their representative 


rangement. 


The Sanford Co’s., will 
phasize and expand their sales 
efforts of the Ekco nationally ad- 
vertised products in the Rocky 
Mountain and West Coast ter- 
ritories, Other commitments in 
the eastern territory require of 
them greater time and effort in 
promoting the sales on such lines. 


Co. and 
revised 


sales ar- 


em- 


Ekco Products Co. is in 
process of reorganizing its own 
sales staff in the remaining ter- 
ritories of the United States in 
order to support its advertising 
and promotional plans on Ekco 


the | 


Flint hollow ground cutlery, 
Ekeo Flint kitchen tools. Ekco 
Flint can openers, Ekco best egg 


tools, 
pressure 


kitchen 
Ekco 


beaters, Ekcoline 
Ekcoware, and 
cookers. 

Fred Keller, vice president of 
Ekco Products Company, has 
announced that the new Ekco 
sales organization will be headed 
by J. K. Munger, sales manager, 
Walter M. Rosenthal, Mid-West 


sales manager, and J. J. Donovan, 


| Eastern sales manager. 

Both Ekco Products Co., and 
D. E. Sanford Co., feel confident 
that the mutual interest of both 
companies will greatly in- 
creased as the result of this new 
arrangement. 


be 








FRIGIDAIRE NAMES 
PACIFIC APPLIANCE 
SALES MANAGER 
Joseph W. Doan, former man- 
ager of the appliance section of 
Broadway Stores in Los Angeles, 


has been appointed appliance 
sales manager of the Pacific | 
Region, Frigidaire Division of 


General Motors. 


Mr. Doan, the 


succeeds 


who 





JOSEPH W. DOAN 


late F, W. Beecher, first became 
with Frigidaire in 
he served as sales 
manager of the fac- 
branch in Seattle. He _ re- 
signed to head his own Frigidaire 


associated 
1928 when 
promotion 
tory 
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dealership in Los Angeles. Eight 
years later he joined the 
Angeles branch and served as 
district representative, apartment 
house and quantity sales man- 
| ager and then 
manager. 

In August of 1947 he left the 
| Los Angeles branch to become 
| appliance section manager for 
the Broadway Stores chain. He 
continued in that capacity until 
his recent appointment with 


Los 


sales promotion 


Frigidaire. 


J. E. NEUMANN, MGR. 
EASTERN DIVISION OF 
BARLOW & SEELIG 
John E, Neumann, Springdale, 
Conn.. has been named manager 
of the of the 
Barlow & Seelig Mfg. Company, 
Simplex Division, Algonquin, Il. 
He will 
of Simplex household ironers and 
institutional equip- 
ment for the company in eastern 


eastern division 


be in charge of sales 


laundering 


New York and the Newark. 
Philadelphia and Williamsport | 
distribution areas. 


FEDERAL ELECTRIC NOW 
FEDERAL ENTERPRISES 


Federal Electric Company Inc., | 


has changed its name to Federal 
Enterprises, Inc. 


This change is the result of 


Tele- 


an affiliation with Federal 


International | 


of 


Telegraph 


a subsidiary 
Telephone & 
and it is contemplated that the 


Corp., 


corporate name of the former 
will be changed to Federal 
Standard Electric Corp. As that 


corporation would then have the 
words “FEDBRAL” and “ELEC- 
TRIC” in its name. it 
deemed advisable to change the 


was 


name to Federal Enterprises, 
Inc. 

Other than this change in 
name, the corporate structure and 
all operations will remain the 
same as _ heretofore. 


A. M. GLUECK & CO. 
TO CONTINUE BUSINESS 
Operation of the business 


St., New York 7, manufacturers 





CURTIS J. KETCHAM 


agents, will be continued = by 
Curtis J. Ketcham, who pur- 


chased the concern some months 


prior to the passing of Mr. 
Glueck. 
Territory covered — by Mr. 


Ketcham’s concern includes New 
York City and Long Island and 
the area from Trenton. N. J. 
north as well as New York State 
up to and including Hudson, 


Mm. By 
FRANK CONDON HAS 
NEW OFFICES 
Frank Condon, package devel- 
and design, has moved 
quarters at 331 West 


opment 
to new 


phone & Radio Corp., which is| 87 Street, New York. 


of | 
A. M. Glueck & Co., 11 Warren | 


ELECT R. H. NORRIS 
VICE-PRES. GEN. MGR. 
DEARBORN STOVE CO. 
Robert H. 


Norris, treasurer ol 


the Dearborn Stove Company 
Dallas. Texas. was elected vice 
president and general manage! 


of the company at a recent meet 





ROBERT H. 


NORRIS 


ing of the board of directors. Vi 


Norris, in addition to his new 
duties, will continue to function 
as treasurer. 

Mr. Norris has been with 
Dearborn for three years. enter 


ing the company in the capacity 
that the 


present 


of controller at the time 
its 
facilities 


company acquired 


Dallas 


moved a 


factory and 


major portion of it- 
operations from its Chicago plant 
He was elected treasurer in 1947 


his 
Dearborn, Mr. Norris was active 


Prior to association with 
in ordnance plant operations dur 


ing the recent war. 


AM. NICKELOID AGAIN 
OFFERS NICKEL, CHROME 
PLATED ALUMINUM SHEET 

The nickel 
and aluminun 


reappearance of 
plated 
line of 


chrome 
its 
metals, after a seven-year absence 
due to the 


by American 


sheet in pre-finished 
war Is announced 


Nickeloid 


(om 


pany, Peru, Illinois, manufac 
turers of Nickeloid  pre-plated 
metals. 

American Nickeloid Co. offers 
a folder describing its nickel 


and chrome plated aluminum 


and some of its applications. 
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KNIGHT 


WM. 


BLACKSTONE CORP. 
NAMES 2 DISTRICT 
SALES MANAGERS 


H. 


| clude eastern and central New| by Harry P. Hoblin, Bronxville, 


| Electric 
| Corp., 





Joseph F. Brady, formerly 
buyer of home laundry equip-| 
ment, Hecht Bros., Washington, 


D. C., has been appointed district 


sales manager of Blackstone 
Corp., Jamestown, N. Y. Mr. 
Brady’s headquarters will be in 


Philadelphia, Pennsylvania. The 
territory covered, in addition to 
Philadelphia and eastern Penn- 
sylvania, will include Virginia, 
Maryland, the District of Colum- 


bia, and the eastern counties of 


North Carolina. 


Previous to his experience with 


Hecht Bros., he was buyer of 
major appliances for R. H. White 


Company, Boston, and he held 
the same position, before this 
assignment, at the C. F. Hovey 


Co., Boston. Prior to his depart- | 


ment store experience, Mr. Brady 


was employed by the Frigidaire 


Sales Corp., Boston. 
William H,. Knight formerly 
vice president and eastern district 


of Electric Household 


manager 





York as far west as Syracuse and 
New Jersey. 

Prior to his assignment with 

Household Utilities 

he was employed 

management 

Firestone 


in a 
the 


ta. 


capacity by 
Tire & Rubber 
assisting the president in estab- 
lishing over 500 retail stores, and, 
also, by the United States Steel 
Corp. During the past war, Mr. 
Knight was director of sales and 
market research for the Elastic 
Stop Nut Corp. of America. He 
operated his mail order 
in Pittsburgh in the 
early twenties recently, a 
retail tire and automotive supply 
business in Union, N. J. 


own 
business 
and, 





BRUCE BURGESS 
MERCHANDISING MGR. 
UNION FORK & HOE 
Bruce Burgess, midwestern dis- 
trict for The Union 
Fork & Hoe Company, Columbus, 


manager 


Ohio, has been promoted to the 





BRUCE 


BURGESS 


position of merchandising man- 


Utilities Corp., also becomes a) ager. He will direct all develop- 


district sales manager of Black- 
stone, Mr. Knight’s headquarters 
will be in New York City. The 
territory covered, in addition to 
the metropolitan district, will in- 





JOSEPH F. 


BRADY 
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|} ware 


| 


work with distributors, 
sales campaigns and advertising 


ment 


and sales promotional activities 


for the company’s brands of 
farm, garden and industrial tools 
and shovels, Mr. Burgess has 


been with the Union sales organi- 
zation for 10 years and was field 
representative before becoming a| 


district manager in 1943, 


N.Y. STATE R.H.A. HOLDS 
2 REGIONAL MEETINGS 
Two regional meetings of the 

New York State Retail Hard- 

Association, held at the 

Garden City Hotel, Garden City, 

L. & May 18, and at the 

Gramatan Hotel, Bronxville. 

N. Y., the following night, had a 

total attendance of nearly 300 

hardware dealers, wholesale and | 


on 


president of the New York State 
association, who gave a talk on 
“The Dealer 


Independent is a 
Very Important Guy.” Mr. Hob- 
lin pointed out that the big 


department stores and the chain | 


stores promote their own brands 


or lines which have a_ price 
appeal, but that its the inde- 
pendent merchants who handle 


the greatest share of nationally 
advertised brands. 

The principal speaker of both 
evenings was Ralph S, Dunne, 
an independent merchant at Nar- 
berth, Pa. for 25 years. Mr. 
Dunne, a_ nationally known 
speaker and author, and a past 
director of Rotary International, 
had as his subject, “Building a 
Business People Can Believe In.” 

Nick Kiley, executive secretary 
of the state association, gave a 
of the  organization’s 
activities and urged members to 


review 


take full advantage of associa- 
tion benefits. The Remington 


Arms movie, “Man to Man,” 
shown at both dinners. 


was 


GOLDSMITH RE-ELECTED 
PRES. NAT’L ATHLETIC 
GOODS MFRS. ASSOC. 
Philip H. Goldsmith, vice 

president and treasurer of Sport 


Products, Inc., and of Mac- 
Gregor-Goldsmith, Inc., Findlay 


and John Sts., New York City, 
has been unanimously re-elected 
president of the national Athletic 
Goods Manufacturers’ 
tion at the annual meeting held 
recently in New York, 

Other officers of the association 
also. re-elected were: Willy 
Nordwind, president of The Ath- 
letic Shoe Co., Chicago, first 
vice president; Fred DeBeer, 
president of J. DeBeer & Son 
Co., Albany, N. Y., second vice 
president and Fred J. Bowman, 
of The Wilson 
., Chicago, 


A ssocia- 


president 
Sporting 
secretary. 


vice 


Goods Co 


WESTERN SUMMER 


MARKET SAN FRANCISCO 


AUG. 2-7 | 


“Onward thru change” to new} 


greater opportunities of 
service to the expanding home 
goods industry of Western Amer- 
ica, the Western Summer Mar- | 
ket to be held at the Western | 
Merchandise Mart in San Fran- | 
cisco, August 2 to 7, will pre- 
sent new showings of lines pro- 
duced by 2,200 manufac- | 
turers of types of home| 


and 


over 
all 
goods, 

Frank K. Runyan, Mart pres- 
ident, in a statement to western 
retailers, predicted many 


new 


manufacturers salesmen and rep-| developments — in merchandising | 


resentatives, 
Both meetings were conducted 


during the coming season. Mr. | 
Runyan emphasized that, “To- | 


day’s rapidly changing condi- 
tions ars creating new opportu- 
in the market which will 
sought and found by alert 
Buying becoming 
more selective and more discrim- 
inating, but business in the west 
good and should continue 
remain at a high of 
activity for some time to come. 

“Retailers their 
of supply being revaluated 
in the growing buyers’ market. 


nities 
be 


retailers. is 


is 
to level 
and sources 


are 


Competition is becoming keener 
and supplies of merchandise are 
expanding generally”. 


DEEPFREEZE NAMES DIST. 
SALES MANAGERS FOR 
ATLANTA, LOS ANGELES 
James Reynolds Carey has 
appointed district 
manager of the Atlanta, Georgia, 

district for Deepfreeze. 

John G. Watts has 
appointed district sales manager 
of the Los Angeles district for 
Deepfreeze. 


He 


rience 


been sales 


been 


extensive 
major 


has had 
with 


expe- 
appliance 
manufacturers, and 
Immediately prior to 
joining the Deepfreeze organiza- 


distributors, 
retailers. 


tion, he was associated with a 
wholesale distributor 


NAME HAMILTON HOME 
APPLIANCE DIVISION 
SALES MANAGER 
According to an announcement 
made recently by R. G. Halvoh- 
manager, Charles H. 
Rippe, Jr., has been appointed 
sales director, home appliance 
division of the Hamilton Mfg. 

Co., Two Rivers, Wis. 

With Commonwealth Edison 
Co. of Chicago since his gradu- 
ation from the University of IlIli- 
nois, Mr. Rippe has wide experi- 
ence in appliance merchandising. 
He has been, successively, field 
sales representative, district sales 
supervisor, staff assistant in sales 


sen, sales 


promotion, and supervising buyer 
of supplies and merchandise for 
Commonwealth Edison, 





RIPPE, 


CHARLES H. JR. 
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COLEMAN STOCKHOLDERS 
RE-ELECT 15 TO BOARD 


Stockholders of The Coleman 


Company, Inc., Wichita, Kan., 
meeting recently re-elected all 


15 members of the board of 
directors. 


The board elected the follow- 


ing executive officers: W. C, 
Coleman, chairman and _pres- 
ident: Sheldon Coleman, exec- 
it vice president and general 


manager; Clarence Coleman, vice 
resident in charge of manufac- 


turing: Ralph W. Carney, vice 


president and sales manager: 
J. H. Graham, vice president: 
Cc. B. Kuhn, treasurer and con- 


troller; C. L. Burrows, secretary 
and manager of the Central 
Division: H. H. Minard, assist- 
ant treasurer; J. A. 
ant secretary, and H. F, Keisker, 


Dye, assist- 


assistant secretary, 

A. D. JOYCE RETURNS 

FROM ORIENT 

Adrian D. Joyce, 75-year-old 
founder and chairman of the 
Glidden Co., has returned to his 
desk from a 40-day trip to the 
Orient with the impression that 
industrialists in China 
their country would 
more rapidly without 
American financial help. 

“These Chinese feel that 
American money merely finds its 


many 
think 


gress 


pro- 


way into the wrong channels 
and, perhaps, helps prolong the 
civil war,” he said. 

Mr. Joyce visited such places 


Manila, Hong Kong, Tokyo, 
Shanghai, and Yokohama. He 


was dismayed by the tremendous 
inflation in China and full re- 
spect for the Filipinos. He be- 
lieves we should help the Fil- 
help 
“They do not want a gift from 


ipinos themselves. 


us.” he said, “They merely 
want help until they are able 
to repair the appalling war 


damages and get back on their 


feet again. They have sugar, 
gold, tobacco and copra and 
should prosper.” 


R. E. O’CONNELL JOINS 

NEWTON LINE COMPANY 

Robert E. O'Connell, son of 
the late E, D, O'Connell, has be- 


come actively associated with 
The Newton Line Co.,  Ine., 
Homer, N. Y., the organization 
his father headed for many 
years. Bob's studies at Holy 
Cross College were interrupted 
during World War II, when he 
served with the U. S. Armed 
Forces. He will graduate at a 


special summer session and_ re- 
turn to assist in management and 
help perpetuate the policies in- 
augurated by his dad. 











The 59th Annual Meeting of 





4? 


the Chicago Retail Hardware 


Association was held in the Merchants & Manufacturers Club, 


Merchandise Mart, Chicago, on May 
Switalski, president, presiding. The following officers were | 


19th, with Walter J. 


elected for the ensuing year: John W. Weiss, Olson & Weiss, 
Evanston, president for one year; Edgar U. Hamel, 348 S. 
Cicero Ave., vice-president for one year; Lester L. Porter, 


Grant Porter & Sons, 
years, and Robert Wolff, A. 


1320 E. 64th St., director for three 


C. Wolff & Sons, Wilmette, 


director for three years. The following directors were present: 
A. T. Anderson, expires 1949, Samuel Miller, expires in 1949, 
A. J. Lensing expires in 1950 and Daniel Trotter, expires in 
1950. Edgar Hamel, chairman of the program committee and 
his committee which consisted of: George Broughton, Vondrak 
Hardware, Ben Klusacek, George Lebeda, George Mares, Bing 
Miller and Robert Reck, members of the younger generation 
prepared an interesting and enlightening program on how the 
young fellows are going to carry on the hardware business 
in the future. Robert Kozelka, former director, acted as sum- 
marizer. Also shown was a sound film sponsored by the 
Aluminum Goods Co., Manitotvoc, Wis., which provided en- 


lightening facts on 


selling household appliances. 


Shown 


standing left to right: Joseph Lensing, director, August Len- 
sing & Sons, Oak Park, Ill.; Lester L. Porter, Robert H. Wolff, 
Walter J. Switalski, retiring president, Daniel Trotter, A. T. 
Anderson; Seated, left to right: J. C. Amis, secretary-treasurer, 
Chicago Retail Hardware Association; John W. Weiss, and 
Edgar U. Hamel, vice-president. 
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Fluorescent Lighted 
Cabinets 





Fixtures are chrome plated. 
All wires are encased. 115 V. 60 Cy. A. C. 
Polished Plate 


Model Wall Openings Mirror Sizes 
U 14"x18"x334” 16°x24" 
T 14”x20"x334,” 16”x24" 

F 16"x20"x33%4” 18"x26" 
G 16"x25V/"x334," 18"x32” 
i 18"x20"x3 34” 20”x26" 


L DeLuxe Chrome plated. cabinet throughout. 


Cabinets are equipped with outlet to permit use 
of electric razor or curling iron. 


Also with outlet receptacle boxes for direct wir- 


ing OR can be had with plug-in type: 
SOLD THRU DEALERS ONLY 


Write for descriptive literature on 
our complete line of bathroom cabinets. 


IDEAL CABINET 
CORPORATION 


Division of Deslauriers Column Mould Co., Ine. 
7722 Joy Road 


DETROIT MICHIGAN 
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G. E. MAKES 10 CHANGES 
IN MERCHANDISE & 
APPLIANCE DEPTS. 

attain greater 

and _flex- 
ibilty through better coordina- 
tion of certain functions, the 

General Electric Company’s Ap- 

pliance & Merchandise Depart- 

ment has announced changes in 
the titles and responsibilities of 


move to 
efficiency 


In a 
operating 


men, 

Carl M. Lynge, formerly man- 
ager of manufacturing, has been 
appointed» manager of employee 
and community relations for 
both the Appliance & Merchan- 
dise Department and the newly 


formed Construction Materials 
Department. 

J. W. MeNairy has been 
named manager of engineering 


and manufacturing for the Ap- 
pliance & Merchandise Depart- 
ment. He was formerly manager 
of the engineering and planning 
division. 

A, M. Sweeney, formerly man- 
ager of 
been assigned the post of general 


appliance _ sales, 
sales manager, while Charles W. 
Theleen, assistant manager of ap- 
pliance sales, has become man- 
ager of sales. 
Albert J. 
sistant manager 
materials 


Brock, formerly as- 
of construction 
sales, has been ap- 
pointed manager of sales services 
of the Appliance & Merchandise 
Department. In this position he 
will be responsible for the opera- 
tions of the General Electric 
Consumers Institute and 


Home | 


has |sLouis 


| 


Bureau and of the retail develop- | 


ment and sales service sections. 
Dorcey F. Hines, former sales 
specialist, has been named man- 


| politan 


| 


capacity he will have charge ol 
the farm sales and department 
store sales sections, 


George E. Mullin, Jr., and 
George D. Kobick have been 
appointed home freezer sales 


manager and manager of apart- 


ment house sales, respectively, 
for the household refrigerator 
division. Mr. Mullin was form- 


erly manager of farm sales for 
the appliance and construction 
materials sales service divisions. 
Mr. Kobick, in his new capacity, 
will continue in the past to 
coordinate apartment house sales 
for all interested 
divisions. 


as 
appliance 


UJA HARDWARE DIVISION 
RAISES $50,000 


More than $50,000 was raised 
for the United Jewish Appeal at 
the dinner of the UJA Hardware 
& House Furnishings Division in 
the Hotel Roosevelt, held 
recently. 

Responding to the appeal of 


Segal, president of the 
Segal Lock Co., and division 
chairman, the audience of 75 
raised more than a fourth of 


the division’s goal of $200,000. 
The current campaign quota is 
double the 1947 goal. 

Bernard H. Fuller, president 
of the Fuller Tool Co., was guest 
of honor, 

Rabbi Jacob Polish, former 
U, S. Navy chaplain and Zionist 
leader, addressed the meeting. 

The United Jewish Appeal of 
Greater New York the 
fund-raising agency in the metro- 
area for the United 
Palestine Appeal: the Joint Dis- 
tribution Committee (including 


sole 


Is 


ager of special accounts, in which | ORT); the United Service for 





i 


New Americans; the Joint De- 
fense Appeal of the American 
Jewish Committee and the Anti- 
Defamation League of B'nai 
Brith: the American Jewish 
Congress; the National Jewish 
Welfare Board and the Jewish 
Telegraphic Agency. 


NAT’L METAL CONGRESS 
TO BE HELD OCT. 25-30 

The 20th Annual National 
Metal Congress and Exposition 
be held Philadelphia's 
Commercial Museum and Con- 
vention Halls for five days be- 
ginning Monday, October 25th. 

W. H. Eisenman, national sec- 
retary of the American Society 
for Metals and managing director 
of the Exposition, stated that the 
Exposition will again spon- 
sored by the American Society 
for Metals. 

Meeting simultaneously 
the American Society for Metals 
will be the American Welding 
Society, the Institute of Metals 
Division of the American Insti- 
tute of Mining and Metallurgical 
Engineers and the Society for 
Non-Destructive Testing (former- 
ly the American Industrial Ra- 
dium and X-Ray Society). These 
will conduct technical 
programs relating to the science 
of metals during the week of 
October 25th, 


will in 


be 


with 


societies 


CHICAGO PAINT SALES- 
MEN ENTERTAINED BY 
MILWAUKEE GROUP 
The regular May meeting of 
the Milwaukee Paint Salesmen’s 
Club was held at the Wisconsin 
Hotel. President Herbert Hent- 
gen presided. Fourteen members 


of the Chicago Paint Salesmen’s 


Club made a pilgrimage to at- 
tend this meeting. 
F. H. Miller, president, and 


Mr. W. W. Anderson, president 
elect, of the Chicago Club, 
thanked the Milwaukee Club for 
their invitation, A. H. Schroeder. 
president the 
National Paint Salesmen’s As. 
sociation, invited the members 
to attend the Salesmen’s Sunday 
“Brunch” to be held in connec. 
tion with the coming 
tion of the National 
Wallpaper Dealers 
at the Hotel Sherman. Chicago, 
Nov. 7th. 

After dinner the group 
entertained by a very 


regional vice of 


Conven- 
Paint & 


Association. 


on 
was 
dramatic 


talk and demonstration on 
“Salesmanship” by L, A. Falk, 
merchandising director of the 


Wisconsin & Ice Co, 

The Chicago Club plans to in- 
all members of the Mil- 
waukee Club to one of their 
meetings this Fall. 


Coal 


vite 


PARTIAL RESUMPTION 
INTERNAT’L. AIR EXPRESS 
SERVICE ANNOUNCED 


The resumption of its inter- 
national air express service to 
Europe, Asia, Africa and East 
Coast countries in South Amer- 
ica, was announced recently by 
Railway Express Agency. The 
reactivation of the agency's 13 
year-old international air ship- 
ping system is being accom- 


plished through a joint arrange- 
ment with Colonial Airlines, 
which will reforward shipment 


from Bermuda to connecting 
international air carriers for 
movement to destination, it was 


explained. 

















HARDWARE BUYERS AND SALESMEN representing 30 leading wholesale organizations met in Wichita, May 24-25 to 


attend a two-day merchandising clinic sponsored by The Coleman Company, Inc. 


he meeting was one of a series to 


acquaint hardware men with the expanded Coleman merchandise line, and to study present and future markets. Visitors 
were conducted on an extensive tour of the Coleman Wichita factories. The clinic was under the direction of Ralph W. 
Carney, Coleman vice president and sales manager. He was assisted by L. W. Miller, small appliance division manager and 
Arthur W. Boyer, advertising manager. Mr. Carney explained and demonstrated the company’s extensive line of gasoline 
pressure products, oil heaters and the new cabinet ranges for gasoline, bottle gas and natural gas. He also announced 
the return this summer of a portable instant lighting gasoline heater. Hardware and sporting goods wholesalers from 15 
states were represented at the meeting. 
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lhe ee 
A BEAUTY BY LUX 


¥ 
Without doubt, the LUX Chilton is the 
outstanding alarm clock in the Lux line. 
Gracefully streamlined from delicate 
hands to widely sweeping pedestal, it 
has a baked synthetic enamel finish that 
is too tough to peel, chip or even scratch 
easily. Its metallic dial has large, bold 
numerals ... easily read from a room's 
length away. The precision Lux move- 
ment, painstakingly engineered as a fine 
watch, gives vears of accurate service. 
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MINUTE MINDER NO. 60-M 


For timing cooking or other operations... 


without the bother of watching a clock. Its 


famous LUX 


die-cast case... 


vement is mounted in a 


finished in baked synthetic 


enamel. A damp cloth cleans it. 


tHE LUX clock MANUFACTURING COMPANY, INC. 


SALES OFFICE: DEPT. C-1107 BROADWAY, N. Y. 
WESTERN OFFICE: WESTERN MERCHANDISE MART, 


FACTORY: DEPT. C-WATERBURY, CONNECTICUT 
1355 MARKET ST., 


SAN FRANCISCO, CALIF. 








REYNOLDS NAMES QUINN 
FOR DEVELOPMENT OF 
ARCHITECTURAL ALUM. 


John R. Quinn has been named 
assistant product manager of the 
extrusion and tubing division. 
Reynolds Metals Co., Louisville 





JOHN R. 


QUINN 


1, Ky. Quinn’s efforts will be de- 


voted to working with Reynolds’ 





customers in the development of | 


applications for extruded alumi- 
num in the architectural field. 
Before joining Reynolds, Mr. 
Quinn spent 16 years with the 
W. S. Tyler Company of Cleve- 
land, Ohio, suppliers of archi- 
tectural shapes. Of this time, five 
years were spent as a represen- 
tative in their New York Office, 
with the remaining 11 years as 
manager of various sales districts, 
including New York State, Ohio, 
Pennsylvania and West Virginia. 


Mr. Quinn has established 
headquarters at Reynolds Plant 
7, 2500 South Third Street in 


Louisville. 


B. H. SPINNEY, DUO-THERM 
DISTRIBUTOR 


Duo-Therm Division of Motor 
Wheel Corp., Lansing, Mich., has 
announced the appointment of 
the B. H. Spinney Company, 
Inc., Syracuse, New York, as a 
distributor for Duo-Therm 
and 


oil 


space heaters oil and gas 


water heaters, 
The 


consists of 


( overed 

North 
Central New York state and two 
Northern 


territory to be 
16 counties in 
counties — in Penn- 
sylvania. 


ATLAS CHAIN APPOINTS 
JARRETT & ASSOCIATES 
SOUTHERN AGENTS 
Atlas Chain & Mfg. Co., Phila- 
delphia, has announced _ the 
appointment of H. H. Jarrett 
& Associates, Atlanta, Georgia as 
its southern representatives. This 
territory will be covered as fol- 
lows: L. B. Powers, Winston- 
Salem, N. C,, will cover— 
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Virginia, North Carolina and 
South Carolina; H. K,. Price, 
Atlanta, Ga., will cover—Tennes- 
see, Florida and Georgia; and 
H. G. Beall, Birmingham, Alla.. 
will cover—Alabama, 
Mississippi and Arkansas, 


Louisiana. 


SPRINGFIELD COMPANY 

ACQUIRES ASSETS OF 

SPORTING GOODS INC. 

The Springfield Co., subsidiary 
of Union Hardware hard- 
ware and sporting goods manu- 
facturers, has recently acquired 
all of the of Sporting 
Goods, Inc, The Springfield com- 
pany will continue to manufac- 
ture softballs, baseballs and golf 
clubs formerly made by Sporting 
Goods, Inc. 

The of the 
are: Frank J. Damon, chairman 
of the board; E. M. Jack, presi- 
dent; Honore E. Savaria, 
president ; Thomas W, Bryant, 
and Clarence Brooks, 


Ce, 


assets 


ollicers 


company 


V ice- 


treasurer ; 


| secretary. 


CANDLELIGHT, INC. 
REPRESENTS WONDER-WIK 
IN CENTRAL STATES 
Candlelight, Inc., Civic Opera 
Bldg., 20 N. Wacker Drive, Chi- 


cago 6, has been organized by 


John W. Bennett and Leslie War- 


ton as exclusive factory repre- 
sentatives in the Central States 


for General Candle Corp., Phila- 


delphia and Oskosk Candle Co. ; 


Oskosk, Wis, 

Both gentlement were formerly 
with Vacuum 
Oil Co., Tavern Candle Depart- 
ment, 


associated Socony 


NORTHWEST DIST. EVANS 
HEATING, PLUMBING 
HANDLED BY D. B. JONES 
The appointment of D. B. 
Jones as northwestern district 
for the heating and 
appliance Division, Evans Prod- 
ucts Co., Plymouth, Mich., was 

announced recently, 


manager 





D. B. JONES 


Mr. Jones’ territory will in- 
‘lude the lower portion of South 
Dakota, Nebraska, Iowa, Illinois, 
ind Indiana, 

Before joining Evans, he was 
district appliance manager for 
Westinghouse Electric Supply 
Co., Rochester, N. Y. and appli- 
ance superintendent at their 
Syracuse, N. Y. branch. He also 
served as sales representative for 
B. H. Spinner Syracuse, 
New York, 


Co., 


J. WISS & SONS EARN 
BRAND NAME CERTIFICATE 

J. Wiss & Sons, Company of 
Newark, N. J. was of 
organizations to receive the Cen- 
tennial 
Service at the annual conference 
of the Brand Names Foundation, 
Inc., held at the Waldorf 
Astoria, New York, recently. The 
award was presented to Norman 
F, Wiss, vice-president of the 
company, in recognition of one 
hundred years of public 
and leadership in 
American consumer market, 


one six 


con- 
the 
the 
record reached this year by the 
“Wiss” trademark _ identifying 
the company’s _ shears 


scissors, 


fidence 


and 





BORG-WARNER 

| INTERNAT’L. HANDLES 

| TOASTMASTER PRODUCTS 
EXPORTS 
| The arrangements 
|completed for the handling by 
| Borg-Warner International Corp. 
|of the export activities of the 


have been 


| Toastmaster Products Division of 
the McGraw Electric Company, 
Elgin, Illinois, 
joint announcement 
O’Brien, 
of 


sion, 


according to a 
by W. E. 
manager 
Toastmaster Products Divi 
and J. W. DeLind, Jr., 
president of Borg-Warner Inter- 
national. 


general sales 


| 3 SALES AGENTS NAMED 
| FOR SWING-A-WAY 
The of 
regional sales agents for “Swing- 
\-Way” Kitchen Appliances was 
announced today by Claude F. 
Fulton, manager of Steel 
Products Manufacturing Co., St. 


appointment three 


sales 





Louis: John W. Lee, 1637 S. W. 
} 12th St. Miami 35, Florida; 
| covering the state of Florida 


| except the northwest portion: H. 
| A. Pendergraph Co., 976 W. 
| Peachtree St., N. W., Atlanta, 
Georgia; covering Alabama, 
| Georgia, South Carolina and the 
northwest portion of Florida; T 


Pou, c/o McDonald & Shaw. 
324 Godchaux Building, New 


Orleans, Louisiana; covering the 
states of Louisiana (except 
Shreveport) and Mississippi. 


Certificate of Public | 


CAMFIELD APPOINTS 
F. W. STEGEMAN DETROIT 
DISTRICT MANAGER 
Fred W. Stegeman has been 


Detroit district 


appointed man- 
ager for the Camfield Mfg, 
Co. of Grand Haven, Mich, 








STEGEMAN 


FRED W. 


Mr, Stegeman’s territory includes 





Michigan, Ohio, West Virginia 
and part of Pennsylvania and 
Kentucky. 


He will direct the sale of the 
Camfield Automatic Toaster and 
Fluor-O-Shield light — diffuser. 


District headquarters office has 
| been established at 1414 Dime 
Bldg., Detroit, Michigan; tele- 


phone Randolph 3050. 
Mr. Stegeman has an extensive 
appliance sales background hav- 


ing previously been associated 
with Landers, Frary and Clark 
and more recently with Buhl 
Sons Co., Detroit. 


DITZLER PROMOTES TWO 
ASST. SALES MANAGERS 


William T, Utley, divisional 
. director of the Ditzler Color 
Division of Pittsburgh Plate 


Glass Co., Detroit, has announced 
the appointment of two veteran 
employees to the position of as 
sistant sales managers of the 
distributor sales department un- 
der Neil A. Fleming, sales man- 


ager. 


Neil W. Vogt, formerly man- 
ager of distributor sales office, 
will handle new wholesale busi- 


ness and export sales. Except for 
in the U. S, Army, 
the rank olf 
has been a member 


four years 
attained 
Captain, he 
of the distributor department for 
18 years. 


Rolland L. Smith, formerly as 


where he 


| siarane sales promotion manager 


| has been connected with distrib- 
| utor sales for 15 years and in his 
new position will take charge of 
and educational 


sales training 


work, 
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NEW 10-YEAR 
PROTECTION PLAN 


Now Hotpoint, the Leader in Sales, Points the Way for Even Greater 
Consumer Confidence — Even More Profit Opportunities for Dealers 








Everybody’s pointing to Hot- 
point’s great new liberal 10-year 
protection plan. Packed with gen- 
erous features ... more than fair to 
dealers and users .. . this long-term 
protection plan provides another 
forceful reason why Hotpoint’s 
the leader in the electric water 
heater field. 


Only Hotpoint’s sensational new 
water heaters offer Magic Circle 
Heat ... pressurized Calrod* Units, 
which grip the tank under pressure 
and assure the cleanest, safest, most 
economical and dependable auto- 
matic hot water service ever 


Hotpoint sells more electric water 
heaters and has more in service 
than any other manufacturer! And 
new, modern manufacturing facili- 
ties opened recently will assure an 
even greater flow of water heaters 
to dealers, helping meet the con- 
stantly growing demand. 


Hotpoint Water Heaters — plus 
11 other great custom-matched ap- 
pliances—mean more sales per cus- 
tomer, steady profit opportunities 
all year round. No wonder dealers 
everywhere are pointing to Hot- 





developed. point as the franchise with a future. 
Here’s why Hotpoint is the Franchise with a Future 
1. 12 major appliances for 12 profit- 4. Five great plants turning out more 


able months. and better products. 

2. Custom-matched appliances for more 5. Powerful merchandising, complete 
sales per customer. sales training. 

3. New appliances meon vast new 6. Greatest advertising campaign in 
markets for dealers. Hotpoint history. 














Loerybodys Pointing lo 


= 





HL 6 The Banchise With A Future 


Hotpoint Inc., A General Electric Affiliate, 5600 W. Taylor Street, Chicago 44, Illinois 
RANGES - REFRIGERATORS - WATER HEATERS - DISHWASHERS - DISPOSALLS - HOME FREEZERS - WASHERS - DRYERS - FLATPLATE IRONERS - ROTARY IRONERS - PORTABLE IRONERS - CABINETS 


JUNE 3, 1948 143 








CP SPECIFICATIONS FOR 
AUTO. RANGES USING 
LP, BUTANE-AIR GASES 
“CP” specifications for ranges 

using LP and Butane-Air gases, 

recently adopted by the Gas \p- 

pnliance Manufacturers Associa- 

tien on recommendations made 
by the Liquefied Petroleum Gas 


Association, will result in sup- 
plying the LP gas user with 
automatic gas ranges built to 
“CP” standards which — have 


proved effective in increasing 
consumer and in 
building sales of better-grade gas 
ranges in the natural and manu- 


acceptance 


factured gas industries. 

The introduction of the “CP” 
program the LP gas field 
will not only provide an unbiased 


into 


quality buying guide to the LP 
gas users, but will enable LP 
gas range dealers to capitalize 
immediately on the national ac- 
ceptance for “CP” built up over 
ten years of continued intensive 
gas industry Before 
the gas range can bear the “CP” 
be tested by an 
other than 


promotion, 


must 
unbiased laboratory 
the manufacturer's, to make sure 
it meets the “CP” qualifications. 
Also “spot” checks are made on 
manufacturers’ assembly lines at 


seal, it 


unscheduled intervals. 
REYPO CORPORATION 
CONSOLIDATES OFFICE 
FACTORY IN NEW BLDG. 


H. A. Powis, president of the 
Reypo Corporation, Los Angeles, 
has announced the recent con- 
solidation of the main office and 
factory in its new building at | 
5751 West 98th Street, Les} 
Angeles 45, Cal. 

Herb Williams, sales manager, 
disclosed that the new 15 in, 
Reypo industrial drill presses are | 
now being introduced to the mar- 
ket. Bench and floor models are 
available, 


KELLY AND WILSON 
JOIN FARWEST SALES 
Farwest Sales Company has 

announced that A, J. Kelly and 
E. B. Wilson, both of Los An- | 


have recently | 


geles, California, 
joined the company. 

Mr. Kelly, for the past several 
years, has procurement 
officer with the U. S. Army and 
stationed in California. 

Mr. Wilson has been a manu- 
facturers representative for sev- 


heen a 


eral years in the West. 


WM. T. BELL MARKS 

35 YEARS SERVICE 
William T. Bell, manager of 
distributors’ sales and a charter 
member of Goodyear Tire & Rub- 
ber Co.’s mechanical goods divi- 
sion, recently completed 35 years’ 





received his service award from 


E. J. Thomas, Goodyear presi- 
lent. 

Mr. Bell joined Goodyear in 
1913, when the company first 
organized its mechanical goods 


division. Previously, ,he worked 
for the old Diamond Rubber Co., 
Akron, 

After helping to set up Good- 
years Akron office, Mr. Bell was 
made office manager of the Chi- 
cago district, which then extended 
to the coast. In 1919 he 
returned to Akron as sales man- 
ager of hose and railroad rubber 
products, advancing to his pres- 
ent post in 1939, He is still in 
charge of railroad sales also, Mr. 
Bell works closely with Goodyear 
wholesalers all over the country. 


west 


He is also in charge of the com- 
pany’s induction program for me- 
chanical goods sales trainees, 


| ucts Corp., St. Louis, the W. H. | 


the company guarantees to pro-{ western sales representative for 


duce uniform matching colors.| the Chicago Electric Mfg. Co. 
The tinting unit will come in 36! Mr. Anderson will direct the 


colors and will be supplied in| company’s activities on both 
various sizing for gals, qts., pts.,| their Handyhot and Ster- 
etc. ling appliances and fans in 


Arkansas, Kentucky, Southern 

Illinois, Indiana, Ohio, Iowa and 

FRESH’ND-AIRE NAMES the eastern half of Missouri, His 
TWO SALESMEN . 

Fresh’nd-Aire Co., 221 N. La 
Salle St.. Chicago 1, IIb, has 
recently added two sales repre- 
sentatives to its sales organiza- 
tion. B. T. Rupp was named the 
southern representative and will 
southern California. John 
Steel will cover the Memphis and 
Little Rock area. 


cover 


E. E. FISHER COMPANY 
ANNOUNCES NEW LINES 
The Pioneer Cooperage Divi- 
sion of National Distillers Prod- 





Maze Peru, Ill, and the | 


Peter Healey Brass Foundry Co., | 


Co., 





MULTITINT PAINT | 
OFFERED BY SEIDLITZ 


FOR FALL DELIVERY Evansville, Indiana, have ap- 
Getdltte Point & Varnish Co poe The E, E, Fisher Co.. 
. a ae ee me =? | 2422 Rivera, Wichita 9, Kansas, 

Kansas City, Mo., will offer to AA wom “re 

hardware dealers a line of paint | 

na- | 


manulacturers agents, as their 
representative in lowa, Nebraska, 


available for Missouri and Kansas, 


which will be 
tional distribution in’ the fall. | 
Known as MultiTint, this paint | 
is to be produced in white only 
with the tinting unit added to} MID-WEST SALESMAN 
the white at the point of sales James M., 
by a 60 process which] recently 


CHICAGO ELEC. NAMES 


has 
mid- 


Anderson 


second been appointed 











service with the company. He 
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BOOSTERS ELECT DUNCANSON PRESIDENT—HONOR 
PAST PRESIDENTS: The annual meeting and Past Presi- 
dent’s night of the Hardware Boosters, held May 20, at 
Whyte’s Restaurant, 145 Fulton St., New York City, was 


| attended by more than 60 members and guests, including 


15 past presidents or Past Chief Boosters, Of the group's 29 
past presidents, 20 are living. Past presidents or Chief 
Boosters attending were: C. K. Golden, R. W. Scobell, H. R. 
Conner, Charles Pincus, Fred B. Hinchman, George H. Fisher, 
Roy C. Schmidt, John H. Tracy, A. M. Phelan, E. : 
Erickson, Harry Fox, John Hires, T. J. Crofton, A. C. 
Flamman and Willard H. Kemp. Past president Crofton intro- 
uced past presidents, each of whom raade brief remarks. 
Word was received, during the evening, of the sudden passing 
of Past President A. M. Glueck, stricken with a heart attack 
while driving to the meeting. Robert J. Duncanson, Richards- 
Wilcox Mfg. Co., was elected president succeeding Kenneth 
A. Heale, managing editor, HARDWARE AGE. First and 
second vice presidents are Carleton S. Phillips, The L. S. 
Starrett Co. and Robert Watson, Stanley Tools. Harry J. 
Schmitt, Wholesale Factors, was re-elected secretary and 
treasurer. Left to right are: Messrs. Heale, Watson, Duncan- 
son, Phillips, and Schmitt. 





JAMES M. 


ANDERSON 


headquarters will be in St. 
Louis, 

For the 
half 


sales 


past three and one 
Mr. 
manager for the 
Hardware 
salers, St. Louis, 


Andersen 
Tiemann 
whole- 


years was 


Supply  Co., 


BELLE ELECTRONICS 
CORP. OPENS 
NEW OFFICES 
Belle Electronics Corp., New 
York City, exclusive distribution 


of Garod radio and _ television 
products, has announced the 
opening of its new offices and 


showrooms at 385 Fourth Avenue. 
Situated on the corner of East 
27th Street, the new location will 
include warehousing 
facilities. 

Max Weintraub, president of 
the organization, explained that 
dealers will be able to take ad- 
vantage of a factory service sta- 
tion manned by factory trained 


extensive 


technicians. The showroom itself, 


includes spacious settings for 
console combinations, table mod- 
els, and associated lines of elec- 
trical appliances. A special stage, 
with leading to a 
circular dais, is provided for the 
television re- 


steps semi- 
demonstration of 
ceivers, 

Directly off the showroom floor 
is a group of executive offices, 
glass enclosed, soundproofed, and 
air conditioned, The entire show- 
room and office layout is com- 
pletely visible from the avenue 
and the street, through large sec- 
tions of plate glass. Each window 
display 
with 


radio 
interfere 


panel features a 
which 


the view of the interior. 


does not 
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: (Als 
oo 
tlere’s a team that’s hard to beat — a 
beautiful new Priscilla aluminum Per- 
colator, backed by the prestige of the 
unconditional Priscilla guarantee. 
Everyone raves about this new 
Percolator, because its streamlined 
design makes it so easy to clean. There 


is positively no drip from the spout, 





and the molded Thermoplax handle 


will never burn. 

This Percolator is a beauty — and, 
besides, it's very moderately priced. 
Like every Priscilla utensil it is label- 
ed with the simplest, most easily un- 
derstood, and broadest guarantee ever 


placed on any line of aluminum ware. 


LEYSE ALUMINUM COMPANY 


KEWAUNEE 


3, 1948 





Mel Freud Discusses Responsibility 


Of Toy Merchant To Customers 


Melvin Freud, president of 
Toy Guidance Council, Inc., re- 


the behalf of the TGC 
1948-49 


tour in 


Plan for the season in 


Boston. Host at a banquet in the | 
Crystal Room of the New Ken- 


more Hotel in Mr. Freud's 
honor, was John Dunn, Inc., New 


England toy wholesaler, 


Mr. Freud’s talk to the large 
gathering of independent toy re- 
tailers, dealt primarily with the 
responsibility the merchant 
has toward his He 
pointed out that a child occupied 
at what adults call “play” is to 
that child the most important 


toy 
customer, 


and serious of activities, Several | 


illustrations were given at the 
Boston dinner of case _ histories 
where the character and_per- 


sonality of children were altered 


by the proper application of 
playthings. 
It was explained that the 


TGC Plan and the Toy Yearbook 
were designed primarily to give 
stores, which were independently 
operated, the educational infor- 
mation required to help train 
sales staffs in the proper presen- 


tation and promotion of good 
toys. 
It was Mr. Freud’s opinion 


that the independent toy store, 
if operated along the lines rec- 
ommended in the Toy Guidance 
Council Program, should ignore 
competitive cutting. The 
TGC Plan advocates the render- 
ing of advice and parent educa- 
tion. He compared the properly 
staffed toy store with that of the 
old established, reputable fam- 
ily druggist who never fails to 
be interested in the welfare of 
his neighbors and their health. 
Part of the TGC Plan includes 
for the staffs of the 


price 


handbooks 


stores and the information in| 


CARNEGIE-ILLINO 
ELECTS J. D. DARBY 
VICE-PRES. OF SALES 
The election of J. Douglas 
Darby as president in 
charge of sales of 
Illinois Steel Corp. 
nounced by C. R. Cox, president 
of this United States Steel sub- 
Thomas J. 


had 


V ice 
Carnegie- 


was an- 


sidiary. He succeeds 
Hilliard, 
been announced. 

First employed as a slagman 
in the open hearth department 
of the Alan Wood Steel Co., 
Mr. Darby rose through various 
positions in his 20 years of 
service there to become general 


whose resignation 


superintendent and later assistant 
to vice-president of He 
joined the sales department of 


sales, 
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handbooks is said sufficient 


| these 
the 


|}to give clerks a 


|in play equipment for children 
|of every age. 
From Boston, Mr, Freud went 


Co. 


held 


Distributing 
meeting 


Continental 


There the was 


following a banquet in the Pere | 


Hotel 


interest 


Marquette Room of the 
Schroeder, The same 

was shown at meetings held in 
Detroit under the 
Buhl Sons Co. and Indianapolis, 
where Central Indiana Distribut- 
ing handled the arrange- 
ments. Other meetings 
scheduled throughout the month 
of June in several of the other 
which Guidance 


auspices of 


Co. 


cities in Toy 


Council Participating Whole- 
salers are located. 

Order forms which include 
each of the items appearing in 
the current Toy Yearbook are 


being prepared in duplicate, for 
each of the participating whole- 
salers, so that the salesmen can 
write orders early for member 


stores. The principle idea is to | 


provide the retailers with infor- 


mation as early as the end of | 


May, which will enable the buyer 
to build his Christmas 
around Yearbook items which 
are “must” items for him, due to 
the demand created by the Toy 
Yearbook. 


Another innovation is a 


flyer which will promote seasonal | 


items and which the dealer will 
distribute to the public in Sep- 
tember. The purpose of this is to 
public interest in 


arouse toys 


several weeks before the Christ- | 


mas__ buying actually 
opens, and to emphasize the man- 
which Toy Guidance 


Member 


season 


ner in 
Council 
locally. 


stores operate 


Carnegie-Illinois in 1919 








that year was made district man- 
ager of Philadelphia. 
He came to Pittsburgh in 1945 


sales in 


as general manager of sales for 
the company. 

Mr, Darby is a member of the 
American and Steel In- 
stitute and is active in other 
trade organizations. 


Iron 


AUBREY OZIAS APPOINTED 
FIELD ENGINEER FOR 
THREADWELL TAP & DIE 
Aubrey Ozias has been named 
field engineer for the Threadwell 
Tap & Die Co., Greenfield, Mass. 
Mr. Ozias joins Treadwell after 
10 years experience as cutting 
tool engineer for Ford Motor Co. 
and Continental Motors, He will 


basic | 
cently started his annual lecture | knowledge of what is required | 


to Milwaukee where his host was | 


line | 


sales | 


Te 
and | 





AUBREY OZIAS 


were | 


Threadwell distributors in 
his area by providing “on the 
| spot” design and application 
engineering in the field of taps, 
drills and other cutting tools 
manufactured by Threadwell Tap 
& Die Co. 


serve 





BEWICK 


L. F. 


L. F. BEWICK NAMED 
TO S. W. FIELD STAFF 
| The appointment of Lawrence 
|F. Bewick as technical field 
representative of The Sherwin- 
Williams Co.’s Agricultural 
Chemicals with 
City, 
has been recently announced. 

Mr. Bewick will work with 
farmers, fruit growers and cattle- 
and distribute information 
on the use of insecticides, fungi- 
cides will 


tests 


head- 
Mo., 


Division, 


quarters in Kansas 


men 
and 


field 


with county agents, weed super- 


and_ herbicides, 


conduct co-operative 


visors and experiment stations 
in Missouri, Kansas, Oklahoma, 
Nebraska, Iowa and_ bordering 


states, 

For three years Bewick worked 
with the Oklahoma Experiment 
Station on fruit tree and cotton 
insect problems and for the past 
two has studied 





seasons fruit 


problems in California and 
Washington. 


ROCKWELL MFG. CO. BUYS 
RED STAR PRODUCTS 
Rockwell Mfg. Company of 

Pittsburgh has announced _ the 

purchase of Red Star Products, 

Inc., Norwalk, Ohio. 

This acquisition rounds 
the line of woodworking power 
tools manufactured by  Rock- 
well’s Delta Mfg. Division, Mil- 
waukee. 

While Red Star will operate as 


out 





a Rockwell subsidiary, it will 
not lose its corporate identity. 
|Red Star's former _ president, 
|Ralph R. Roemer, is _ being 


retained in a consulting capacity. 

| Ralph G. Caouette, manager of 
industrial engineering for the 
Rockwell enterprises and a for- 
mer Delta official, has 
named acting general manager 
of the Norwalk firm. 

Delta’s vice-president, H. C. 
Stuckeman, said Red Star 
fit into the Rockwell 
zation’s woodworking 
manufacturing 
Delta, Arcade, and Crescent. The 
division is located in 
| Leetonia, Ohio, and the Arcade 
division is in Freeport, Illinois. 


been 


will 

organi- 
machine 
combination of 


Crescent 


All sales, distribution, and adver- 
tising of Multiplex radial 
saws will be handled by Delta, 
according to Stuckeman, 


arm 


Red Star brings to seventeen 


|the number of Rockwell sub- 
| sidiaries and divisions. The new 
member has approximately 35,- 
000 square feet of floor space 


and employs about 100 persons. 


R. A. MUNYON 
REPRESENTS 
FEDERAL HOUSEWARES 
The appointment of Roy A. 
Munyon, 4825 Fifth Avenue, 
Minneapolis, as representative 
for Federal practical housewares 
in Minnesota, North Dakota, and 
South Dakota has 
nounced by Federal 


been an- 
Tool Corp. 


Chicago. 





Bhs mst ote 





ROY A. MUNYON 


HARDWARE AGE 
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FRED W. BAGLEY 
Fred W. Bagley. 85, National 
Enameling & Stamping Co., 
recently died at his home in 
St. Paul. Mr. Bagley had repre- 
sented the Nesco organization as | 
for 


Northwestern representative 
64 years and was active up to 


the time of his death, 





FRED W. BAGLEY 


He received his introduction 
to the hardware business in 
1882 when, at the age of 19, 


he began as a clerk in the gen- 
of Warbasse & Lee, 


remaining 


store 
Mason City, Iowa, 
with that firm for two years. A 
representative of the Kieckhefer 
Brothers and Company who was 
Warbasse and Lee 
Mr. Bagley and in 
1884 he went the road 
as a salesman the Kieck- 
hefer organization and remained 
the when it be- 
came a the National 
Stamping 


eral 


calling on 
contacted 
out on 
for 
with company 
part of 
Enameling and 
1899, 
after 


pany in 

Shortly 
Mr. 
the 
maintained his 
in St. Paul 
years. Mr. 
for and interest in the hardware 
trade earned him the respect and 
admiration of many of the pio- 
hardware dealers and 
tributors in the Northwest 
and he continued to serve many 
of these accounts up to the time 
of his death. 

He is 
Laura and 
ing three 
in the hardware business. 


joining Nesco 


Bagley transferred to 


Northwest territory 


was 
and he 
office and home 
for the 


Bagley’s enthusiasm 


past 5] 


neer dis- 


area 


survived by his wife 


five children includ- 


sons who are active 


CHARLES PROEBSTEL 
Charles Proebstel, 71, pres- 
ident of the Santa Fe Builders 
Supply Co., industrial supply 
and chairman of 
hoard of Santa Fe National 
Bank, died recently at his home. 

A Spanish-American War vet- 
eran, he engaged in the mercan- 


distributors, 
the 
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tile business after that war. He 
then turned to prospecting and 
mining. He was chief clerk of 
the Santa Fe Gold & Copper 
Co., San Pedro and then in 
1916, with several associates he 
organized the Santa Fe Builders 
Supply Co. His associates were 
the late Levi Hughes and W. H. 
Hahn and Frank Nuding. Mr. 
Proebstel was president of the 
company until his death, In 
1920, he and Mr. Hughes bought 
out their partners, Since 1937 the 
company has had a branch in 
Albuquerque. One of the chief 
milestones in the company’s rise 
Mr, Proebstel’s fight 
discriminatory railroad 
rates, He chairman of the 
State game one 
time, and was an expert angler. 
He was one of the leading organ- 
izers of the Santa Fe Boys Club, 
a member of the Elks and the 


Odd Fellows. 


was 
against 
was 

commission at 


ORLIN PECK 
Orlin Peck, 77, Iowa hardware 
merchant, died recently in Indi- 
hours after the death 
wife. He had been ill 
Feb. and his wife had 
confined to a_ wheelchair 


| 


| 


anola, 11 
of his 
since 
been 
for 23 years. 
ETTA MOSES 

Etta Moses, “Aunt Ellen,” 85, 
oldest employee of the Griswold 
Mfg. Co., Erie, Pa., 


retired, died at the Pearson Os- 


when she 





ETTA MOSES 


teopathic Hospital recently as the 
result of injuries suffered in a| 
fall several weeks before. In July, | 
1946, she was awarded the Fifty 
Years Service Pin by the Ameri- 
ean Foundrymen’s — Association 
for her long service in the metal 
industry. She had served 
wold 53 years. Miss 


Gris- 
Moses is 


119 W. 


those purposes, 





said to have been the first woman 


THOMAS E. HOFFMAN 

Thomas E. Hoffman, 78, re- 
tired executive of Jehn H. 
Graham & Co., Inc., New York, 


died on May 12th. Before re- 


| tiring 10 years ago, Tom Hoff- 


to boil water in an aluminum tea 
kettle. 

She had for more than 
years, handled letters relating to 
the use and care of utensils, un- 
usual recipes and utensil prob- 
lems. 


25 


I. ROBERT GAUGER 

I. Robert Gauger, 65, a hard- 
ware merchant in Rochester, 
N. Y., for 25 years, died May 30 
of a heart attack. In 1913, Mr. 
Gauger the hardware 
store bearing his name at 94] | 
Clinton Ave. N. He was a past | 
president of the Rochester Hard- | 


opened 


ware Association. Mr. Gauger | 
retired from the hardware busi- 
ness in 1938. 





AMER. TARIFF LEAGUE 

ISSUES WORLD TRADE 
PROGRAM IN BOOKLET 
The American Tariff League, 
4th St., New York 18, 
has issued, in printed 
of | 
ciples and Program for World 
Trade.” This 
made the basis of the testimony | 
of H, Wickcliffe Rose, president | 
of the League, May 3, before | 
the House Ways and Means Com- 


m ¥,, 


form its “Declaration Prin- | 


declaration was | 


mittee’s sub-committee hearing. 
rhe 


term approach to the problem of 


declaration is a_ long 

tariff and foreign trade, In part | 
the summary of this declaration 
states: “A Doctrine of Scientific | 
Tariff is proposed. A high tariff 


is one with rates of customs duty | 


higher than necessary to serve 
the purposes of tariff. A low 
tariff is one with rates too low 
to serve the purposes. A Scien- 


tific Tariff is one with rates of | 


customs duty maintained at 
levels which just serve the pur- 
poses, and with no duties im 
posed where no purpose Is 


served, The purposes for a given 
duty should be stated, and the 
need for any change in duty 


should be judged in respect to | 


STAINLESS STEEL EXHIBIT 
OPENED IN N. Y. 
Stainless Steel production in 
the United States has 
from 42,000 
500,000 tons 
Rose, 
Iron and 
steel men 


increased 
1929 to 
last 


tons in 
over year, 
Secretary 
Steel] 

and 


George S. 
American 
tute, told 


representatives who attended a| Ill. In 


of | 
Insti- | 


press | 


man was connected with John H. 
Graham & Co., Inc., for 47 


years, and was vice president of 


the organization. 
OTTO A. LUEDTKE 
Otto A. Luedtke, 47, Hutchin. 
son, Minn., hardware man, died 
following a heart attack. His 
store was one in the Coast-to- 
Coast organization, 


THOMAS W. SWIFT 
Thomas W. Swift, 
ident of Tom W, 
Waseca, Minn., died 
Mr. Swift was associated with 
Hackett-Gates-Hurty, St Paul, 
before opening his own business 
in Waseca, 


65, 
Swift 


pres- 
Co.. 
recently. 


exhibit will be open to the pub 


lic without charge, and is in 
the Architects’ Samples Build- 
ing, 101 Park Avenue, New 
York City, 

A sweeping — stainless _ steel 


architec 
exhibit, 


the 
feature of 


major 
the 


staircase 1s 
tural 


| which contains displays of stain 


less steel making and fabricating 
and of hundreds of 
finished items made of the metal. 

“The 
notes a large family, a group of 
30° alloy 
semble 


processes, 


term stainless steel de 


some which re 


differ 


and 


steels 


each other yet 


widely in characteristics 


Mr. 
“The family resemblance is 


based on the fact that all stain- 


use,” Rose said, 


steels contain chromium in 
addition to the iron and carbon 
present in all steels. Nickel is an 
important component of 
grades of stainless.” 


“Advantages of stainless steel 


many 


have opened a new vista of in 


| dustrial and commercial develop- 


ment. Its great resistance to 
heat and corrosion, high 
strength, enduringly beautiful 
finish and lasting customer ap 
peal have stimulated the in 
genuity of manufacturers and 


designers.” 


BORG-WARNER ACQUIRES 
PLANT, 135,000 SQ. FT. 
Borg-Warner Corp., announced 

recently the execution of a lease 

with the Mueller Co. of Decatur, 

Ill.. for No, 3 

consists of buildings totaling ap 

proximately 135,000 square feet 
and 42 land two miles 
south of center of Decatur, 
the 


its plant which 


acres of 
the 


addition to lease, 


recent preview of a permanent | Borg-Warner has taken an option 
Stainless Steel Industry Exhibit. | on this property which will also 
Sponsored by the Institute, the | include additional land, 
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ADVANCES 
Tin. Bronze ingots. Carpets. Hard coal. Industrial coke. 


DECLINES 
Some electric irons. 








Electric irons—Landers, Frary 

& Clark, New Britain, Conn., has an- 

nounced reductions in the price of three 

of its Universal irons. New prices are: 
$7.95, $9.95 and $11.95. 
+ * 

Anthracite and coke — On 

June 1, hard coal prices were advanced 

20 cents to 30 cents per ton at the 

mines, by producers accounting for 

more than 50 percent of the nation’s 

output. As a result, householders using 

hard coal in their furnaces next winter 

can expect to pay al least 30 cents a 
ton more for this fuel. 

The price raise at the mines reflected 
the prospect of higher wage rates in 
the new contract now being discussed 
by the operators and the United Mine 
Workers. 

Also on June 1, 
the price of industrial coke in car- 
loads, by $1.25 a ton. Retail coke prices 


Koppers Co, raised 


were advanced $1.75 a ton, Koppers said 
the increase on coke were due to higher 
coal costs and mounting shipping rates, 


a * * 


Tin advanced On June 1, 
the Tin Sales Corp., selling agent for 
the Reconstruction Finance Corpora- 
tion, raised its price for grade A_ tin 
by 9 cents, to $1.03 per pound for June 
delivery to domestic consumers. The 
old price of 94 cents had been in effect 
since Dec., 1947, when it was raised 
14 cents per pound, The government's 
price action was taken after a recent 
Q cents announced by the 
British, On June 2, 


mills advanced the price of bronze in- 


increase 
brass and bronze 


gots from one-quarter of a cent a pound 
to as much as two cents a pound, with 
the average advance placed at one cent, 
the increases depending upon the tin 
content, 

The higher prices naturally resulted 
from the nine cent per pound advance 
in the price of tin. 
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Copper production insuffi- 
cient—Copper production in the United 
States is running about 500,000 tons 
annually below the indicated rate of 
domestic consumption, according to 
C, Donald Dallas, chairman of Revere 
Copper & Brass, Inc. This deficit is 
being met for the present through im- 
ports made possible by Congressional 
suspension of the copper duty of four 
cents a pound, Mr. Dallas estimated this 
suspension is saving U. S. consumers 
$300 million yearly. He added that, 
even if marginal domestic copper mines 
were subsidized, it is unlikely that they 
could yield over 10 per cent of the 
deficit amount, “The present. price is 
2142 cents a pound, which certainly is 
a tremendous incentive, and the pay- 
ment of subsidy prices above that tigure 
could bring out very little extra cop- 
per,” he said. Army and Navy use of 
copper should increase in view of the 


rearmament program, To the extent of 
their stockpiling and use, those added 
needs will have to be met from im- 
ports. Concerning — stockpiling, Mr. 
Dallas said some people talk about 
stockpiling a million tons of copper, 
some six million tons. The copper re- 
quirements of each 
seems to be greater, with consumption 


succeeding war 


in the last war far greater than anyone 
anticipated. 
k oe & 


Carpet makers raise prices— 
Effective June 7, a leading maker an- 
nounced an increase of 5 per cent in the 
price of its woven carpet lines. The 
rise was said to be due to increased 
costs of raw materials and labor. 

Closely following, another maker an- 
nounced a 5 per cent increase in prices, 
effective also on June 7. 

Both price rises followed by several 
days new wage pacts calling for an 
1142 cent an hour general wage in- 
crease, plus two cents an hour in fringe 
benefits. Rising wool prices as well as 
increased labor costs are causing pres- 
sure for high carpet prices. 


* 4” % 


Rubber belting short—Indus- 
try members say that three to four 
months are required to make deliveries 








Wholesale Hardware Sales‘ 


By Geographic Divisions, for April 1948 


REPORTED 


SALES YEAR-TO-DATE” 


SALES 
Percent Amount (Add 000) Percent 
Change Change Four Four 
Number Apr. 1948 vs. From Months Months 
GEOGRAPHIC of Apr. Mar. Apr Apr. Mar. 4 Mos. 1948 1947 





DIVISION Firms® 1947 1948 1948 
U. S. TOTAL 281 +8 + 3 $74,450 
New England — 28 6 +1 1,970 
Middle Atlantic... 68 + 5 0 11,841 
East North Central 43 +4 +5 13,105 
West North Central 38 +9 +9 16,223 
South Atlantic 29 +13 +1 4,057 
East South Central 18 +9 +4 5,158 
West South Central 23 +14 + 2 7,923 
Mountain : 13 +23 +12 2,910 
2 +2 —2 11,263 


Pacific 


| 
| 
| 
| 
| 
| 
| 
| 


Bureau of the Census 
includes 25 reports received too late to 


releases. 


be 


1947 1948 1947 


(Add 000) (Add 000) 
$69,188 $72,045 + 7 $273,754 $255,675 
42 


1,821 1,9 + 8 6,514 6,045 
11,257 11,811 + 7 43,898 41,085 
12,573 12,505 + 6 46,774 44,210 
14,935 14,945 + 6 55,782 52,610 
3,578 4,013 +13 18,615 16,496 
4,716 4,950 +9 19,140 17,564 
6,948 7,747 +10 32,110 29,260 
2,366 2,603 +14 8,921 7,828 
10,994 11,529 + 4 42,000 40,577 





Current Wholesale Trade 
incorporated in Census Bureau published 


bIncludes reports received too late for inclusion in previous monthly totals. 
¢Number does not apply in all cases to the year-to-date figures. 
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—Stuart A. Russell 
J. Russell & Co., Inc. 1 O 


To 


OF PROGRESS” ~~ 


“You can look at the future two ways. One 
way — the intelligent way — is to do your 
best to keep customers sold on quality lines, 
constantly reminding them that quality 
saves money in the long run, That’s why 
RB&W’s T.F.E. is so smart —it shows 
that True Fastener Economy is the lowest 
total cost of handling fasteners, not neces- 
sarily the lowest initial price. 

“The other way — you see buyers taking 
the whiphand and ordering poor grades of 
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supplies in order to cut initial cost. The 
inevitable consequence — smaller profits 
for the distributor and dissatisfaction on 
the buyer’s part because of poor perform- 
ance. 

“By promoting T.F.E. ourselves, we an- 
ticipate greater success in maintaining vol- 
ume and profits on this quality line.” 

Follow RB&W’s advertising of T.F.E. 
in the leading magazines read by your 
customers. 





103 Years Making Strong 


the Disthribulors That Make America Strong 











RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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@ Bolens gives you, first, outstanding products . . 
then the kind of sales backing that turns your inventory 
into profits. 


Month after month, in your area, your friends, neigh- 
bors and customers see the Bolens line in their favorite 
magazines. This year Bolens HUSKI Tractors and ‘‘Pack- 
aged Implements" will be advertised in dozens of im- 
portant national and regional publications. Millions upon 
millions of hard-hitting Bolens sales messages will get 
across to suburban farmers, estate owners, commercial 
growers, large acreage farmers and institutions. This 
advertising is working for you day and night. It will get 
many interested prospects who will turn into customers! 


Scan this list of first-line magazines. Watch for our 
ods every month. Tie in with them by using free Bolens 
mats in your local paper, and by keeping your Bolens 
products constantly on display. This is the way to brisk 
business and good profits. 


BETTER HOMES & GARDENS 
CALIFORNIA CULTIVATOR 
COUNTRY GENTLEMAN 
FARM QUARTERLY 
MARKET GROWERS’ JOURNAL 
NATIONAL COUNTY AGENT 
PACIFIC NORTHWEST FARM TRIO 
POPULAR MECHANICS 
POPULAR SCIENCE 
POULTRY TRIBUNE 
PROGRESSIVE FARMER 
ROTARIAN 
RURAL NEW YORKER 
SUCCESSFUL FARMING 
SUNSET MAGAZINE 
CHURCH PROPERTY ADMINISTRATION 
INDUSTRIAL EQUIPMENT NEWS 
SUPER SERVICE STATION 












Ro Ean 


HUSKI 


TRACTORS 


BOLENS PRODUCTS DIVISION 


POCOD MACHINERY CORPORATION 
283-6 Park Street, Port Washington, Wisconsin 
Visit the Wisconsin Centennial Exposition 

at Milwaukee, August 7th through August 


29th 
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type rubber belting. However, this lag 
is a substantial improvement over the 
earlier post-war period when deliveries 
ranged from eight months to a year. 
Demand for belting is rising, making it 
unlikely that present average delivery 
times will be much reduced soon. 
The two main types of rubber belting 
are conveyor and _ power-transmitter 
belts. Both domestic and foreign de- 
mand for the power transmission belts 
has declined some recently, contrary to 
the rising demand for conveyor types. 
Conveyor belts are used in a wide 
variety of industries, They are exten- 
sively employed in mines, and are used 





widely in heavy industry and agricul- 
ture. 

Many orders nowadays are from post- 
offices and department stores, seeking 
belting to carry mail and packages be- 

tween departments, 
| Britain had ordered early, even before 
Congress passed the European aid bill, 
some 6 to 7 million dollars of rubber 
| belting, primarily of conveyor type for 
use in mines. Britain later was 
suaded to cancel some of the orders 
when it was disclosed they would over- 
tax United States’ production. 

* * * 
Looking ahead for rubber— 
During the last five years, the United 


per- 


States has been consuming rubber at an 


extraordinary rate, but this year—with 
the “pipelines” finally full — rubber 
consumption is likely to decline. J. L. 
Collyer, president of the B. F. Goodrich 
Co., predicts that 16 per cent less rub- 
ber will be used in 1948 than in 1947, 

Nevertheless consumption this year 
will be 44 per cent above the peak 
prewar year of 1940. The decline, says 
Mr. Collyer, will be chiefly due to the 
fact that war-depleted auto tire inven- 
tories have been replenished. Incident- 
ally, fewer tires were sold last Winter 
because bad weather kept auto mileage 
down. 


* * * 


Steel men ask basing point | 


protection—The steel industry is urg- 
ing Congress’ to enact legislation sanc- 
tioning the multiple basing point meth- 
od of marketing steel. Walter S. Tower, 
president of the American Iron & Steel 
Institute, speaking before the Institute's 
recent annual meeting, warned that 
failure to pass such legislation would 
result in widespread dislocation of 
American industry. 

Mr. Tower said legislation clarifying 
the legality of various pricing methods 
has been necessitated by the recent 
Supreme Court decision, outlawing the 
cement industry’s basing point pricing | 
system. Mr. Tower warned that advo- 
cates of a planned economy are trying 
to use this country’s recovery and pre- 
paredness programs as an excuse for 
asking powers that would enable them 
to regulate and dictate to industry. The 
steel industry is a favorite target be- 
cause it is big. Mr, Tower continued: 
“If this country wants steel in its mod- 





ern efficiency it must accept bigness. If 





on most domestic orders for conveyor 








Super has completely revised 
its Standard, Stocked, Masonry 
Drill setup—added sizes, re- 
duced prices, added kits. 


Write today for new bulletin. 


STANDARD 
AND SPECIAL 


SUPER TOOL COMPANY 


21650 HOOVER ROAD ° DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK . CHICAGO 


HARDWARE 
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it rejects this bigness, it rejects the 
main prop of this country’s economic 
strength and work influence.” 


Mr. Tower cited the steel industry 


for wise judgment in refusing to con- 
tinue the runaround of “up-wages, up- 
prices, to the detriment of the general 
welfare.” In this program, steel needs 
the support of other important indus- 
tries. 

The power to stop inflation, however, 
does not rest solely, even mainly, in the 
hands of industry, he added. Far greater 
= the force of government policy, in its 
attitude toward the demands of organ- 
ized labor, and in its disposition to 
restrain the ever-growing pressures for 
more and more federal spending. 

* * * 

Sheet supply continues scant 
—More downward revisions of price 
lists have been made recently by several 
steel companies. The situation in sheets 
and strip is tighter than ever, with no 
indication of any improvement in the 
near future. Producers of these impor- 
tant items state that allotments for 
programs under government supervision 
will reduce the third quarter quotas for 
their regular customers. The supply of 
pig iron, too, is still considerably under 
demand, although output is back to 
near normal, As a result foundries re- 
quiring iron have not yet been able to 
get back to capacity operations. At 
best, it will be several weeks before 
most foundries will be going full blast. 

For the week ending May 29, nation- 
wide steel (ingot and castings) output 
was scheduled at 96.8 per cent of ca- 
pacity, 1.5 per cent over the previous 
week, according to the American Iron & 
Steel Institute. 

The week’s schedule, the highest since 
March 15, was equivalent to the pro- 
duction of 1,744,800 net tons of ingots 
and castings, against 1,669,400 net tons 
in the corresponding 1947 week. 

* * * 

Grain support prices — Sup- 
port prices for 1948 crops of wheat, 
oats, rye, barley and grain sorghums 
have been announced by the Depart- 
ment of Agriculture. Loans on stored 
wheat will be made any time from 
harvest to the first of the year. The 
support price of wheat will be 90 per 
cent of the parity price calculated as 
of June 15, The present parity price is 
$2.20 a bushel, on which the loan would 
he $1.98. 

Loan rates on the other grains are 
based on April 15 parity. For oats the 
loan rate will be 70 cents a bushel; for 
rye, $1.29; for barley, $1.15, and for 
grain sorghums, $2.31 a hundred pounds. 

* ok * 

Steel makers busy—The steel 
industry is coming up to the third 
quarter with a four-to-six-week backlog 
of orders, This is true particularly in 
sheets and strip. Deliveries on the bulk 
of this tonnage will be made in July, 
so that quotas set up for shipment in 
that month will not be met in many 
instances, 


In plates the carry-over is estimated 
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vette of Unique Desi ign 
Nn POM" gate? Aided to the Everhot Line 





Designed, built and priced right in between a casserole and 
a roaster-oven, this new Everhot No. 930 Automatic Electric 
H Roasterette squarely meets the urgent demand of the market 
for such an appliance. This Everhot unit also embodies two 
new features which users and dealers have been clamoring 
for — automatic heat control and a removable inset pan. Get 
your order in at once. 


SPECIFICATIONS 
Finished in true white synthetic heat and with new Alumilite finish which 
resistant enamel, trimmed in blue-gray is practically stainproof. 
and polished aluminum. Exterior di- 
Body is made of steel and aluminum 


mensions, overall 12 x 14 x 914 inch 
2 


height. Knobs and Handles of cool with Owens-Corning Fiberglas glass 


wool insulation. 





plastic. 

Automatic thermostat controls temper- Electrical system of finest grade. Listed 
atures automatically just by dialing the under the re-examination Service of 
degree desired. Sensitive and econom- Underwriters Laboratories. Wattage, 
ical in its use of current, turning elec- 700. For use on 110/120 volt alternat- 
tricity on and off as needed to maintain ing current. Precision assembly through- 
even heat. out. Comes complete with detachable 


ook k. 
Inset pan is 5 qt. capacity and is of coed ane 4 : oe 
heavy gauge aluminum, seamless drawn Retail list price $19.95. 


They’re All Reading About EVERHOT 


Everhot advertising in Ladies’ Home Journal, Woman’s Home Com- 
panion, Better Homes and Gardens, Household Magazine and Holiday 
is reaching a total circulation of 14,137,820 in May and June issues. 
These magazines are read for weeks after publication. Promote — 
display Everhot and cash in on this big Everhot campaign. 


THE SWARTZBAUGH MFG. COMPANY 
TOLEDO 6, OHIO @ ESTABLISHED 1884 


€VERHOT PRODUCTS 
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at about four weeks, Hot carbon bars Wholesale Hardware Inventories? 
are still in limited supply compared 
with the demand. The inquiries for tub- By Geographic Divisions, for April 1948 


ular and oil country goods is large, and 





shipments are far behind requirements = ee ————————— 
and promises, New orders in wire prod- —— a 
ucts are large, and producers here, too, Percent Amount (add 000) Stock-Sales Weeks’ Supply 
ae eae ge 5 Niweries Num- Change Ratios” of Inventory 
are falling further be hind on de live ries, soy on Meade 
Scrap prices are holding firm with no GEOGRAPHIC _of_—s— Apr. - Mar. Apr. Apr. Mar. Apr. Apr. Mar. Apr. Apr 
indication of any change in the near DIVISION Firms 1947 1948 1948 1947 1948 1948 1947 1948 1948 1947 
future. Steel operations for the weck a 
, Pia Ratha at th aie U. S. TOTAL 192 +20 —2 $114,153 $95,208 $116,188 199 179 210 11.3 10.2 
ending June 5 were scheduled at 96 per New Engiand 13 +13 —1 4,031 3,565 4,083 272 249 277 15.5 14.2 
cent of ingot capacity, according to the Middle Atlantic 41 +21 0 12,380 10,198 12,389 163 153 164 93 8.7 
heeites: teen & Seal Denlete. This East No. Central 35 +14 0 22,928 20,143 22,821 192 176 204 10.9 10.0 
a se “ : West No. Central 30 +26 —6 27,6 21,975 29,521 179 153 206 10.2 8.7 
compares with 96.8 per cent in the South Atlantic 23 +46 —2 6,87 4,713 7,021 195 158 201 11.1 9.0 
. L . es , . East So. Central 7 +8 —8 3,209 2,975 3,472 9137 146 152 7.8 8.3 
. e g sents ¢ - , , ’ » 
previous week, and represents a de West So. Central 15 +20 +2 13,452 11,211 13,146 235 222 230 13.4 12.6 
crease of 0.8 per cent, due to the Mounta:n 9 +28 —1 1,949 1,523 1,970 195 174 204 11.1 9.9 
holiday, The rate a month earlier was Pacific osseenmecee 19 +14 —l 21,636 18,905 21,765 262 226 258 14.9 12.9 
91 per cent. aa a 
oe /* Bureau of the Census Current Wholesale Trade 
ss *Caleulated by dividing end-of-month inventories at cost plus mark-up by sales during 
Mounting call for sheets — month and multiplying the quotient by the number ot weeks in the mont} Sales include 
Apparently it will be a long time direct shipments and consignment business. Weeks supply are lower than if based on cost 


f sales from owned stocks, 


8Includes 22 reports received too late to be incorporated in Census Bureau published 


before the shortage of sheet steel dis- 


appears, Among the reasons reports releases. ' sie alaatal , ics to at f i 1 
. . 7 »Stock-sales ratios are obtainec y dividing the stocks by the sales for an identical grou 
the Armco Steel Corp, is the fact that ee te ee a ake ; ae 


of firms. 
use of sheet steel is growing at a tre- 








mendous rate. 
For example the average 1920 auto- 


mobile consumed 800 Ibs. of sheet and tubs and sinks were 12.5 per cent sheet building industry believes shipments 
strip; todays car takes three times as steel in 1940: now they are 42 per under the European recovery program 
much. The average 1925 stove was 45 cent sheet steel. may create even more severe shortages 
per cent sheet steel by weight: today’s oe of plumbing equipment as well as other 
stove is 86 per cent sheet. The 1920 Plumbing shortage annoying building materials. While bathtubs, wash 
ice box required virtually no sheet —Completion of a lot of new homes is basins, and other similar items may not 
steel; today’s model takes 220 lbs. The being delayed 60 days on the average be shipped abroad in large quantities, 
average 1940 furnace was 32 per cent hecause of a shortage of bathroom fix- any large exports of steel and pig iron 
sheet steel; now it is 77 per cent, Bath- tures and plumbing equipment. The under the Marshall plan automatically 





Nationally advertised in FIELD & STREAM, SPORTS AFIELD 





KEEP COLD THINGS COLD 
KEEP HOT THINGS HOT Keep steady profits rolling in with 


iyeeue “CHILL CHEST 


me OUTING REEFER 


Chill Chest is the ONLY product of its kind available 


on the American market—and every customer in your store a 
‘ : : : ; es 
is a prospect! Imagine a portable refrigeration unit that : 


retails at just $2.98! Campers, hunters, picnickers, etc., — 
use Chill Chest to keep food, drinks, fish, game, etc., in wens ) 
perfect condition for 48 hours. ..and more. Hundreds of ann 
uses! Chill Chest—the NEW corrugated outing reefer, ont d 
weighs just 4'2 Ibs.—1 full cubic foot storage. Insula- No 
; tion equal to 20 inches solid concrete. custes 
Hoc 
© YOU PAY: $1.47 ea. (f. o. b. Oakland) f 
arms 


@ SELL FOR:$2.98 ea. way t 
ORDER TODAY for immediate delivery, from 


DISTRIBUTORS: 


A few excellent territories for ex- 
clusive distributorships still open. 334 Magnolia St. 
Adie olan ili mlaliclgutelivelar .| t/ Inc. Oakland ) P Calif. 
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Electric 








Weeks’ Supply 
of Inventory 


on Hand* 
ir. Apr. Ap 
8 1948 1947 
0 11.3 10.2 
7 15.5 14.2 
4 9.3 8.7 
4 10.9 10.0 
6 10.2 8.7 
S 18.3 9.0 
2 7.8 8.3 
0 13.4 12.6 
4 11.1 9.9 
8 14.9 12.9 
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Yes, Hoover fractional horsepower motors are built by 
the makers of the world-famous Hoover Cleaners. 

This means every Hoover motor is backed by a name 
your customers respect, a name that stands for over 
seven million Hoover Cleaners built with craftsmanship 
and dependability. 

No wonder a rugged Hoover motor will give your 
customers years of efficient, dependable service. 

Hoover motors will work anyplace—in homes, on 
farms, in workshops and hobby shops. People like the 
way Hoover motors speed their work and save theirtime. 










he. 


HERE’S WHY THEY WANT HOOVER MOTORS 


Induction run... single phase ... 60 cycles... dual voltage— 


110/220... 1725 R.P.M. 

Capacitor start... more than 800 full load starting torque 
with minimum current flow. 

No vibration or “shift” . . . integral feet, carefully machined 
to give solid mounting and quiet operation. 

Low temperature . . . electrical and mechanical design for 
low-temperature operation. Ventilated open type. 40° C. 
Rise. 

Laminated steel rotor . . . carefully ground and balanced 
for maximum efficiency. 

Centrifugal starting switch . . . designed and built for years 
of trouble-free operation. 

High-grade ball bearings . . . sealed against dust and grit, 
give smooth performance and long wear. 


Rotation . . . clock or counterclockwise. 


Sold only through retail outlets 


THE 


Electric Motor Division—North Canton, Ohio 
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HOOVER COMPANY 


Hamilton, Ontario, Canada 
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Immediate Delivery On These 
FAST SELLERS 
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TURNBUCKLES ASSORTMENT 


Handsome all-metal display panel in two colors, 
size 14" x 16"', with silk screen; 52 Turnbuckles 
in 10 most popular sizes, individually packed. 
Also open stock eye and eye, Hook and Eye, 


Hook and Hook. 
a 


EYE BOLT ASSORTMENT 


Beautiful display panel similar to other, with 





assortment of 1 dozen each of 10 sizes of Eye 
Bolts individually packed. Also open stock in 
12 sizes 


“OSBORN" UTILITY HOOK 


—U 


OUR POLICY 


is to give prompt service on 
superior products and a fair 
price through recognized job- 
bers. All items available now 
through your jobber. 


Lowest priced 
hook on market, 
25c retail seller 
Sturdy, sized right. 
For bales, boxes, 
meat, etc. 








ALWAYS DEPEND ON 


urnbuck Ce 


Turnbuckles, Ine 


BOX 227 MICHIGAN CITY 


INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 
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Wholesale Hardware Collections on 
Accounts Receivable 








Percent 

Change 
Number Apr. 1948 vs. 
GEOGRAPHIC of Apr. Mar. 
DIVISION Firms 1947 1948 
U. S. TOTAL 254 +16 +11 
New England 17 +30 +10 
Middle Atlantic 60 +19 +12 
East North Central 40 +13 +9 
West North Central 37 +16 +16 
South Atlantic 28 «+18 + 4 
East South Central 14 +18 +7 
West South Central 21 +14 0 
Mountain : 10 +15 + 8 
Pacific . 27 +14 +19 


Bureau of the Census 

"Includes 24 reports received too late to 
releases. 

’Collection percentages are obtained by div 
for an identical group of firms. 


By Geographic Divisions, for April 1948 


ACCOUNTS RECEIVABLE 


be incorporated in Census 


COLLECTION 
PERCENTAGES 
Amount (Add 000) 
Apr. Apr. Mar. Apr. Apr. Mar 


1948 1947 1948 1948 1947 1948 


$71,800 $62,041 $64,497 89 95 88 


2,314 1,783 2,105 78 88 70 
11,949 10,042 10,670 91 93 89 
13,647 12,129 12,568 89 101 86 
16,043 13,875 13,820 87 96 90 

4,294 3,648 4,124 88 92 91 

3,586 3,045 3,362 90 96 81 

6,004 5,259 6,033 105 105 99 

1,250 1,090 1,159 91 89 92 
12,713 10,656 83 88 83 


11,170 


Current Wholesale Trade 
Bureau published 


riding the collections by the accounts receivable 








would reduce stocks of these materials, 
and further complicate the plumbing 
equipment situation, Today’s most criti- 
cal shortages among plumbing supplies 
are said to comprise water closets, wash 
basins, steel pipe, and cast iron soil 
pipe. Bathtubs are not in plentiful 
supply, but these are more available 
relatively than other plumbing fixtures 
that are extremely scarce. Many build- 
ers usually dealing “direct” say they 
now are forced to search among retail 
stores, hoping to be able to buy even 
one or two bathrom fixture sets at a 
time. 

In some areas, builders say they must 
agree to buy an unwanted item as a 
part of a “tie-in” sale to obtain the 
plumbing equipment they need. Steel 
pipe especially scarce since the war, is 
termed the material most subjected to 
so-called “gray market” operations. Pay- 
than the 
some 


ments several times more 


normal price at times, and in 
localities, are necessary for obtaining a 
sufficient supply of pipe, they claim. 
Commerce Secretary Sawyer an- 
nounces that the iron and steel industry 
110,000 to 


iron monthly for 


has agreed to guarantee 
128,000 tons of pig 
cast iron products required in home- 
building. The program is “designed to 
assure enough cast iron materials for 
a million new homes yearly and for 
needed repairs to old ones.” 
* * * 


They started “something”— 
The “third-round” 
view of the General Motors settlement, 
likely to run_ its 
through the industries, and while it is 


wage increase, in 


now seems course 


inflationary, it “may save the waste 
and strife of great strikes,” says the 
National City Bank of New York. 
“With the present insistent demand 
for goods,” the bank’s monthly letter 
comments, “it will add to the upward 
price To be sure, the in- 
creases are more moderate than in the 


pressures, 


first and second rounds, they are less 
than the unions demanded, and they 


may save the waste and strife of great 
strikes.” 


Business news during May, mean 
while, had strengthened prospects of 


high activity in the months ahead, says 
the bank. Industrial 
made a good recovery from the drop 


production — has 


caused by the coal shutdown, except in 
the automobile industry. In that field. 
the overall result will be fewer auto 
mobiles. 

In many respects, says the bank, the 
spring of 1948 is similar to the spring 
of 1947. This year, however, European 
and United States crops are “strikingly 
better.” 


Another “up” in commodity 
prices — Wholesale commodity prices 
rose another 0.6 per cent during the 
week ended May 29, says the Bureau 
of Labor Statistics, Its index of about 
900 commodities advanced to 164.4 per 
cent of the 1926 average, only 0.7 per 
cent below the high of mid-January, and 
1.7 per cent below the May, 1920. 
record. 

Prices of both food and farm prod 
ucts increased during the week. Average 
farm prices went up 2 per cent, touch 
ing 8.2 per cent above a year ago. 
Food prices went up 0.5 per cent. On 
the average they were 10.1 per cent 
above a year ago. 


es @ 


As the buyers see it—Buyers 
generally are optimistic about the con 
tinuation of generally favorable business 
conditions for the rest of this year, the 
National 
Agents reports. 


Association of Purchasing 

“A real tone of optimism is reflected 
in the reports for May,” it says. “Back- 
logs of orders increased again during 
May, and the trend could carry them 
back to the February high level if con- 
ditions continue to improve.” 

Buyers expect the recent price redu 
tions in steel and electrical items to 
prove an effective brake on inflationary 


HARDWARE AGE 
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influences, and they expect the ten- 
dency for prices to be slightly down- 
ward the rest of the year, “providing 
business generally can hold the line 
against higher wage demands and seri- 
ous work stoppages.” 

Inventories continue about unchanged, 
with 52 per cent of members reporting 
they are holding to safe operations, 

In buying, the forward commitment 
range remains from “hand to mouth” 
to as much as 90 days, “While more 
in future business is ex- 
pressed, comments run strongly to con 
tinued caution, as more and more com- 
modities become readily available and 
competition steadily increases,” the 
Association concluded. 


confidence 


* * x 


Opening third quarter order 
books—Some steel producers are set- 
ting up quotas for third quarter deliv- 
eries, but many companies are unwilling 
for the entire three-month 
period. Instead, they are tentatively al- 
lotting tonnages from month to month, 
which may be changed as conditions 
warrant. This policy is based on the 
that the government will 
call on them for substantial amounts of 
steel for rearmament and foreign aid. In 
Washington, Glenn H. Craig, Economic 
Cooperation Administration, predicted 
that the Air Force expansion and other 
new arms projects will cut into the 
amount of industrial materials avail- 
able for shipments to Europe. Europe’s 
allotments of aluminum, steel and cop- 
per may have to be scaled down in 
view of the rising national defense 
drains on U. S, production. 


to do so 


expectation 


* * * 


Paint sales better—The Com- 
merce Department says that manufac- 
turers’ sales of water-thinned paints 
increased from $2,668,456 in February 
to $3,202,287 in March. 

Total sales of 680 paint, varnish, 
lacquer and filler manufacturers rose 
from $78,932,540 in February to 
$91,688,487 in March, 


e ¢ «6 


Demands for other metals 
active—Recent demand for copper, lead 
and zinc from domestic and foreign 
consumers—continues active and in ex- 
cess of available supplies. Inquiry for 
these from foreign sources in 
recent weeks has shown a steady in- 
crease, apparently the result of the 
European recovery program, Today’s 
copper situation is healthier than it was 
last year, for the business being done 
now is going straight into consumption. 
Formerly, with huge backlogs, copper 
buyers were said to have been placing 
orders for their requirements all over 
for the same tonnage, so that there was 
considerable duplication, 

Meanwhile, 


metals 


consumption of copper 
now remains in excess of domestic mine 
output, and continues to call for large 
tonnages of foreign metal to make up 
the deficit. 

The tight supply situation in lead 
continues with demand well in excess 
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Out on a limb besause of shortages 2 





Call on Air Express. It’s the best—and fastest—way to 
get supplies, parts and equipment. This super-speedy 
service is a round-the-clock proposition, speeding 
your shipment via Scheduled Airlines—offering you 
pick-up and delivery at no extra cost. 

Air Express rates are surprisingly low. Use its speed 
regularly to clip whole days off shipping time, and keep 
your business running in high gear. 


Py - ® e . ° 
Specify Air Express-Worlds fastest Shipping Service 
——— 
eLow rates—special pick-up and delivery in principal US, 
towns and cities at no extra cost. ‘ 
e Moves on all flights of all Scheduled Airlines. 
eAir-rail between 22,000 off-airline offices. 


True case history: Tulsa, Oklahoma, factory regularly gets ma- 
chine replacement parts by Air Express. Keeps production 
moving. Typical shipment (25 Ibs.) left Milwaukee at 10:10 
A.M., delivered Tulsa 6:40 P.M. same day. 655 miles, Air 
Express charge $5.37. Any distance similarly inexpensive. 
Phone local Air Express Division, Railway Express Agency, 
for fast shipping action. 


@ 









Rates include pick-up and delivery door 
to door in all principal towns and cities 


~ 8 a 
AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 











Advanced Design 
aims for 
popularity unlimited! 


GREAT NECK features a 
revolutionary maximum- 
grip screw driver that will 
go over BIG. Let your ex- 
perience check these quali- 
ties: Guaranteed eye- 
appeal in the richly col- 
ored unbreakable plastic 
handle (non-explosive, 
non-absorbent to grease or 
oils). Entire blade is of 
hardened and oil tempered 
quality alloy tool steel, 
highly mirror-polished. Bit 
is precision-ground to exact 
size. Blade is deeply em- 
bedded and _ twistproof. 
Here’s a beautiful engi- 
neered tool to show off on 
your counters! 



























PACKED 1 DOZ. PER BOX 








we. 
Blade|Blade| Per 
No. Length] Dic. | Dor. 


G47 4” |" | 2 Isl 
G57 5” | 4” | 2% Ibs 
G67 6” | fy” | 3% Its, 
G87 8” | %” | 5% ibs. 
G107 107 | %” | 6¥ Ws 
G48 4” | 4” | 2% Ibs. 


$$$ a — —f - —$ 


ces 6” |,” | 4 Ibs! 


Gas. 8” | %” | 6 Ibs, 

















*G-48, G-68, G-88 
ore square blades 


* 
4s 


* 
° 
o 

2 
* 
eo 
¥ 
* 
2 


2 


SEER 


SEE YOUR JOBBER 


Nationally Advertised Products 





GREAT NECK SAW 


0 MFRS., INC., 


al , — Mineola, W. ¥. 


GOES//A | 
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Estimated Sales 
Of Wholesale Hardware Distributors* 
Monthly 1939, 1941, 1946, 1947 and 1948 


(Expressed in millions of dollars) 














Month a 1948 1947 1946 1941 ~—«:1939 
January $146 $ 138 $ 100 $ 56 $ 39 
February 148 142 104 55 77 
March 177 164 116 64 4 
April 185 170 126 76 47 
Total First Four Months 656 614 446 251 17) 
May 160 129 80 52 
June 148 126 80 5] 
July 146 130 82 45 
August 148 139 84 50 
September 162 139 89 60 
October 186 170 92 60 
November 162 152 79 54 
December 151 143 80 as 
Grand Total for Year $1877 $1574 $917 $592 





* Estimated by the Office of Business Economics, U. S. Department 


U. S of Commerce 








of metal available. The price holds firm 
at 174% cents a pound, New York. For- 
eign demand remains heavy. 

Zinc industry members report that 
inquiry for prime western and_ special 
high grade zinc remains large, with 
supply limited. Europe and India are 
pressingly asking for our various grades 
of zine. 

* * * 


Washer sales heavy—Factory 


sales of full-size household washers 
amounted to 1,510,432 units in the first 
four months of 1948, 34 per cent more 
than in the like period of 1947, accord- 
ing to the American Washer & Ironer 
Manufacturers’ Association. Sales in the 
first four months of this year equaled 
74.6 per cent of the industry’s sales in 
the entire year of 1946, 


April sales, while a shade under the 
all-time high of March, were 22 per 
cent above April, 1947 sales. 

Sales of small washers with a ca- 
pacity of three pounds or less, dry 
weight, totaled 43,225 in April, com 
pared to 33.840 in April, 1947. 

Ironer sales totaling 47.219 units in 
April, were off compared to March, and 
to April, 1947. However, for the four 
months, ironers sales gained 16 per cent 
over the year-ago comparison. 

Although washing machines were in 
record demand after the war, the in- 
dustry in 1947 went a long way toward 
accommodating the backlog when it 
doubled its pre-war production record 
It is now estimated that, as of last 
January, there was a_ backlog for 
2,000,000 washers among first-time users, 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 


April, 1948, Comparisons 


Cities 

California—Los Angeles 

San Francisco 
Florida—Miami 
Illinois Chicago 
Massachusetts—Boston 
Michigan—Detroit 
Missouri—St. Louis 
Nebraska—Omaha 
New York Buffalo 

New York 
Ohio—Cleveland 

Toledo 

Youngstown 
Oregon—Portland 
Pennsylvania—Philadelphia 

Pittsburgh 
Virginia—Richmond 
Washington—Seattle 


W isconsin—Milwaukee 


Compiled by Bureau of the Census, U. S. 
: Reports of the Bureau of the Census are 
areas, because appropriations available for 
to develop and maintain valid data on 4 


Editor’s Note: Monthly Retail Trade 
now limited to cities and other local 
the next fiscal year are not sufficient 
state-by-state basis. 


Apr. 1948 
compared with 
Apr. 1947 


Percent Change 
! mos. 1948 Apr. 1948 
compared with compared with 


1 mos. 1947 Mar. 1948 
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Many painters get a BRUSH OFF from their 
customers, 


Reason — Unsatisfactory work. 

Causes of Trouble — Two things. Both are 
brushes. Brushes that spread paint unevenly. 
Brushes with loose bristle that stick to the wall 
instead of the brush. 


Painters prefer Pitegoff because ““A FULL 
HEAD OF BRISTLE IN EVERY BRUSH” as- 
sures you of even distribution of paint and 
longer life. NO LOOSENING BRISTLE because 
they are held securely by a secret rubber form- 
ula handed down from fathers to sons. 


INQUIRE OF YOUR JOBBER OR DEALER 


PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


Mokers of Quality Brushes for Two Generations 


























For Spring Clean-ups! 


L ACO weat Home 
WINDOW BRUSH 





® Quality Mixed Hairbrus 

® Rubber Drier 

® Popular Price 

Cat. No. 1 Laco Ideal Window 
Order from wholesaler 


or if he is unable to 
supply, write us. 


LAITNER BRUSH CO. DETROIT 26, MICHIGAN 


BRUSH MANUFACTURERS SINCE 1855 








HROME PLATED 
= SCREWS IN THE Changes 


RE-FILL BOX 


New products and new 
trade ‘names are constantly 
being added to the list- 
% 8 sizes round head 
% 8 sizes oval head 
*% Individually marked 

compartments AGE. 


Write for complete information on P , 
Sharon's 56 assortments. Therefore, if you do not 


ings for the next Directory 


Number of HARDWARE 


find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


WwW 


7 Newest of 
56 Sharon 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 
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and for perhaps 3,000,000 to replace 
over-age models, 
e+ * 

Strong refrigerator demand 
—The backlog demand for refrigerators 
is very strong. Refrigerator sales, 
though negligible during the ‘twenties, 
swelled rapidly in the ‘thirties, then 
were stopped abruptly by the war. 
Afterwards, production was slow getting 
started; 1946 output was far below the 
pre-war peak and last year the indus- 
try barely surpassed its earlier record. 

By the end of 1947, some 23,500,000 
homes had electric refrigerators as com- 
pared with 19,400,000 in Dec., 194). 
Even this 4,000,000 growth was only 
one-third as great as during the pre- 
war six-year period, when real income 
was distinctly lower. It is calculated, 
therefore, that by late 1947 there was 
still a demand for about 4,000,000 re- 
frigerators among potential first-time 
users and for 2,000,000 more units to 
meet replacement requirements. An ad- 
ditional demand influence is the fact 
that some 10,000,000 electrically-wired 
homes—30 per cent of the ntaion’s total 
wired homes—still have no electric re- 
frigerator. It is likely, therefore, that 
among the major consumer durables 
the nation needs, refrigerators rank next 
to automobiles in demand strength. 

* 7 * 

Hedging on fuel oil — For 
the present, despite rising demand, the 
supplies of heating-oil tanks is adequate, 
but quite a lot of householders are in- 
stalling extra tanks against a possible 
oil shortage next winter, and there may 
be a dearth of the tanks themselves by 
late summer. 

Tank selling is a booming busines 
encouraged by fuel dealers to pep up 
slow warm-weather oil sales. One dealer 
offers a 1,000-gallon tank installed for 
$300. “Fill up at low summer prices 
and you'll have enough to last you 
through the entire winter,” is his story. 
Actually, an additional 1,000-gallon sup- 
ply would leave the average householder 
shy of his winter-long need of 1,600 
gallons; the average present tank prob- 
ably holds 275 gallons. The consumer, 
too, would probably save on fuel by 
buying now, A few eastern dealers grant 
a .7-cent summer discount of the 12.5- 
cent a gallon posted price. When oil 
got very tight last winter, some house- 
holders paid nearly twice the regular 
price in the black market, and this year 
they are remembering. 

Surprisingly, March factory shipments 
of oil burners totaled only 19,000 units, 
and continued the downward trend that 
began in Nov., 1947. March shipments 
represented a 24 per cent decrease from 
the units shipped in February, and 
were only about one-fifth of the number 
shipped in March last year. 

* * + 

Heating stoves — plumbing 
—The Census Bureau says that output 
of domestic heating stoves in March 
amounted to 366,000 units, a slight in- 
crease over February. 

Shipments increased a shade, also, 
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in March with 265,000 units released, 
valued at $6 million. 
For another “statistic,” the Bureau 


says that manufacturers’ shipment of’ 


plumbing fixtures during 1947 were 
valued at nearly $187 million—an in- 
crease of more than 50 per cent over 
the 1946 total of over $120 million. 
* * x 

Record fertilizer sales—Fer- 
tilizer sales continue at a record, The 
National Fertilizer Association reported 
that business, in the fifteen farming 
states which report to the Association, 
during the first four months of this 
year totaled 5,207,727 tons, compared 
with 4,591,274 tons in the similar pe- 
riod a year ago. 

Sales in April showed the usual sea- 
sonal decline from March, but amounted 
to 1,114,000 short tons, compared to 
913,000 tons in April, 1947. 

x x * 

Our shifting population — 
Some 70,000,000 Americans have moved 
for one reason or another during the 
past seven years, Reporting upon this 
abnormal migration, the Census Bureau 
calls it the greatest internal population 
movement in the nation’s history. Ap- 
proximately 44,000,000 people changed 
homes within the same county; 13,000,- 
000 moved to a different county in the 
same state; 12,000,000 changed states. 

For hardwaremen’ endeavoring to 
weigh the merchandising implications 
of this population shuffle, in their area, 
the Census Bureau has prepared a 29- 
page report, identified as P-20, Num- 
ber 14. 

* * kK 
April factory sales—The Com- 
merce Department reports a total of 
$17.3. billion of manufacturers 
during April, four per cent below the 
March level, but resulting largely from 
one less working day in April. 

April sales of durable goods manu- 
facturers, valued at $6.9 billion, were 
down 6 per cent, but considering the 
difference in werking days, this drop 
was only 2 per cent, the Department 


sales 


said. This group was slowed down most 
by the coal shortage during April. In 
the non-durable goods industries sales 
were estimated at a one per cent gain. 

Total manufacturers inventories at the 
end of April showed no significant 
change over stocks at the end of 
March, in either the durable or non- 
durable fields. 

x * * 

Seales and balances—Reports 
from the industry reveal that the total 
value of shipments of scales and bal- 
(other than laboratory scales), 
amounted to $12.6 million during the 
first quarter of 1948, a slight decrease 
from the previous quarter. However, 
this year’s shipments were 25 per cent 


ances 


higher than the shipments for the first 
quarter of last year. 
* * * 

A slackening in furniture- 
In April, for the first time in three 
years, the furniture industry 
enced a month in which orders failed 
to show an increase over the corre- 


experi- 


1948 


JUNE 3, 























MORE PROFIT for YOU 


when you rent Easy-Handling 


SKIL Sanders 


Yes! They handle easier, make more satisfied 
customers...more profit for you. And they're built 
to stand up longer, fine protection for your invest- 
ment...more profit for you. Automatic drum 
lift at floor edge, simplified paper clamping, 
one-wrench adjustment, adjustable grips...just 
a few of the many outstanding features that 
make SKIL Sanders the outstanding floor 
machines for rental use. 

*SKIL Sanders are made only by SKILSAW, INC. 


SKILSAW, INC. 5033 Elston Ave., Chicago 30, lil. 
Factory Branches in Principal Cities 













® Also available... 
Edger Type SKIL 
Sander for sanding 
uneven floors, stair 
treads, gets into 
corners. One mo- 
tor drives the sand- 
ing disc...another 
operates the dust- 
less vacuum system. 






See your SKIL Tool 
. Distributor Today for a 


demonstration. 
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The new redesigned Porter Cutters are better 
in 16 different ways. They are not just ‘‘dolled-up” 
or refined in one or two details, but are 100% 
redesigned from handle tip to cutting jaws. They 
are stronger and better balanced. Curved toe-in 
handles decrease armspread and wrist bend 
— assuring an easier pull, a stronger pull 
Palm-fit grip. These and other improve- 
ments add up to an engineering triumph 
— a tremendous advance in design and 


quality. Order from your jobber. 
: 0 R : 
ew EASY POWER 


(unerns 


H. K, PORTER, INC.,, 









V4 





(1S THE PROFIT 
U Nea 





70 Foley St., Somerviile, Mass. 
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sponding month of the preceding year. [{ [ “7 
Seidman & Seidman. analyists for re P DY . 
the industry, said in their monthly mptre esign 
bulletin that for the first three months 
of 1948 new orders were 17 per cent 


above those of the similar period in 


1947, 








Coming Conventions 
And Events 


Corrected Each Issue According 
To Latest Data 


American Hardware Manufac- 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 18-21, 
1948 at the Marlborough-Blenheim 
Hotel, Atlantic City, N. J. Charles F. 
Rockwell is secretary of the manufac- Empire Design 
turers’ association with headquarters at 
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®@ Famous spark-proof PIANO hinges 342 Madison Ave.. New York City 17. Inside Door Set 
patented, exclusive with Logan Thomas A, Fernley, Jr. is executive | No. EM 1036 
screens. . secretary of the wholesalers’ group with | 

@ LOGAN NITE-GARD (optional), headquarters at 505 Arch St., Phila- Beautiful Designs 


patented, offers complete top pro- 
tection night or day. 
© Good Housekeeping Seal. 


delphia, Pa. Priced Right 


Hardware Golf Association, 22nd 
© National advertising in consumer annual tournament, Sept. 9-11, 1948, at Send for Catalog 
magazines. the French Lick Springs Hotel, French 
@ Improved, brilliant polished brass Lick, Ind, Dietz Lusk, Henry Disston & 
finish, aon lakes Sons, Inc., Kansas City, Mo.. secretary- SULTAN BROTHERS, INC. 


"Guaranteed by 
Good Housekeeping 
Cer as ae 













Manufacturers of Builder's Hardware 


treasurer. 
1470 39th St., Brooklyn 18, N. Y. 


LOGAN CO. Housewares and Appliance Show, 
Jan. 13-20. 1948 at the Navy Pier, SALES REPRESENTATIVES WANTED 


740 CABEL ST., LOUISVILLE 6, KY. Chicago, Il. Sponsored by the National 
Housewares Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 


Chicago 54. A. W. Buddenberg is ex- I HIN E" 


ecutive secretary, $ 
National Hardware Show, Oct. HIN! 


12-16. 1948 at Grand Central Palace, UNSH 
New York City. Frank M. Yeager, | ¢ HAM 
| managing director. 
National Retail Hardware Asso- MADE IN U.S.A. 
ASK YOUR JGBBER 


ciation, 49th annual Congress, July 



























12-15, 1948. Chalfonte-Haddon Hall FOR OUR DOUBLE DUTY CHAMOIS 

Hotel, Atlantic City, N. J. Sessions at DOUBLE VALUE TO THE CONSUMER 

Haddon Hall, Rivers Peterson, 233 No. HOYT & WORTHEN TANNING CORP 
“WRIST ACTION’ CORD SET __@ ' Pennsylvania St... Indianapolis, Ind HAVERHILL. MASS 





Wireless swivel plug managing director. 


turns, bends, ings, inca ’ 

asian de "Giaieeses an ‘ National Wholesale Hardware COOKIE PRESS and ADJUSTABLE TWO-WAY 
cord wear, 95% Assn., 54th annual convention to be CAKE DECORATOR ROAST RACK HAM RACK 
of all cord ald ie ith the 95tl ‘ 

outiine. ath hey veld jointly with the 95th semi-annual 
sive, patented de- convention of the American Hardware 
ll PO steer 20 Manufacturers’ Assn., Oct. 18-21, 1948 
display card free. y at the Marlborough-Blenheim Hotel, 

@eeeeeeesesesesseseeeseeseses Atlantic ( ity. N. }. Thomas \. Fenley, 
SELF-SELLING CORD DISPLAY Jr.. is executive secretary of the whole- 
Holds, displays, SELLS 60 Davis salers’ association with headquarters at 
cord sets. A complete line — 505 Arch St 








See your jobber or 
write direct for catalog 


3) different types, each Sugged 505 St., Philadelphia, Pa. Charles 
with informative. F. Rockwell is secretary of the manu- ZACHMAN & CO.- 5004 WILSON AVE. CHICAGO 30 
sates label. Finely facturers’ group with headquarters at 








i) abt finished wood — ¢ ; # d ters 
— a 2" «= 6, 342 Madison Ave., New York City 17. 








Ri I ms poe i profit New York State Retail Hardware 
EE een ee Association, annual convention and ex: WHEN You WANT 10 BE HEARD 
RANGE CONNECTORS hibit, Feb, 15-17, 1949, at Buffalo, N. Y. 
pen eg ae N. H. Kiley, 508 Hills Building, Syra- a to Soe Rd — Se ae 
proved. volt— 1 >> je rig way 
50 amp. cables & re- cuse, N. Y., secretary. AGE will tell your story to the greatest 
cepticales 7 Texas Hardware and Implement peso Me a — 2 nel ao 
ranges. Eliminates ‘ ‘ ne e. Its Classifie pportunities 
costly electrical work. Assn., annual convention and exhibit. Section is the place to put your want ad 
- YOUR JOBBER OR WRITE Feb. 7-9, 1949 at Dallas. Texas, Facili- for quick, tangible results 
C€ DIRECT FOR DETAILS & PRICES ties of the Baker and Adolphus Hotel HARDWARE AGE 
will be used. Ray M. Souder, 814-15 
e or - Ci ea: 
ES Mfg Company Texas Bank Bldg., Dallas, secretary- 100 es ae  ¢ y 
PLANO 1, ILLINOIS manager. ‘ 4 or o WW. Fe 
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SPRING 
HINGES 
ARE THE 





Made of Finest Alloy Steel 
Heavy Gauge 


; CHECKING 
Correctly Tempered to With- 


. stand Heavy Factory Use = L oO oO ee Wy | N G E Ss 
i Each Blade Attractively Ger 
i Packaged & Labeled 


RIP CROSS CUT Wood, Metal and Glass Doors 


FINEST & COMBINATION 
HOME 
AND 
FACTORY 



















Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 








Double Action 

Manufacturers of Tvpe 86 
Circular Saws, Band a | ; 

Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 


Beveled Edge Shaper Steel, Dado Sets 


WV7\14h19 ee ee 


115 BANKER STREET BROOKLYN 22, N. Y. 





; 4 ; i c — ' i i 
BROOKLYN 5, NEW YORK — _ 
i CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 

: J : 














STOPS 


AND HOLDERS 
for Every Purpose 









One Bit Takes the 
Place of Many Other Bits 


1 They cut smoother holes, more easily. The 
bit head has a spur. 

2 Smooth, milled threads on point give posi - 
tive pull, prevent clogging. 
The cutter is non-slip — from constant 
tension on clamp. 

& Edges are keener because of hand sharp- 

ening. 


FORSTNER BITS Cut at Any 
Angle, Bore Any Arc of a Circle 













No. 2365 » Brass, Bronze and 


Chrome Finishes 


e@ Special Low Price! 





. © Immediate Shipment 


- 
Pr 
—< 


~ 





~~, 


Are You on our 
/ Mailing List? 
No. 235 No. 239 


S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 
Builders * Showcase * Cabinet Hardware 
27 LUDLCW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-630} 


This bit has no center point, but is guided by its circular 
rim. This is the kind of tool for which pattern-makers, 
woodworking shops and home craftsmen are looking. Fur- 
nished in hand brace shanks from 4“ to 2” and in machine 
shanks from 4" to 3”. 


THE CONNECTICUT VALLEY MFG. CO. 


CENTERBROOK «© CONNECTICUT 


~ - 
“ *Senaseeo™ 
Sow?" 
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We know you have heard the name 
WOODMANSE ... but just to let 
you know a little more about the 
WOODMANSE line here’s the 
story. Manufacturers of a complete 
line of water systems, shallow well, 
deep well and jet pumps. Proven 
sales make the WOODMANSE 





WOODMANSE MFG. 





pumps popular in all sections. A 
steady selling item offering stable 
returns. Pumpsareavailablein both 
electric and gas drives. Valuable 
territories available to dealers and 
distributors. Write Dept. 300 for 
complete information. Make the 
Woodmanse Line, Your Line! 


co. 












Freeport, Ill., U.S. A. 
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for Tedious Jobs 
= e 
in tight places! 
The K-D 10K Pliers Kit — 
The right tools for small work in 
§ hard-to-get-at-places. Tempered 
steel, cadmium plated pliers 
B packed in fabric roll. Four types: 
# No. 6 Standard Nose, slip joint; 
No. 7 Parrot Nose, slip joint; No. 
8 Needle Nose; No. 9 Flat Nose. 
Each 4!/2” long. Ideal for auto 
Ma mechanics, electricians, factory 
Ba ~men, model makers, home owners. 














Write for a description 
of the complete line. 


THEYRE KD TOOLS 


K-D Mfg. Co., Lancaster, Pa., Hamilton, Ont. 


SSO dd )1 










6 TRAY sco sé! TOOL BOX 


POSITIVE CANTILEVER ACTION, 18" x 10” x 13" 


Plenty of 


room for tools. A 
favorite of mechanics everywhere, 
Individually packed, shipping wt. 
22 Ibs. Also available in 15” single 


tray and 17”, 
streamline. 
Sturdy, 
steel. 


19”, 21”, 


double tray 


heavy gauge 





al 
™“s 4 








Strong handle }; > 
Reinforced throughout. { a 

Rounded corners. er “, \ 
No raw edges. eX 

Built in continuous “~_* 


hinge. 
Write for catalogs and m.. 
new 1948 low prices. “ 
SIMONSEN INDUSTRIES INC. 


Sales Office: 
1414 South Michigan Ave., Chicago 5, Wl 




















BROWN & SHARPE 





YOU’LL NEVER MISS A 
wattle 


SALE 



















SCREW - HY DR'AULIC 


Jacks 


© The Most Complete Line 
since 1899 

© Nationally Advertised 
IMMEDIATE SHIPMENT 
AWARDED THE GOLD MEDAL 


JACKS 
FOR THE SAFETY OF ry 
CAN MUSEU 
BY THE aE ETY 













TEMPLETON, KENLY & CO., 


Chicago 44, titinois 








BLO\ 4 
Mes 


HAIR CLIPPERS 








BE READY FOR PICNIC 
ee BUSINESS 


With 


‘a 











Shelton Picnic Kits 


Plywood cover. Plasticized fab 
plates and tumblers, stainless 
plastic handles. Service for 
Refrigerator Bucket, 
light weight. 10" 
and fresh. Write 


ric pocket 


diameter, 12!/,"" 





BASKETS 


mn CT LCLRL Seat 






and Refrigerated Baskets 


ine hand drawn ash splint, hardwood 


steel knives, forks and spoons with red 
for four or six, 
at right, is insulated, metal lined 

[ deep. 
for circular on these and 


SHELTON BASKET CO. Dept. J. Shelton, Conn. 










holds service of red plastic 







or sold without service. 

spacious, 
rinks, cool 
other Shelton Baskets. 






Keeps food, 
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t Complete Line 
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IMMEDIATE / 


i Rye 


DELIVERY = 


from stock! 


STEEL 


at. 


Mim, 
\ 


and BRASS \ mm — 


ae 


FLAT, ROUND AND 
OVAL HEAD 


ALL SIZES — FINISHES 


e BULK at FACTORY PRICES! 


© Clean saw-cut slots 
e Deep, sharp threads 


© Needle points 


Check your requirements with us. We can either ship 
immediately from stock or promptly make up your order. 
Complete stocks on hand at the plant and at our warehouse 
in New York. 


e@ Also packaged in popular sizes. 


Write for stock list! 
SCREW 


TOLEDO Evins 


270 E. HOUSTON STREET, NEW YORK 2, N. Y. 
Phone: GRamercy 5-7798 





you can sell an Electric Sprayer 
that gives complete satisfaction! 


NOW 


Motor driven for instant action without tiresome pumping, 
spreads a fine, effective spray from 8 to 10 feet with diffusion 
and power. Equally effective with oil-base and water-base 
insecticides. Universal AC-DC motor; light weight, perfectly 
balanced, pistol grip handle; equipped with 1 pint or 1 quart 
glass jar. 


Here is the truly universal electric sprayer you have been seek- 
ing for ready sale, quick turnover and steady profit. Compact 
and efficient, it brings repeated insecticide sales and has a 
ready market among better home owners, estates, restaurants, 
stores, public buildings, etc. 


Write today for complete details 
of our dealer franchise 






CORPORATION ° AMERICA 


2132 Dewey Avenue, Evanston, !!!. 
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ee selen.@ BLACK RUBBER COATED 


FARM BASKETS 


Farmers, storekeepers, housewives... anyone who han- 
dles fruits, vegetables, eggs and all types of root crops are 
prime prospects for Androck Farm Baskets. Quality con- 
struction throughout with heavy coating of black rubber. 





















BALE HANDLE 
me with easy, 

® comfortable grip. 
RUBBER COATING 
prevents bruising 
of crops. 
BASKET SIZE 

13” top; 

11” bottom 

11” high. 


CAPACITY 
¥% bushel. 


RUBBER COATED FARM 
BASKET Cat. No. 2934 








| THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., NILES, MICH. 
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FEATURES 


OD ® Colors make work easier, faster. 
@ Light, amazingly strong. 
@ Accurate to within 1/10 of 1° 




















_ RED Means Plumb BD crcen Means Level Ry vmste moos: Means e Pre-adjusted Vials for quick perfect repair. 
Angle Write for details 
Ot, THE MMODERN PRECISION LEVEL SCHULTES LEVEL, Inc, 
LO WITH STOP-LIGHT CONTROL 17403 GABLE , DETROIT 12, MICHIGAN 


A J THE ONLY 

vy) y BIG GAME CRADLE REEL 

7 lhe ON THE MARKET! 

In 7 sizes 4/0 to 16/0 
from $35 to $125 


Kromex OCEAN CITY 


FRIG-1-TOR* MEG. CO. 











w= high-style insulated ice bucket at a take-it-away price. A & Somerset Sts., Philadelphia 34, Pa. 





* Trade-mork KROMEX, CLEVELAND 8, OHID 




















DEALERS! Check NATIONAL METAL SCREENS 
--- FOR VOLUME ''FLY-TIME" SALES 


30 popular sizes These sturdy, simply-designed metal screens are 





£06 et bees built for long life and complete fly-protection. 


E : Installation and removal are easy. Screens slide 
Guides with each screen : . 
in metal channels, Painted neutral gray. 


=4 


- National Metal Product Company 


Noe 1025 CHATEAU ST. © PITTSBURGH 12, PENNSYLVANIA 


Bronze wire screeni : : ' 
ne Our discounts are very generous. Write for liter- 


Reinforced, welded corners ature and price lists. 





























t / 
[t's 10¢4 Year: When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the "Who Makes It?" 
Number of HARDWARE AGE for the trade-name, You'll find 
it listed alphabetically under the product heading of the item 
here’s a Minute Mop fast-seller to speed every house- in question. Alongside the trade-name you will find the name 
hold cleaning job. Women want and BUY the popular f th Rout Iso th dd § th k d 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- ° e manutacturer, also the agaress o e maker arrange 
dow Brush and Squeegee. Toi-La-Kleen, and the long alphabetically in the same list. Keep your "Who Makes It?" 
famous standard size Minute Mop and Drainer, and Number close at hand where it will serve your wants quickly. 


also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 


sour jobber today HARDWARE AGE 








PRICE { and SQUEEGEE 


/ 














MINUTE MOP (CO. halle Tog 100 East 42nd St. New York 17, N.Y. | 


MAEIE eVELS 





AND ALUMINUM 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY: CATALOG FOR 


FOR ASKING 


maves too.s [AYES BROS.TOOL MANUFACTURING CO.. Inc. Port Austin. Micu. 
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RE AGE 


‘Enameling Lacquering Marking sauna 














Order from your Jobber. 





for new Catalog Sheet illustrating all styles 






Write direct to us 
Soft Hair or attend 








“VITAL CAULKING TS | 


HAVE NO EQUAL" 
















CARTRIDGES 


The complete original 1st 
line of guns and cartidges 
rotary style single unit handles, all styles; sizes 1 pt. 
to 2'/2 qts. Nozzles from 1/16" up. Vital Caulking Guns feature the 
new "Clear-flow’ one-piece tapered nozzle—no strain, no stipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 





The VITAL Products Mfg. Co. 


Cleveland, Ohio 


7500 Quincy Ave. 





Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 





It is cross-rolled to give an 
interlocking mesh-grain structure 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices 
on 


INGERSOLL SHOVELS 
“A Borg-Warner Product” 
Address Dept. H.A. 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind 








© BUILDERS HARDWARE 
@ CABINET LOCKS 

© SCREWS AND BOLTS 
e SASH HARDWARE 


Nf e CABINET HARDWARE 


SS P 





ALL FROM 


LP Wile), 7. me ele Gee) 17-1.) aay 





SOURCE 


ROCKFORD, ILLINOIS 








ei | 








* "MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


a ET 


* MARSHALLTOWN, IOWA 


























DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 








“Lifts from 1000 te 2000 ibs. with ease” 
ELEVATOR POWER UNITS 
ELECTRIC ELEVATORS §& 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. || 


Write for Information and prices. FOSTORIA, 0. 

















le Pst 


Supreme Silk 


BAIT CASTING LINE 


NORWICH presents the title-holder—the line that won the world’s 
record of a 151-pound tarpon on an 18-pound test line—makes it 
available in 6 tests from 12 to 36 pound tests to suit every purpose! 


_—, Ask your Jobber Salesman 


WORWICH 


LINE COMPANY, Inc. _ 
NORWICH, N.Y. 











The Line of Champions 





C 


JUNE 3, 1948 





PLYMOUTH 
Chea 


THE ROPE YOU CAN TRUST BECAUSE IT 1S Mapas YOUR JOB 


BALER 


BINDER TWINE 
TWINE 
TWINE 


7) 
12 Jpoducld 





PLYMOUTH, MASS. 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... 
ach additional word......... 
Positions Wanted 


(Special Rate) set solid, maximum, 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 

















[Sales Reprenentatives Wanted | 


|Salea Representatives Wanted | 





[Sales Representatives Wanted] 








CYLINDER KEY BLANKS 
UNLIMITED OPPORTUNITY 


Manufacturer desires representa- 
tives to handle line of key blanks 


—FINEST QUALITY 
—COMPETITIVE PRICE 
—EXCEPTIONAL COMMISSION 


Address Box M-240, care of Hardware Age, 
100 East 42nd Street, New York 17, N. Y. 











WANTED MANUFACTURERS AGENT. TO 
REPRESENT ESTABLISHED LINE: Ash Re- 
pair Handles. Snathes. Baseball Bats. To Whole— 
salers. Territory West of Ohio and Mississippi 
River. Address Box M-314, care of HAkDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


ROPE SALESMEN, MANILA ROPE, MAN- 
UFACTURED IN PHILIPPINES WHERE 


HEMP GROWS. Long established trade neces- | 


sary, sideline. Write fully giving references. 
Address Box M-222, 


care of hs ae Ace, 100 


East 42nd St., New York 17, N 





| perience, 


WANTED: WHOLESALE DISTRIBUTORS 
FOR METALLIC PRODUCT Adorning Every 
Modern Home and Hotel. P. O. Box 3989, 
Cleveland, Ohio. 





FLATWARE AND TABLE CUTLERY 
MANUFACTURER—old established, nationally 
known concern—one of the leaders in its field, 
is re-arranging several important sales areas, on 
a 100% protected territory basis. Will consider 
only sales organizations who, through their other 
supplementary factory lines, have the background, 
connections, and entree, to give our line the 
intensive coverage we require; and also the time 
to give it continuous effort. A profitable, worth- 
while major line. Liberal commission arrange 
ment. Address Box M-317, care of HARDWARE 


Ace, 100 East 42nd St., New York 17, N. 


REPRESENTATIVE WANTED FOR 


HOUSE FURNISHINGS AND HARDWARE 
JOBBERS ONLY. Must be well acquainted 
with jobbing trade to handle indoor and outdoor 
copper lanterns and brackets, and cover New 
York Metropolitan Area. Commission basis, Ad- 
dress Box M-312, care of Harpware AGe, 100 
East 42nd St., New York 17, N. Y. 

LES REPRESE)} WANTED. 





PERSON AL REPRESENTATION 
by Manufacturer of Quality Line of Insulated 
Steel Kitchen Wall Cabinets, Linen and Base 
Cabinets. Commission basis, state territories, ex- 
etc. Entirt line can be shipped by R.R. 
Palace Metal Products, Inc., 89 Grand St., 
St, Be 


Write 
Brooklyn 





WANTED 
MANUFACTURERS AGENTS 


TO SELL QUALITY HARDWARE 
Well-established, Hard-working Men 


Reply fully to 
HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 





EXPERIENCED HARDWARE 
AND MILL SUPPLY SALESMAN 


TO TRAVEL NEW YORK STATE, PENNSYLVANIA 
AND PART OF OHIO SELLING WHOLESALERS 
ONLY. GOOD FUTURE WITH GROWING 
SIXTY YEAR ESTABLISHED COMPANY. WRITE 
BOX M-319, CARE OF HARDWARE AGE, 100 
EAST 42nd ST., NEW YORK 17, N. Y. 

















DESIRED | 


| COVERAGE. 


SALES 
TOILET 


REPRESENTATIVES WANTED 
SEATS. Manufacturer of High Quality 





White Enamel Hardware Toilet Seat. Immediate 
delivery. Choice territories now open. Write 
Anoka Manufacturing Company, 2651 University 
Avenue, St. Paul 4, Minnesota. 

SIDE LINE SALESMEN: LINE OF POL. 
ISHING DISCS AND POLISHING BONNETS 
for Electric Drills. Good item for Hardware, 
Automotive and Chain Stores. 10% commissior 
Address: The Dayton Supply Co., 1006 East 
167th St., New York 59, N. Y. 


SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a Full Line of 
Leather Dog Collars, Harnesses, Leads, Muzzles, 
etc., to call on hardware, sporting goods, house 
furnishings, and variety dealers and jobbcrs 
Protected territory; liberal commission, Adidres 
Box M-310, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y 


WANTED SIDELINE SALESMEN calling 
on electrical contractors, retail hardware stores, 
department stores, to sell electrical supplies and 
lighting fixtures. State territory desired and lines 
handled. Write for full details. Commission basis. 
Address Box M-223, care of Harpware AcE, 
100 East 42nd St., New York 17, N. Y 





SIDELINE SALESMAN, SMALL TOWN 
Hardware, Houseware, Appliance 
Stores. Commission 742%. Catalog includes auto 
matic toasters, pressure cookers, gas and electric 
hot plates, stainless steel flatware, playpens, 
kitchen step-ladders, aluminum outdoor, indoor 
dryers, curtain stretchers, boudoir lamps, kitchen 
cabinets, tubular steel stools, racks, etc. Address 
Box M-304, care of HarpWaRE AcE, 100 East 
42nd St., New York 17, N. Y. 





SALESMEN WANTED 


Line of 
few choice 


Complete 


has a 


Manufacturer, 
Dog Furnishings, 


Leading 
Leather 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 








PAINT BRUSH SALESMEN 
COMPLETE BRANDED LINE 











protected territories open for experienced men lines and salesmen earn a good living handling Experienced men only with following amongst 
with following among retail hardware and them. It would take you a lifetime to assemble industrials, hardware, paint stores and lum- 
housefurnishing stores. Liberal commission. so varied an assortment of lines. Write Sales ber yards. Write full details. Liberal commis 
Address Box M-278, care of Hardware Age, Manager. Box M-272, care of Hardware Age, sion. Address Box M-279,. care of Hardware 
100 East 42nd St., New York 17, N. Y. 100 East 42nd St., New York 17, N. Y. Age, 100 East 42nd St., New York 17, N. Y 
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[ Business Oppotunitiea | 





[Accounts Wanted _| 





ESMAN 20 YEARS EXPERIENCE 
“-LLING SHEET METAL PRODUCTS to 
ware, housewares, furniture and department 
stores wants Additional Line for Metropolitan 
New York and New England. Selling present 
line for 10 years. Does not have to be metal 
products. Manufacturers only. Address Box 
M-318, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. 
MANUFACTURER’S AGENT AND SALES 
ENGINEER DESIRES EXTRA LINES of 


Electrical Appliances, Hardware Specialties and 
Houseware Items for any part or All of Virginia, 
North and South Carolina, Georgia and Tennessee. 
Our men give thorough and aggressive coverage. 
Your line, if accepted by us, will have experi- 
enced representation amongst wholesale jobbers 


and chains. Must have exclusive territory on 
commission basis. Personal interview will be 
arranged. George E. Dych, 2240 B-8 Cheshire 


1 Road, N. E., Atlanta, Georgia. 


ridge 








MANUFACTURERS’ AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 
ILL., IND., & WISCONSIN. SELLING 
JOBBERS & HOWE. 
JOBBERS, & RETAIL CHAINS, 
JOBBERS, MILL SUPPLIERS, 
HOUSES, DEPT. STORE CHAINS—MANUFAC- 
TURERS WHO SELL OUTSIDE PRODUCTS THRU 
THEIR RETAIL DEALER ORGANIZATIONS. 

LEE E. LANE COMPANY 


624 So. Michigan Ave. Chicago, Ilinois 




















FOR VENEZUELA: 


Venezuelan Firm of US Mfgrs. Reps. estab- 
lished 1926 with offices Caracas, Maracaibo, 
wtive sales force, solicits lines general hard- 
ware items, tools, etc. Communicate with 
Heinz Schmidli & Cia., Apdo. 1214, Caracas. 
Principal now in US until July 1, c/o Freed- 
man & Slater, Inc., 10 Bridge Street, New 
York 19, N. = 





SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you 
cash, relieve you of expense and headaches. Annual 
turnover $1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC. 

Exporters Purchasing Agents 
17 Battery Place New York 4, N. Y. 














| Positions Wanted 


j 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit, 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references, 











SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














HOW TO MAKE MORE 
MONEY—ON EXPORTS 


We can develop sales of your products 
in foreign markets. 

We act as your Export Manager. 

We do all your sales promotion work, 
we advertise your products, we sell 
and ship them at no cost to you. 

You take no credit risks. We pay you 
spot cash for your merchandise. 


INTERNATIONAL DISTRIBUTING CO. 


1170 Broadway New York 1, N. Y. 














JUNE 3, 


1948 





MANUFACTURERS AGENT DESIRES 
LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
M-253, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





SALES MANAGER SEEKS CONNECTION 
MANUFACTURER. Heavy National background 
distribution hardware and tools to jobbers, chains, 
mill supply and department stores. Appointment 
to explore possibilities carries no _ obligation. 
Address Box M-259, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 





[Business Oppottunities | 





HEATING SUPPLIES 
CARTON. Inquiries from 
Many closeouts on 


PLUMBING AND 
BY CARLOAD OR 
country town dealers invited. 
brass fixtures, tubular goods, and valves, quality 
lines or competitive. Nipples and pipe fittings. 
Submit your inquiry and we will quote promptly. 
Fowles, 1047 Wenonah Avenue, Oak Park, 


tmacis 





WANTED: AGGRESSIVE, EXPERIENCED 
HARDWARE MAN TO BUY INTEREST and 
take over management of modern retail hardware 
and furniture business. Located in a Southeast 
Louisiana town of 10,000. Farming and Dairy 
Center. Owners deceased. A money making busi- 
ness for 28 years. Address Box M-302, care of 
Harpware Acer, 100 East 42nd St., New York 
17, 











WANTED RETAIL HARDWARE STORE. 


A Small Well Established Business. Address 
Box M-293, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 

FOR SALE. RETAIL HARDWARE STORE. 
Full Line Mechanics Tools. Established 27 years 
in Metropolitan Area New York City. Very 
good proposition for two, one having electrical 
contracting experience. Have to sell on account 
of ill health, Address Box M-316, care of 
ee ARE Acer, 100 East 42nd St., New York 
7, N. 





PLASTIC WIRE SCREENING 


29 in. wide, in 60 foot rolls 2c a sq. foot f.o.b. 
West Coast. Immediate delivery. Limited 
Supply. 

M. HIRSCHMANNS EXPORT TRADING CO. 


431 Southern Boulevard Bronx 55, N. Y. 














FOR SALE 
COMPLETE SET 
HARDWARE STORE FIXTURES 
HELLER TYPE 


cane,” eet, Snes - COUNTERS, ETC. 
A PART AT REASONA 
PRICES. PHONE ES 2-2411. anes 











FOR SALE: 
GOOD RETAIL HARDWARE STORE 
Lines carried in stock—Complete Hardware, 
Paint, Hot Point Appliances, Farm Equip 
ment, Plumbing, Heating and Electrical. An- 
nual Sales over $400,000. Located in Central 
Indiana. Reasons for selling—want to retire 


Address Box M-313, 


Bs 3 care of Harpware AcE 
100 East 42nd St., a 


New York 17, 











FOR SALE 
HARDWARE & APPLIANCE BUSINESS 


Established 30 years. Haye Several Fran 
chises of Nationally Known Products. Doing 
about $120,000 a year business. Located in 
a prosperous industrial town in New Jersey, 
38 miles from New York City. Inventory 
$50,000. $40,000 cash required. Reason for 
selling—want to retire from business. Long 
lease on building, Address Box M-315, care of 
HarpwarE Acre, 100 East 42nd St., New 
York 17, N. Y. 








NAILS FOR SALE 
Depleting Stock 
BRIGHT COMMON WIRE NAILS 
4-6-8-10-16-20-30-40-60 . at $12.50 CWT 
FINISHING NAILS— CASING NAILS— 
a. fo fF eee t $13.75 CWT 
ROOFING NAILS—GAL VANIZE D 
Le! as at $15.90 CWT 
F.O.B. New York City. Small orders accepted. 


BLOCK CO. 
15 Baruch Place, New York 2, N. Y. - OR 3-3347 
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CAST CASEMENT RATCHETT FASTENERS 


ANOTHER PROFIT MAKER 
IN OUR FAST SELLING LINE 
OF 


CAST 
BUILDERS HARDWARE 


LCW PRICES 
PROMPT DELIVERIES 
DURABLE PACKAGING 
VARIOUS FINISHES 

e 









WRITE FOR 
IN-STOCK CATALOG 


SOLD THRU JOBBERS ONLY AND NEW PRICES 


HALL-WESSEL CO. **“ 


1719 NORTH SECOND ST. «¢ PHILADELPHIA 22, PA. 


PORCELAIN FINISHED TOP 





[ASI 






















enamel. Also avail- 
able in one, two and 
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oll oe stove with 
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plete unit to a car- 
ton or two to 
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yor 


T-2 
BARRIDON oi Burner PRODUCTS, ee a 


1427 Park Street Hartford, Conn. 











<n O8 MYR OF 
P Gvarabived by 
Good Housekeeping 


* 
4s soveansto HS 


FOR EXTRA 
CANNING SALES 


Big brother to Houschold Size 
Foley Food Mill. Master Size on 
counter display sells itself. Strains 
bushel tomatoes into juice in 12 
minutes. Cuts applesauce and 
jam-making canning time in half. 
Nationally advertised. 


$B95 
Foley Mfg. Co., | Minneapolis 18, Minn. 5 
AVAILABLE ONLY THRU JOBBERS 


“Trade Mark Reg. US. Pat. Off 





MASTER SIZE 
CAP, 5 QTS 











also makers of 
FOLEY SIFTER 
FOLEY BLENDER 
FOLEY CHOPPER 











Genui"® TOMES SILENCE 9 


SLIDE SILENTLY- SOFTLY - SMOOTHLY 


10¢ SET SAVE FURNITURE 


| 
& FLOORS-CREATE QUIET fl 
| 


Silence 
Glide 


SOc SET -15¢ SET- 


"“Oomes of 
genuine 


Nome 
on each 


Domes of Silence 
Rubber Glides 
For Tile, Marble, Cement and 
Noiseless. Sizes for metal teds, wood beds, lar 
chairs and all furniture 


Cushion 


Bathroom Flos 


Ask yeuwr Jobber. 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 


168 


If he is not supplied write fo 
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A p 
Acme Shear Co. 109 | Ferry Cap & Set Screw Co. WW 
Advance Glove Mfg. Co. 96 | Fletcher Enamel Co. 15 
Air Express Div. 155 | Foley Mfg. Co. 168 
American Chain & Cable Co. 60 | Fulton Bag & Cotton Mills 112 
American Fork & Hoe Co. 94, 95 


American Rubber Products Corp. 128 











American Screw Co. 37 
American Steel & Wire Co. 45 S 
American Thermos Bottie Co., The 127 : 
Archer-Daniels-Midland Co. g | Gardner Wire Co. 169 
General Electric Co., 
Armstrong Bros. Tool Co. -" Gantt. Galena bie. » 
Gephart Mfg. Co. 169 
Goldblatt Tool Co. % 
B Goulds Pumps, Inc. 113 
Great Neck Saw Mfgrs. Inc. 156 
Barnes Mfg. Co. 101 | Grumbacher Inc., M. 165 
Barridon Oil Burner Products, Inc. 168 
Bassick Co., The 104 
Berkeley Specialties Co. 122 - 
Better Homes & Gardens 4 
Bolens Products Co. 150 Hall-Wesse! Co. - 
Bommer Spring Hinge Co. 161 Niniend: Whe. ten. o 
Sreariey Co. 40] Heller & Co., W. C. 163 
Briddell, Inc., Chas. D 29 eee Oe. the on 
Bridgeport Brass Co. 28 | Hotpoint, inc. 143 
Bright Star Battery Co. 121 Malt @ Wellies Tatas Com. @ 
Brooks & Sons, M. S. 128 Sedeen tite. Co. 4. 9. 125 
Browne & Sharpe Mfg. Co. 162 Hull Mfg. Co. 1% 
Bruno Tools 53 
Cc | 
Cahil Mfg. Co. 170 Ideal Cabinet Corp. 139 
aah Illinois Glove Co. 34 
Chicago Screw Co. 47 
Chicago Spring Hinge Co. 48 Independent Metal Strap Co., Inc. 114 
" Ingersoll Steel Div., Borg-Warner 
Chisholm-Ryder Co. 114 Sone. 165 
Clarke Sanding Machine Co. 30 Ives Co., H. B. 6 
Cleveland Chain & Mfg. Co. 8? 
Club Aluminum Products Co. 129 
Columbia Steel Co. 45 
Columbian Rope Co, 24 J 
Congoleum-Nairn, Inc 20 
Connecticut Valley Mfg. Co. 161 | Jackson Mfg. Co. oa 
Corning Glass Works 22 | Judd Co., Inc., H. L. 52 
Country Gentleman 54 
Crump Co., Inc., B. T. 131 
K 
D K-D Mfg. Co. 162 
Kay-Tite Co. 13% 
Davis Mfg. Co. 160 | Knape & Vogt Mfg. Co 115 
Davis & Newcomer Elec. Elevator Koch Sons, Inc., George 131 
Co. 165 Kromex Corp. 164 
Dempster Mill Mfg. Co. 38 
Diamond W Mfg. Co., The 169 
Doehler-Jarvis Corp. 106 
Domes of Silence 168 L 
Dominion Electric Corp 14 
Dor-File Mig. Co. 3 Lafayette Saw & Knife Co., Inc. . 161 
Dremel Mfg. Co. 40 Laitner Brush Co. 158 
Duo Therm Div. of Motor Wheel Larsen Mig. Co., The 9 
a ™ Lerio Corp 3 
duPont deNemours & @o., 7 
E. |., Fabric & Finishes Div. 97; Leyse Aluminum Co 145 
| Lockwood Hdwe. Mfg. Co 63 
Logan Co., Inc. 160 
Lux Clock Co. 141 
— Lyon Metal Products, Inc 19 
Eagle Industries, Inc. 49 
Ediund Co. 170 
Ekco Products Co. 16-17 M 
Embury Mfg. Co. 126 
Engineered Products Co., The 42 Macklanburg-Duncan Co 9 
Estate Heatrola Div., Noma Elec Mail-O-Matic Sales Co 110 
Corp. 172 | Marshalltown Trowel Co 165 
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Master Lock Co. 5 | Shelton Plane & Tool Mfg. Co... 162 
Master Rule Mfg. Co., Inc. 46 | Simonsen Industries, Inc. 162 
Mayes Brothers Tool Mfg. Skilsaw, Inc. 159 
Co., Inc. 164 Siaymaker Lock Co. a 
McGill Metal Products Co. 130 Spearhead Boiler Plug & Specialty 
Medusa Portland Cement Co. 35| Co. 133 
Miller, Inc., Robert E. 168 Sprayer Corp. of America 163 
Millers Falls Co. $ Star Heel Plate Co. _. 170 
Minute Mop Co. - 164 | Star Mfg. Co. Div. III'nois tron 
: 44 & Bolt Co. - 
Miravalle Mfg. Co. 
Montague Rod & Reel Co. 164| Steber Mfg. Co. 93 
Moore Enameling & Mfg. Co. 123 | Steel Products Mfg. Co. 23 
Myers & Bro. Co., S 6. 48 | Sultan Bros. Inc. 160 
Super-ice, Inc. 152 
Super Tool Co. — 150 
Swartzbaugh Mfg. Co., The 151 
N : 
mettoast Can Go. tae. ........ © 
National Enameling & Stamping T 
Co a VP 
National Lock Co. = Templeton, Kenly & Co. 162 
National Mfg. Co. Tennessee Coal, Iron & Railroad 
National Metal Products Co. 164 | “Go. 45 
Neatslene Co. 130 | Toledo Screw Co 163 
Noblitt-Sparks Industries, Inc. 33 Tru-Test Division of Oakes & Co. 169 
North Bros. Mfg. Co. 120 | tudor Chemical Specialties, Inc... 34 
Norwich Line Co., Inc. 165 Turnbuckles, Inc. . 154 
20th Century Paint & Varnish Co. 124 
Twix Mfg. Co., Inc. cinta, 
3 
Ocean City Mfg. Co. ——_—-. 164 
Olin Industries, Inc., Elec. Div.26-27 U 
United Brush Manufactories 105 
U. S. Hardware & Paper Co. 42 
United States Plywood Corp. 44 
P United States Steel Corp. 45 
Universal Metal Products Co... 38 
Parker Hardware Mfg. 
Corp., $ 161, 170 
Parker Mfg. Co. 36 
Patent Cereals Co. 50 
Pearl-Wick Corp. 21 Vv 
Pekin Specialty Co. 132 
Pennsylvania Lawn Mower Div... 13 | rs a educts Mig. Co., The —. 65 
Pitegoff Bros., Inc, 157 
‘ Vichek Tool Co. 117 
Pittsburgh Plate Glass Co., i 
Brush Div. 51 | Vulcan Electric Co. 133 
Plomb Tool Co. 7 
Plymouth Cordage Co. 165 
Porter, Inc., H. K. 159 
Porter Corp., The J. E. 103 
Premax Products Div. 114 w 
Warp Brothers inane. | a 
Washburn Co., The 163 
R Western Tool & Stamping Co. 48 
Westinghouse Elec. Corp., 
Sturtevant Div. 10-11 
Railway Express Agency —~-- 155] Wood Shovel & Too! Co. 58 
Red Devil Tools 171 | Woodmanse Mfg. Co. 162 
Remington Arms Co., Inc. _.. 85 | Wooster Brush Co. 2 
Reo Motors, Inc., Lawn Mower Div. 25 | Worthington Pump & Machinery 
Reynolds Metals Co., Corp. 
Housewares Div. : 32 
Robbins & Myers, Inc. 55 
Roebling’s Sons Co., John A. 31 
Russell, Burdsall & Ward Bolt & 
Nut Co. stat 149 Y 
Russell & Erwin Div. 56-57 
Yale & Towne Mfg. Co. 3 
$s 
Schultes Level Co. —— 164 - 
Sharon Bolt & Screw Co. ______ 158 
Sheffield Bronze Paint Corp. _.. 91! Zachman & Co. 160 
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1 GEPHART MFG. Co. 


1024 West Adams St., Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING ¢ FLY FISHING « SALT WATER FISHING 

















De 
GARDNER’S CLEANOUT AUGERS 


Augers 





Gardner's Cleanout 
furnished in five lengths, 
eight to twenty-five feet 

complete with adjustable, 
tubular handles. Series 1940, 
plain spring wire Series 
1950, music wire. The ideal 
Stool for cleaning clogged 
drains and closets. Complete 
information on request, Write 
today! : 


GARDNER WIRE Co. 
pack 5039 W. LAKE STREET 
in ativactive, 2color, die-cut, CHICAGO 44, ILLINOIS 


Each Auger packed individually 














BARREL TOP MODEL 
! 


Im pro ved! 
All Steel Construction 


Here is the first real quality post-war 
ash sifter in the same old popular style. 
Made of heavy 21/4 mesh, 18 gauge 





. steel wire cloth locked and welded 
7, Fen Diameter into heavy metal rim. 
43" Hareile Welded handle loops. 
JOBBERS: If you have 


SOLD THRU JOBBERS not ordered—do it today. 


DEALERS: Send for name of nearest jobber. 
. . » CIRCULAR ON REQUEST... 














1100 ALTAMONT AVENUE SCHENECTADY 7, N. Y. 


MR. MANUFACTURER: 
One low-cost contact gives you 
@ NATION-WIDE DISTRIBUTION 


@ AGGRESSIVE PROMOTION 
@ FORCEFUL PRESENTATION 
Tru-Test has an assured buying market of over 


Titty 


ie aTelemy. cere 


wholesale hardware distributors serving 
Ol mmaace timirtach s teamerctlag; plus 
complete promotuon tO insure you Continuous 


volume sales 


TRU-TEST canes 


650 SOUTH CLARK STREET »« CHICAGO 5, 


oe. | ee 
ee me ee 
ILLINOIES 





169 








. by Edlund beat 

up sales and do a 

better beating job for 

the customer. Nation- 

ally advertised. 

Replacement guar- 
; antee. 


THINK OF 


L£dlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 





PARKER 


IMMEDIATE DELIVERY 


PIANO TYPE 


CONTINUOUS HINGES 


e Steel e Brass e Nickel Plated On Brass e 
e Aluminum e Stainless Steel e 


e Cabinets e Truck Bodies e Boxes @ Pianos e 
@ Shower Doors e@ Fluorescent Fixtures 
e Displays ¢ Firescreens @ Store Fronts e Etc. 


for: 


VAC Atiias From the very narrow lightweight size for boxes 
of Sizes! to the wide extra heavy for truck bodies. 


} Stock lengths: 6 ft. © Can be furnished MUZGEM ein aie 
any length, in quantity, to order, of Metals and Pins! 


@ Can be had with screwholes or blank for spot welding. 


@ Special hinges of all types to order, 
in quantity, for every purpose. Are you 


RAT DAIL TM AS) matting ist? 


S. PARKER HARDWARE MFG. CORP. 
SINCE 1900 
From Foundry to Finished Product’ 
27 LUDLOW STREET * NEW YORK 2,N,Y. * Phone WAlker 5-6301 

















STAR HEEL PLATES 


GET YOUR SHARE OF THE DEMAND 

BY ORDERING IN A STOCK TODAY 

AND BE READY TO SUPPLY YOUR 
CUSTOMERS 


PIONEER 
BRAND 


MADE IN SIZES 000 TO 6 


WRITE FOR PRICES 


STAR HEEL PLATE CO. 


357 Wilson Ave., Newark 5, N. J. 

















CAHIL. eee 


‘A Complete Line of Openers 
OPENS ALL CANS 


Cahil FIVE-WAY "Quintuplet"* 
Model 205 (illustrated above): Wall type, 
drops out of the way when not in use, 
opens tin cans of any size or shape—milk 
cans too; friction top and anchor top jars; 
pierces milk cans; and can be used as 
screw driver. Guaranteed 5 Years. 


Ask your jobber salesman. 
*Trademark Reg. U. S. Pat. Off. 


CAHIL MANUFACTURING CO. 
500 West 52nd Street, New York 19, N. Y. 
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